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WHATEVER YOUR METERING PROBLEM 


BRODIE EXPERIENCE & SERVICE 
..eAT HAND’S REACH 


in all principal cities and 
areas—coast fo coast 


AK 


Whether you operate a single meter or many meters...in a local 
area or throughout the country... you'll find that Brodie meets all of your 
basic requirements: 

1. A thoroughly trained and experienced organization fully qualified to 
help you work out your metering problems. 

2. Service facilities conveniently located in all principal cities. 

3. Efficient meters and accessories that have built a reputation for high 
sustained accuracy and low maintenance. 

Why not avail yourself of the knowledge and assistance your nearest Brodie 


Meter Specialist can provide. He’s as near as your telephone. A complete range of meter sizes, 
types and accessories... for every 


petroleum metering need 
RALPH N. BRODIE COMPANY > San Leandro, California, U.S.A. 


MT. VERNON, N.Y. CHICAGO 5, ILL. DALLAS, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 59 E. Van Buren 167 Parkhouse St. 221 9th Ave. N. 5401 E. Sheila Street 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL curses 
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The cover this month shows a line chart that was used 
at the Chicago API convention in early November to illus- 
trate a position taken by James E. Dyer, Sinclair Refining 
president, that distillate fuels have led the growth parade 
both in per cent of gain and in dollar growth. 


Mrs. Fowler is back again with another semi-humorous 
recital of her tribulations with oilburner service men. The 
experiences she relates are not fictional—they’re true. They 
are less representative of city markets than rural. She lives 
on a farm 11 miles out from town and the heating man 
who services burners has a lot of other things to do. 


The story by Carl Stevens about his experiences in a 
fueloil business in Reno, Nevada, is somewhat whimsical 
in an entertaining way. He’s retired now and looking back 
at the things that didn’t seem so funny when they happened. 
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The Line For 
QUALITY— 

ECONOMY— 
SERVICE! 


COMBINES 
ALL THREE! 
bd 






WHERE PRICE 
IS OF PRIME 
CONCERN— 


Molded Rubber 
Jaw Type — Fits 
all jaw type hub 
blower wheels. 
Also available in 
Dupont Nylon. 


QUALITY STANDARD 
OF THE INDUSTRY @ 





Splined Nylon Coupling. Also avail- 


able in extruded aluminum with 
"Silent Tension."* 


ULTIMATE IN ANGULAR AND 
LATERAL MISALIGNMENT @& 


Set Screw 
Type Coupling 


ONLY Guardian COUPLINGS OFFER 





1. Dyna-Line Fabrication—Exclusive roll-spin- 
ning method joins all components while 
running true. 

9. One Piece Design—No fumbling with extra 
parts. Easily assembled in close quarters. 
3. Flex-Rubber Element to give you TRUE 
flexibility. ; 

4, Precision-Machined Tolerances insure long, 
" trouble-free service life. 


Guardian SERVICE 
COUPLING KITS 

Both Standard and Economy 
Sizes fill 95%, of existing 
coupling requirements in 
the field. 


Write for new Coupling 
Catalog Sheet C-106. 





De you know about 
Guardian's line of 
cAl tank valves? Ma- 
chined from brass 
ber stock, Available 
to meet new tank 
location. Write for 
Catalog Sheets V- 
101 and V-101A. 
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COUPLING DIVISION 


Dept. F-124, 1231 E. Second Street 
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Michigan City, 
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| sales. A_ pioneer 


| van Mfg. 
West 





Names in the News 


Robert Keene has been named ad- 
vertising and sales promotion man- 
ager by the Dela- 

Co., 
Des 
Moines, Iowa. 
Keene will assume 
responsibility for 
the company’s 
trade publication 
advertising, direct 
mail program, 
convention exhibits, and the prepara- 





tion of sales aids, catalogs and service 
manuals. Prior to joining Delavan, 
Keene was employed by Maytag Co. 
as assistant to the advertising manager. 
His appointment is a step in Delavan’s 
program of expanding advertising and 
promotional activities. 


Charles B. Bendix recently became 
connected with the Union Asbestos & 
RubberCom 
pany’s Heat- 


Chi- 
cago, Ill., as man- 
ager of contract 
in the heat- 
ing and aircondi- 





tioning industry 23 


_ in the United States, Bendix has had 


32 years’ experience in the field. Prior 
to joining Unarco, he was associated 


| with the Automatic Burner Corp., and 
| is widely known among heating indus- 
| try manufacturers, wholesalers, con- 
| tractors, architects and home builders. 


James H. Lahey, factory representa- 
tive of the Industrial Sales Div., 
Webster Electric Co., Racine, Wisc., 
died suddenly on Cctober 24. Lahey, 
with Webster since 1950, was active 


December 
1954 


in the heating field, especially in the 
middle-western states. Survived by his 
wife, Lahey was 49 years old at the 
time of his death. 






James S. Garber has been named 
advertising manager of the C. A. QO} 
sen Manufactur- 
ing Co., Elyria, 
Ohio, it was an- 
nounced recently. 
Garber has had 
eight years’ mer- 
chandising, pro- 
motional, and ad- 
vertising experi- 
ence in major = A 
household appliance distribution and 
with an advertising agency. According 
to Edward P. Hayes, executive vice 
president of Olsen, the appointment 
of Garber will implement its merchan- 
dising activities by providing increased 
promotional service for distributors 
and dealers. 





Lawrence Knapp is operating as a 
manufacturers’ representative, han 
dling the Steinen 
line of oilburner 








pl 
accessories in all ye 
of New York bt 
State, Guardian | 
Products and * 
Kolb Refractories pr 
in New York bd 
State and north- 
ern New Jersey. e 
Knapp had been sales manager for e 
Steinen’s Accessories Division for the e 
past four years and during his 22 years ® 
association with the oilburner industry A 
was sales manager and vice-president Ww 
of York Oil Burner Co. from 1931 to vd 


1939. His present address is 33 Corsa 
Terrace, Ridgewood, N. J. 






Fred R. Paris has been appointed 
assistant sales manager of the Marlow 






Pumps Division 
of Bell & Gossett 
Co., Ridgewood, 
N. J. Paris, with 
the company for 
the past five years, 
has been active in 
both pump engi 
neering and sales | 
work for the past Eater = 

eighteen years. His headquarters will 
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® 
YEAR ‘ROUND 
AIR CONDITIONING 


Plan Your Year 
‘Round Profits 


Your customers, particularly builders, are already 
planning to use more Year Round Air Conditioning units next 
year. Prepare, now, to grasp the opportunity — to expand your 
business on a profitable year ’round basis with Luxaire. 


The same foresight that has achieved Luxaire’s eminent place in 
winter air conditioning now brings you year ’round units — 
planned, engineered and built to increase your profits with Luxaire 
profit-leadership features ... 
®@ More efficient and economical operation with two stage cooling 

from two, independent, thermostat-controlled compressors and 

hermetically sealed cooling systems. 
® Readily interchangeable gas or oil-fired heating. 
® Complete five year protection plan on cooling systems. 
® Compact add-on cooling units for present or future installation. 
® Matchless Luxaire-styled cabinets. 

The same competitive pricing that you already appreciate in 
Luxaire also applies to Luxaire Year Round Air Conditioning. 
With Luxaire, you can bid and meet the most competitive jobs — 
new homes, building projects or replacements — and still make 
money. And you cannot buy better quality at any price! 

A call, card or letter to your Luxaire jobber, today, can start your 
year ‘round profit picture, now! 







. Atypical 

’ example of a 
Summer Air 

Conditioner 
connected to a 

Forced Air Unit. 


Summer Air 
Conditioning 
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Unit with 
Yeu’ circulating 
far Round Unit The same Year Blower 
quipped with "Round Unit Assembly. 
oil Burner. equipped with 


as Durner. 








NEW...to Arrive in ‘55 


NEW air Cooled Compressors — 
Remote Type 


For installations where water supply is a problem 
or water cooling too expensive. In all 2 ton or 3 
ton cooling systems Luxaire will offer a choice of 
either water-cooled condensers — or air-cooled 
condensers which can be placed away from main 
unit in out-of-the way places. 


NEW Counterflow Year 
‘Round Units 


For combination heating and cooling in base- 
mentless homes. Two, new Luxaire units in the 
most wanted sizes. 2 ton cooling with 100,000 
BTU input heating and 3 ton cooling with 
140,000 BTU. Both with either air or water cool- 
ing condensers. Both easily convertible for gas 
or oil. Each unit will have a single, compact 
Luxaire cabinet. 


NEW 5 Ton Year ‘Round 


Combination Units 


Now, for every type of climate Luxaire offers high 
capacity cooling with a flexible range of matching 
heating capacities—140,000, 175,000 and 210,000 
BTU inputs. Heating units burn gas or oil with 
equal efficiency. Compact, Luxaire-styled cabinets. 


MANUFACTURING COMPANY .. eEtvaria, onto 


HEATING & AIR CONDITIONING UNITS 











Ya/’ PLATE — 14”” wall, TUBES 


Qualified for A.S.M.E. Marking 


V&E 


COMPLETE 


PACKAGE UNIT 


(for Hot Water Heating) 


ALL CONTROLS MOUNTED and 
WIRED 


Fully PROTECTED for shipment 
and delivery into basement 


A UNIT that stands up under rough 
handling 


BUILT-IN, FLOOD-PROOF EX- 
PANSION TANK 


INTERNAL BY-PASS for SLAB 
HEATING 


Includes ALL necessary Controls 
and accessories 


3 G.P.M. Tankless D.H.W.—Provi- 
sion for additional coil if needed 


Priced right: 


This UNIT, designed and built by men with 
long experience, has every part co-ordi- 
nated to insure HEATING SATISFACTION, 
to REDUCE SERVICE TO A MINIMUM, 
and to make what little cleaning and 
service necessary, as easy as possible. 


WRITE or PHONE, to-day for Literature 
and Prices 


V&E 
PRODUCTS, INC. 


BOILER considerable work : 

SCHUYLKILL HAVEN, PA. in the home heating field. His las 

FOR ROTARY BURNERS position was with the Stock Equip’ 
Warehouses: ment Co., Cleveland, Ohio, as chiel 
BALTIMORE © BUFFALO © PHILADELPHIA © SCHUYLKILL © WORCESTER * LOWELL design engineer in charge of redesigh 
Phones: : ing products for lower costs and im’ 
HO. 7-1444 GAR. 7300 WAYNE 1625 S. H. 122 WOR. 4-421 GLEN 7.7496 | Proved production. 
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STEEL 


Water Jute 


BOILERS 


FOR STEAM OR HOT WATER 


BUILT TO LAST A LIFETIME 
UNDER ANY CONDITIONS 
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MAKERS OF THE FAMOUS 


. . « « Names in the News 


be at Bell and Gossett’s Longview, | 
Texas, plant. EB 

Luther B. Sovde has been appointed 
district sales manager for New York 
State, excluding 
the New York 
City area, for Re- 
search Products 
Corp., Madison, 
Wis. Sovde, who 
will make Roches- 
ter his headquar- 








ters for servicing 
the territory, has 

a background of many years in mer: 

chandising and advertising, and has 
spent the past year in the home office Long 
in Madison. more 
reasc 
Gerald F. Deer has been promoted heat 
to manager of the Winkler Training choo: 
Institute, Lebanon, Ind. The Institute = 

is sponsored by the U. S. Machine Div. 
of Stewart-Warner Corp., Lebanon, = 
Ind. In addition to managing the in dieel 
stitute, Deer will conduct the firm’s Delco 
special training classes in the field. Deer J dyna 
joined the company in 1950 as its dis JP specic 
trict representative in the St. Louis § uniflo 
area, and during the past two years has § condu 
served as a regional sales supervisor. fF Sleeve 
varns 
Richard B. Barger has been named Ings 
troubl 

New York regional manager for Gen 
era! Controls Co., Glendale, Calif. 7 
Barger, who joined General Controls oe 
in June, 1954, has had 19 years experi Deleo | 
ence in the heating and aircondition J pearas 


ing appliance industry. 


Charles H. MacFarland has joined 
the Eureka Williams Co., Blooming 
ton, Ill. as direc- 
tor of research. 
With 21 
years of mechani- 
engineering 
and design ex- 
perience, Mac- 
Farland’s — back- 
ground includes 


over 


cal 



















Engineered for PERFORMANCE 
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fhce Longer, more dependable service wins 
more customers. And that is the biggest 
reason why leading manufacturers of 
oted | heating and ventilating equipment 
choose Delco motors for oil burners 

































a and blowers . . . why smart dealers 
Nur 1 replace with Delco. 

Div. ; 

am Delco selects materials carefully 
. and builds its motors with painstaking 


fis: attention to every detail. 
MS} Delco motors have precise 
Deer | dynamic balance... | 
dix — special features such as 
ouis § Uuniflow pressure-cast rotor 
shas § conductors, steel-backed tin babbitt 
visor. | Sleeve bearings, cored oil wells, and 
varnish-dipped and baked motor wind- 
ee" ings add extra endurance for long, 
Gen trouble-free service. 


‘alif You will find the right motors for your 
products in the great Delco line. For in- 
formation on any application, address: 
7 Delco Products, Dayton 1, Ohio, or our 
ition’ & nearest sales office. 
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ming’ MOTORS FOR BLOWERS 


Delco resilient-mounted motors, split-phase and capacitor-start types, 
single- and two-speed designs, %- to %-horsepower ratings. 


THE BEST RUNNING MATE YOUR PRODUCT CAN HAVE 


DELCO PRODUCTS 
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V&E 


COMPLETE 


PACKAGE UNIT 


(for Hot Water Heating) 


ALL CONTROLS MOUNTED and 
WIRED 


Fully PROTECTED for shipment 
and delivery into basement 


A UNIT that stands up under rough 
handling 


BUILT-IN, FLOOD-PROOF EX- 
PANSION TANK 


INTERNAL BY-PASS for SLAB 
HEATING 


Includes ALL necessary Controls 
and accessories 


3 G.P.M. Tankless D.H.W.—Provi- 
sion for additional coil if needed 


Priced right: 


This UNIT, designed and built by men with 
long experience, has every part co-ordi- 
nated to insure HEATING SATISFACTION, 
to REDUCE SERVICE TO A MINIMUM, 
and to make what little cleaning and 
service necessary, as easy as possible. 


WRITE or PHONE, to-day for Literature 
and Prices 
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PRODUCTS, INC. 
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be at Bell and Gossett’s Longview, 
Texas, plant. 


Luther B. Sovde has been appointed 
district sales manager for New York 
State, excluding 
the New York 
City area, for Re- 
search Products 
Corp., Madison, 
Wis. Sovde, who 
will make Roches- 
ter his headquar- 
ters for servicing 
the territory, has 
a background of many years in mer: 
chandising and advertising, and has 
spent the past year in the home office 
in Madison. 


Gerald F. Deer has been promoted 
to manager of the Winkler Training 
Institute, Lebanon, Ind. The Institute 
is sponsored by the U. S$. Machine Div. 
of Stewart-Warner Corp., Lebanon, 
Ind. In addition to managing the in 
stitute, Deer will conduct the firm's 
special training classes in the field. Deer 
joined the company in 1950 as its dis 
trict representative in the St. Louis 
area, and during the past two years has 
served as a regional sales supervisor. 


Richard B. Barger has been named 
New York regional manager for Gen’ 
eral Controls Co., Glendale, Calif. 
Barger, who joined General Controls 
in June, 1954, has had 19 years experi 
ence in the heating and aircondition 
ing appliance industry. 


Charles H. MacFarland has joined 
the Eureka Williams Co., Blooming’ 
ton, Ill. as direc- 
tor of research. 
With 
years of mechani- 
cal engineering 
and design ex- 
perience, Mac- 
Farland’s — back- 
ground includes 
considerable work 
in the home heating field. His lat 
position was with the Stock Equip 
ment Co., Cleveland, Ohio, as chief 
design engineer in charge of redesign 
ing products for lower costs and im 
proved production. 
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Longer, more dependable service wins 
more customers. And that is the biggest 
reason why leading manufacturers of 
heating and ventilating equipment 
choose Delco motors for oil burners 
and blowers . . . why smart dealers 
replace with Delco. 


Delco selects materials carefully 
and builds its motors with painstaking 
attention to every detail. ——_— 
Delco motors have precise { _ 
dynamic balance... 
special features such as 
uniflow pressure-cast rotor 
conductors, steel-backed tin babbitt 
Sleeve bearings, cored oil wells, and 
varnish-dipped and baked motor wind- 
ings add extra endurance for long, 
trouble-free service. 


You will find the right motors for your 
products in the great Delco line. For in- 
formation on any application, address: 
Delco Products, Dayton 1, Ohio, or our 
nearest sales office. 


MOTORS FOR BLOWERS 


Delco resilient-mounted motors, split-phase and capacitor-start types, 
single- and two-speed designs, %- to %-horsepower ratings. 


THE BEST RUNNING MATE YOUR PRODUCT CAN HAVE 


DELCO PRODUCTS 


Division of General Motors Corporation ¢ Dayton, Ohio DAYTON OHIO 


SALES OFFICES: 


ATLANTA « CHICAGO « CINCINNATI « CLEVELAND 

MOTORS FOR OIL BURNERS DALLAS * DETROIT * EVANSVILLE + HARTFORD 

Delco flange-mounted motors, split- KANSAS CITY « LOS ANGELES -¢ PHILADELPHIA 
phase, %- to Ys-horsepower ratings. ST. LOUIS * SAN FRANCISCO «+ SYRACUSE 
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Editorial Leaks 


THE LEVITT ARTICLE in the November 
issue which included a testimonial let- 
ter by William J. Levitt, world’s larg- 
est home builder, as to why he uses 


oilheating, has been pretty widely 
adopted by the oilheating industry. In 
our next issue we'll show a little sum- 
mary of how this is being used to influ- 
ence builders, architects and home 
building contractors generally. 

Around 15,000 reprints have been 
ordered by dealers and industry asso- 
ciations and at least one association 
has adopted the letter as part of its 
three-year promotional program. Re- 
prints can still be ordered if you need 
them. 

eo 

AN INTERESTING LETTER is in from 
C. H. (Uncle Charlie) Chalmers of 
Minneapolis. He was objecting to the 
practice of our circulation department 
in sending him two copies of the maga- 
zine when he only has time to read 
one. This he considered a sheer waste 
and we agree with him. 

Pioneers in the oilheating industry 
have a lot of pleasant recollections of 
Uncle Charlie. He was one of the 
original founders of the American Oil- 
burner Association, the first parent 
from which subsequent national oil- 
heating organizations have sprung. 

Chalmers has always been a man of 
considerable ingenuity and no little 
courage because in addition to being 
an oilburner manufacturer, he writes 
good poetry and he enrolled in a uni- 
versity to take an engineering course 
after he had passed the age of 70. 

Uncle Charlie, still practicing in- 
novations, says his principal business 
today is shipping burners overseas by 
air freight. 

Seo 
A HALF DOZEN fueloil men who also 
are in the oilburner and service busi- 
ness were discussing some of the in- 


10 


dustry’s present efforts to raise funds 
to promote oilheating. The immediate 
subject had to do with the responsi- 
bility of various segments of the in- 
dustry to provide the necessary cash 
for the job. 

One of the oil men brought out some 
rather unique thinking and his friends 
were inclined to agree even though 
they had not thought of it that way 
before. 


He suggested that in thinking of 
natural gas competition the most vul- 
nerable segment of the whole industry 
is the manufacturer of oilheating 
equipment and accessories. He pointed 
out that if the volume of burners sold 
were to drop in half because competi- 
tive fuels were taking too much of our 
former market, then logically the 
equipment manufacturer would have 
a 50% reduction in his oil equipment 
sales volume. 


Cn the other hand if the volume of 
new installations dropped in half in 
a particular year the fueloil business 
would not drop at all; rather its rate of 
growth for that year would simply 
be cut in half. This man’s argument 
went on to demonstrate that fueloil 
sales volume has always shown some 
growth even at the depth of the de- 
pression in the 30’s. 

Today under conditions of natural 
gas competition there are individual 
cities where the growth of heating oil 
volume has been slight, and of course 
it is in those cities that the fueloil 
marketer should be greatly interested 
in contributing all he can to a promo- 
tional campaign. 

Yet we must agree with this small 
oil group in their thinking that the 
equipment manufacturer is the one to 
be hurt worst should oilheating sag. 
Some manufacturers have expressed 
the view that they are quite willing to 
stand by and produce equipment that 
lets the oil industry get ahead but they 
are less inclined to spend their own 
money to help bring that about. 

Obviously oilheating promotion is a 
job for all segments but it’s hard to 
escape the conclusion that the oilheat- 
ing manufacturers should make a fair- 
ly significant contribution to the gen- 
eral promotion of the industry if they 
are to continue the healthy growth 
they have enjoyed up to now. 


December 
1954 





SPEAKING OF competitive fuels, as who 
isn’t, an industry friend sent us q 
clipping from a Louisville newspaper 
showing that a horse named “Coal 
Heat” won the fourth race at Church 
ill Downs on November 4. It was nat. 
urally a shock to all fueloil men unti 
they learned that the stewards of the 
track had disqualified the beast and 
ordered the purse money redistributed 
because the horse had been doped. 

A chemist with nothing else to do 
had found traces of protane in the 
horse and as a result his owner and 
trainer were suspended from track ac 
tivity for 90 days. 

There must be a moral in this some. 
where. Maybe it is something about the 
fact that of all families who once used 
a coal stoker only one in five would 
ever have another one, according to 
a number of consumers surveys. Some 
men who lost their money in the busi- 
ness would say that it takes more than 
protane to get any place with coal heat. 

Perhaps this conclusion should be 
qualified by adding “unless the present 
National Fuels Policy Committee 
should find the method it is seeking 
to make folks think better of coal 
whether they like it or not.” 
ote 
A WHILE BACK we mentioned the No 
vember issue with the photographic 
front cover. There was also a very spe’ 
cial back cover on the issue which 
would have been fine except that it 
wasn’t supposed to be that special. Mc 
Donnell & Miller, who have had this 
page for some years, for a slight fee, 
sent in plates for an ad that was to 
be almost solid red with a little black 
and white. 

The plates went direct to our print 
ing plant without designating which 
was the red and which the black vari 
ety. Everything would have been fine 
even though we ran the two colors in 
reverse had it not been for a small 
cartoon in which a rich man (who 
could afford poor heating) was feeding 
currency into an old-fashioned pot 
bellied stove. The way it turned out 
the man and the stove were red but 
the heat rays shown coming out of tf 
in all directions were black. 
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TRADE MARK REG. U. S. PAT. OFF. VENTALARM 


the Original aud Ocpendable 


WHISTLING TANK FILL SIGRAL 
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the 
and 1. Over 4,000,000 VENTALARM Signals 
ac’ have been installed on household fuel tanks by more than 4,500 
major and independent fuel oil companies. 
yme- 
es 2.Underwriters’ Laboratories Listed 
> VENTALARM Signals, both Type LA and Type LA WITH CoM- 
+. PRESSION FITTING, are the only audible tank filling signals which 
wi have earned the distinction of being presently listed by Under- 
we writers’ Laboratories. 
than J P ‘ 
oa 3.Universally Approved by Leading Fire 
2 a and Safety Authorities 
sen 
‘tee Such as New York Board of Standards and Appeals, Common- 
king wealth of Massachusetts, Cities of Washington, Baltimore, Phila- 
coal delphia, Detroit, etc. Type LA listed as Standard by National 
Board of Fire Underwriters. 
No 4.Complete Merchandising Support for the 








phic a ON ly Fuel Oil and Oil Burner Dealer 


spe’ JINSTALLEO HERE Be 





id, Proven Oil and Burner Sales Plans utilizing VENTALARM Signal 
t it and supported by tested promotional literature available at cost. 
Mc ? p 

this 5.Full Variety of Models to Satisfy Every 

fee, 


Tank Condition, New or Old 





Just One Direction 6.FULL PATENT PROTECTION 
7 =f . 

rat? Fill while the U. S. Patent Nos, RE22391, RE21930, 2,143,476, 2,143,492, 2,143,706, 
3 . 0s 2,212,620, 2,227,322, 2,227,323, 2,249,180, 2,257,656, 2,276,798, 2,328,686, 
hich Whistle Blows 2,330,983, 2,429,280, 2,531,950, DES. 164,453, 2,617,303. Other Pats. Pend. 
vary Foreign Pats. Issued. 
fine The Scully Signal Company intends to protect its property rights 
rs in in its patents. 
mall 
® leafsits ws SCULLY SIGNAL COMPANY 
ee INPIRE BRASS MFG. ©O., LTD. 














fete, Onesie 174 Green Street, Melrose 76, Mass. 
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Contact your 
REGULAR SUPPLY — 
- VENTALARM® Signa 
n a variety of sizes. 
oor Products are 
manufactured under U. 
and Foreign Patents or 
Patents Pending.- 
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Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 1'45 reporting to 


Census Bureau, FUELOIL & Oi HEatT’s estimates of shipments are: 






































—_———_—_ — AU GU ST———_—_ —_—- -EIGHT MONTHS—— 
Pesicwns Percent 
1954 1953 Change 1954 1953 Change 
Conversion 58,944 66,702 — 11.6 308,308 358,546 — 14.0 
Boiler Units 8,194 7,976 Ty 39,113 42,129 — 7,2 
Furnace Units 23,853 21,828 + 9:3 112,839 117,626 — 4.1 
All Domestic 90,991 96,506 —— 4,7 460,260 518,301 — 11.2 
Commercial 4,443 4,148 = em [et 23,895 24902 — 13.1 
Total 95,434 100,654 . 2 484,155 545,803 — 11.3 
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1949 1950 1951 1952 1953 1954 


October Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS BOILER-BURNERS 


FURNACE-BURNERS 


October Aver. $317 $705 $603 
September Aver. 316 713 604 
Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
October 134.0 Six monthsago 141.0 October 128.9 Six monthsago 127.9 
September 138.5 Yearago 135.1 September 130.5 Yearago 132.4 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 








OILBURNER PRICES- RETAIL CONVERSION BURNER - JAN. 1940 = 100 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS - 1939 =100 
CONSTRUCTION COSTS — RESIDENTIAL~ DEPT OF COMMERCE -1939= 100 ——-——-- ———- - 
COST OF LIVING- BUREAU OF LABOR STATISTICS — 1935-39 = 100 
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Oilheating Trends 


ESTIMATED INSTALLATIONS of domestic 
oilburners and units during October 
are 98,768. This represents a continua: 
tion of the downtrend of the past two 
or three months. The October figure 
was 13% below the 113,048 installed 
in the same month last year. 

For the ten months the estimated 
total was 616,428 compared with 635, 
732 in the same period of 1953 and 
representing a 3% drop. Again we ob- 
serve the difference in trends between 
dealer installations and factory ship- 
ments. We don’t yet have Government 
figures for September and October 
shipments but field accounts indicate 
that they were decidedly good. Of 
course, those two months are normally 
the Jargest in the year, and that may 
have had something to do with the 
good reports without indicating that 
the factories were doing a lot better 
than they were a year before. 

The October installations were di 
vided: New Homes, 36,210; Replace’ 
meiits of old oilburners, 12,481; Con 
versions from other fuels, 50,077. 

BURNER STOCKS: Dealers had on 
hand at the end of October approxi 
mately 97,496 domestic oilburners and 
units compared with 82,462 the pre 
vious month and with 82,373 a yeaf 
ago. This lends some support to the 
idea of higher factory shipments in the 
early fall months because it shows that 
a fair number of those shipments were 
going into inventory. 

The October 31 stocks were divided: 
Conversion-Burners, 52,159; Boiler 
Burner units, 17,937; Furnace-Burnet 
units, 27,400. 

Factory stocks at the end of August 
the latest available data, were 74,255 
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Counter-Balanced unit for easy 
fast service in general installa- 
tions. 

{ *2” _.. $110.00*3”... $168.00 
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* PRICES SLIGHTLY HIGHER IN WESTERN 
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. . . « Oilheating Trends 


compared with 81,837 a year earlier. 

TANK STOCKS: When we show tank 
stocks from month to month it is not 
because we consider this item more 
important than a number of other 
items that go into an oilheating instal- 
lation. We do it rather as an index to 
the dealer’s general state of mind in 
accumulating or unloading inventory. 
Tanks are easy to count because they 
are conspicuous and thus easy to re- 
port. 


At the end of October dealers had 
on hand approximately 42,988 con- 
sumer oil tanks compared with 47,578 
the previous month and with 41,692 
the previous year. It is interesting to 
notice that while they were increasing 
their inventories of oilburners and units 
under pressure from their suppliers, 
they were decreasing their tank stocks, 
and this latter situation probably ap- 
plies to their inventory of accessories 
in general. 

The average price paid by dealers in 
October for 275 gallon size was $29 or 
one dollar below the September aver- 
age. 

By sections of the country the aver- 
age dealer cost for such a tank was: 
New England, $26; Mid-Atlantic, $30; 
Midwest, $26; Pacific Northwest, $41. 

The tank stocks on hand October 31 
were divided by sizes: 220-275 gallon, 
35,946; 550-675 gallon, 4,805; 1,000 
gallons or larger, 2,237. 





Special Study 
of the Month 











Spraying Lawn Fertilizer: Be- 
cause of the very considerable interest 
in lawn spraying by fueloil distributors, 
particularly during this past summer, 
our special study this month attempts 
to measure some of the dollar results. 


Among the substantial number of 
companies reporting for this study, we 
find that 22%, nationwide, made some 
effort in this direction during the past 
summer season. There was a great 
variation by geographic sections, how- 
ever, because in New England we find 
only 4% trying it, in the Mid-Atlantic 
states 13%, while we reach a high 
point in the Pacific Northwest with 
nearly two-thirds of the companies 
having a go at it. 
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Oilburner* and Building Permits 





OILBURNERS DWELLINGS————— 
October 10 MONTHS October 10 MONTHS 
1954 1953 1954 1953 1954 1953 1954 19§3 
22 30 a8 268 Albany, N. Y. Pe Ss ste e 
59 259 613 1183 Baltimore, Md. 207 402 2257 3506 
oe Ss ne ee Binghamton, N. Y. 19 8 164 122 
Bloomfield, N. J. a 13 96 283 
Ss a ap ove Boston, Mass. 39 37 522 323 
109 147 1050 1209 Bridgeport, Conn. e. ee si a 
“ae a6 Ss i Bulfalo, N. Y. 43 56 452 455 
22 124 203 460 Columbus, O. Sie = a be 
Be re oe ap Des Moines, Ia. 578 602 4017 3906 
oc eas Je oe Detroit. Mich. 235 200 2697 2556 
55 99 409 464 Elizabeth, N. J. 6 a 60 34 
25 44 394 3195 Freeport, N. Y. fe is oe a 
ne pte Oe. ae Greenwich, Conn. 32 33 552. 273 
3 Hackensack, N. J. 11 6 ie 54 
: 197 a Ss Hartford, Conn. ot as Fj a 
39 65 319 414 Irvington, N. J. 2 3 19 5 
a ~~ ae tye Lynn, Mass. 9 13 ee 154 
80 15 5 350 Meriden, Conn. nA a a 4 
699 1083 5320 6624 Milwaukee, Wisc. 344 560 3192 3196 
ne 46 ae 351 Minneapolis, Minn. 91 79 994 923 
36 35 196 230 Montclair, N. J. ar ie eit os 
56 st os re Morristown, N. J. 1 6 44 15 
33 49 290 325 Mt. Vernon, N. Y. at es a 
189 243 1321 1720 Newark, N. J. 
59 85 433 603 New Bedford, Mass. 
65 73 420 416 New Haven, Conn. bus Sid Le By 
3 36 its 345 New Rochelle, N. Y. 49 24 341 417 
; 3019 -» New York City (Total) ‘a - oi 
923 +2219 ie Brooklyn-Queens 
ots 807 ie 5643 Manhattan, Bronx, Rchd wus aw my be 
16 80 493 611 Norfolk, Va. 31 63 404 563 
os as a Be Oakland, Calif. ne ae a 
23 65 ve 387 Omaha, Neb. 121 64 o. ©6409 
32 24 156 181 Orange, N. J. 0 2 13 18 
iM 26 141 203 Passaic, N. J. ie ne ae = 
66 85 Age 580 Paterson, N. J. 19 9 137 
- ae ai Philadelphia, Pa. a. a 5 A 
re a i ss Plainfield, N. J. 2 8 123 121 
104 133 570 586 Portland, Me. 12 27 126 163 
453 453 3806 3434 Portland, Ore. 123 1 1454 1721 
38 38 193 204 Poughkeepsie, N. Y. ota ae a 
Per 202 ae 1051 Providence, R. I. bie 17 ae 176 
a i re a Reading, Pa. 4 7 43 68 
46 33 327 294 Richmond, Va. 40 gi 386 468 
116 82 ae 527 Roanoke, Va. ie ee o 
144 $25 1670 2629 Rochester, N. Y. aes oy oe a 
26 17 120 173 Rockville Center, N. Y. 5 4 65 84 
63 65 354 345 Salem, Mass. 6 6 55 71 
246 288 1701 1556 St. Louis, Mo. 36 40 468 291 
13 26 84 202 St. Paul, Minn. 65 41 978 981 
9 3 190 154 Schenectady, N. Y. as sig P ee 
ioe se i oP Seattle, Wash. 256 123 2181 48 
219 207 =1763 Spokane, Wash. one < es os 
295 — 1301 —_ Springfield, Mass. 75 76 1080 858 
19 50 Oy tH 358 Stamford Conn. ee “4 a vs 
os oe as a Syracuse, N. Y. Be Bis oe 
Trenton, N. J. 44 1 5 147 
a - se fe tica, IN: -¥. 34 12 160 113 
120 111 548 698 Washington, D. C. - we a “ 
as se i os West Orange, N. J. 49 30 279 256 
49 51 293 288 White Plains, N. Y. 13 17 159 242 
51 158 453 772 Wilmington, Del. 4 56 42 150 
161 153 1221 1187 Worcester, Mass. es oe : . 
79 145 621 763 Yonkers, N. Y. wid ie: a + 
2155 ‘3012 ‘T4078 17825 Totals 2159 2217 19593 19985 
—28.5 ~. —15.4 é> Percent Change —2.6 - —~ 2.0. 5 


*Permits are not total sales in each market since none are reported from suburban 
areas, which normally account for 20% to 60% of total sales in each market; nor are 
they an accurate index where enforcement is lax. Rightly used, however, they are a useful 


working index. 
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We asked the $64 question first .. . 
was it profitable the past season. One- 
fifth of the companies say that it was 
profitable and the other four-fifths say 
that it was not. On the other hand 
those who found it unprofitable this 
season plan to try it again next year, 
because they believe they see a future 


in it, with relatively few exceptions. 
Specifically among those companies 
that tried lawn spraying this yeaf, 
79% will stay with it next year and 
21% will not. 

The principal reason for the opti 
mism is indicated in the volume of bust 
ness done as related to cost. The profit 
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You can stop worrying about 
operational difficulties caused by 
screen clogging when your fuel oil 
contains Santolene H. Cracked 
stocks and blends of cracked and 
straight run fuels containing San- 
tolene H will be appreciated by 
your established customers. 


sales advantages 


with |] fuel oil additive 


Get new customers, too, by 
selling these other advantages of 
Santolene H: it cuts corrosion, 
keeps sludge and sediment to a min- 
imum, practically eliminates rust. 


Santolene: Reg. U.S. Pat. Off. 


c 

e Organic Chemicals Division 
MONSANTO CHEMICAL COMPANY 
Box 478, St. Louis, Missouri 


Please send me the latest technical bulletin on SANTOLENE H. 
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. . . « Lawn Fertilizers 


able companies had an average gross 
billing this summer for lawn spraying 
of $4,324, and since they averaged 
more than one truck per company, 
these profitable companies sold $3,459 
worth of fertilizer per truck. 

The companies that did not find the 
work profitable this year had average 
gross billing of only $1,417 per com- 
pany and $1,316 per truck. 

The indication here is that most of 
the reporting companies were just get- 
ting started in this activity, and they 
have hopes for a profitable operation 
next season. 

The highest gross billing reported 
by any one of the participating com- 
panies was $5,900 and the lowest 
$100. Only 1% of the companies billed 
over $5,000. 

The large majority of the reporting 
firms outfitted only one truck, although 
14 of them did use two trucks. 


Average Price 


The average customer getting this 
lawn spraying service paid $10.54 per 
application. By individual companies 
the range of average prices was from a 
low point of $4 to a high of $15. The 
company with the $4 average was in 
Indianapolis and the one with the $15 
average was in Des Moines. Of course, 
these average prices have not been re- 
lated to the size of the lawns, but when 
you put all of the companies together, 
this factor would pretty well equal it- 
self so the overall average of $10.54 
is probably representative. 

Existing fueloil customers were the 
best prospects for lawn spraying serv- 
ice. They represented 76% of all cus- 
tomers for lawn spraying, and the 
range on this was from a low point of 
1% to a high of 100%, with 19% of 
companies reporting that they had sold 
the service only to fueloil accounts. 

One possible advantage in a fueloil 
distributor undertaking the lawn spray- 
ing business has been the hope of there- 
by getting acquainted with new people 
and adding them as new customers. 
Up to now this benefit has not ma- 
terialized. It’s only in the Pacific 
Northwest that the reporting group 
_ was able to add any new oil accounts 
through this service, and out there they 
added on the average of only three cus- 
tomers per company. The highest re- 
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ported was nine customers and this 
was in a company running well over 
6,000 fueloil accounts. Again the ef- 
fect of this may be cumulative. 

We attempted to get a composite 
operating statement covering this lawn 
fertilizer business for the past sum- 
mer. This didn’t work out as we had 
expected, principally because only one- 
fifth of the companies made money on 
it this year, and the other companies’ 
operating costs were naturally higher 
than their income. Taking the cost fig- 
ures of each company and adjusting 
them to a total of 100% in every in- 
stance we come out with the following 
cost breakdown: Chemicals, 26%; La- 
bor, 33%; Truck Operation, 12%; 
Selling, 23%; All other costs, 6%. 

This will probably provide a yard- 
stick against which you can measure 
your own company’s experience. This 
total of 100% represents cost only so 
you must add a profit. 

In selling lawn fertilizer service all 
the typical promotional methods were 
used. We find that 90% of the report- 
ing companies used direct mail, 66% 
used newspaper ads, 32% used radio, 
10% used telephone canvass, and 71% 
used personal solicitation. 

Some of the fueloil distributors who 
tried lawn spraying this season were 
able to get some large lawns around 
public buildings or commercial estab- 
lishments. For the group as a whole this 
represented 4% of their total business 
and the other 96%, of course, was for 
residential lawns. As time goes on the 
commercial and public building side 
can probably be developed into some- 
thing more important. 


Plans for next Year 


The final question in this series was 
asked of those companies in the report- 
ing group who have not yet had any 
experience with lawn spraying. They 
were asked if they plan to undertake 
it next summer. We find that 18% of 
those companies do plan to start, while 
38% definitely will not try. The other 
44% say they might possibly try but 
have made no decision. 

DEALER COMMENTS: The comments 
were unusually interesting and since 
some of them are so useful to fueloil 
distributors considering lawn fertilizer 
business, we will reproduce them here 
at considerable length. 





Some of the oil men were cautious 
in their comments and some negative. 
Typical of that group are these few: 
“Profit is only fair; cost of selling is 


high” . . . “Soils so varied, no spray 
universally satisfactory; lots of resprays 
or refunds—not good”. . . “Overall 


results for liquid fertilizers applied to 
lawn poor; interest in this type of op- 
eration was high; big need for weed 
killer and fertilizer mixture”. . . “Re. 
sults have been indeterminate; suggest 
selling price too low; chemicals are cor: 
rosive” .. . “We think aircondition- 
ing is more a part of the heating and 
fuel business than spraying lawns”. ., 
“Unless properly handled spraying 
could bring a lot of headaches”. . , 
“They tell me that chemical used is 
corrosive and detrimental to oil trucks” 
...°'We have another outlet for fuel- 
oil drivers during the summer.” 


More Companies optimistic 


On the brighter side more compa 
nies were optimistic about their ex- 
periences and they have reported in 
greater detail. For example, a Van 
couver fueloil marketer reported a 
gross billing of $5,900 on lawn spray 
ing this summer and costs as follows: 
Chemical, $2,400; Truck operation in- 
cluding labor, $700; Selling, $100; and 
Fitting the truck for this work $100. 
The total of these costs was $3,300 
showing a gross profit on the operation 
of $2,600. 

An Indianapolis marketer believes 
that the business is being pushed a lit 
tle too fast and that too many folks are 
claiming it as the answer to the fueloil 
man’s prayer inferring that it will be 
an overnight success. He goes on to say 
that fueloil men by past business ex 
perience will probably understand that 
lawn fertilizing is a real specialty item 
that would require a great deal of sell 
ing expense before the general public 
accepts the idea and makes it genuinely 
profitable for those who stick with it. 

This marketer sent a schedule of his 
prices in which he starts at $5 for 
2,000 sq. ft. and then lists many other 
lawn size quotations. He gets, for ex’ 
ample, $10 for 5,000 sq. ft. and $17.50 
for 10,000. 

A Cleveland marketer with a gros 
billing from lawn spraying of $5,500 
last summer reports that his truck av 
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an Oscar 


“for outstanding trouble-free 


performance over the years.” 


HUEY long life ignition transformers are engineered, 
designed and constructed to out perform all other trans- 
formers in the field. This performance goes transformer 
deep, from the baked enamel drawn steel housings to 
the coil windings and_ insulations, Suny gives an 


Academy Award performance. 


Underwriters’ Laboratory and 
Canadian Standard Approval 


—a new positive method of encapsulation that blocks out 


moisture . . . forever. 


—a patented radio shielding which effectively screens 


out static. 


—an exclusive 2 year guarantee against defects in work- 


manship and materials. 


The S0L¥ transformer that offers more and gives more. 
Write for details, today! 
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. . . « Lawn Fertilizers 


eraged a gross billing of $120 a day and 
that the daily cost was: Chemical, $50; 
Labor, $28; Gas and Oil, $7; and a re- 
serve of $10 per day to cover water 
and truck wear and tear. Thus, he had 
a $25 profit out of a day’s operation. 

A Tacoma oil man sends a price 
schedule starting at $5.50 for 2,000 
sq. ft. and ranging up to $19.20 for 
10,000 sq. ft. based on applying 25 
gallons of Monsanto’s Folium per thou- 
sand feet. On larger areas he charges 
$19.25 as a base price and then adds 
around 6¢ per gallon up to a thousand 
gallons and a little less for larger areas. 
This operator reports that it cost him 
$395 to equip and paint one truck for 
the work. 

A New Jersey company reports that 
they entered this field in a very experi- 
mental way this year and will continue 
on such a basis through 1955 before 
launching out in full scale operation. 
This company points out that while 
they consider this field very promising, 
it is also very complex and in some 
aspects dangerous. Bv that they mean 
that unless they completely satisfy the 
customers it might alienate some of 
the accounts. 

Up to now they feel that the indus- 
try has not arrived at a satisfactory 
combination of chemicals and controls, 
hence their cautious approach. 

Three lengthy Comments 

Finally, we have three rather com- 
plete letters from cooperating compa- 
nies that are being reproduced at con- 
siderable length. They are optimistic 
while at the same time cautioning mar- 
keters on the responsibilities they en- 
counter in this field. These companies 
are in the business to stay, and we be- 
lieve after you read these letters you 
will have a pretty solid foundation in 
the probabilities of the lawn fertilizer 
business. 

The first letter is from John Hall, 
of Watson-Hall Company, Seattle. 

WATSON-HALL COMPANY 
Seattle, Washington 
Editor: 

Concerning our experience with the 
lawn spraying of fertilizer: 

During the summer of 1953 we ex- 
perimented with liquid odorless fish 
fertilizer to learn 

(a) its effectiveness on lawns 

(b) the practicability of dispensing 
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it from oil tank trucks. 
(c) the profit possibilities and the 
reaction of the public to such 
a method of lawn treatment. 
Having applied it to some 40 resi- 
dence lawns in the summer of 1953 
with quite satisfactory results, with 
our April 1, 1954 statements we en- 
closed stuffer slips offering to spray 
lawns with an odorless fish fertilizer 
that would stimulate their lawn and 
that the cost of the average residence 
lawn job would be $10.00—minimum 
charge $5.00—-we guaranteed the job 
would please them. 


From these stuffers we received by 
phone orders for about 40 jobs. Then 
we repeated the stuffers with our state- 
ments each following month through 
September 1. From April 1 to Septem- 
ber 30 we did a total of some 200 spray 
jobs during the dry spells during that 
period. Nineteen hundred and fifty- 
four was exceptionally rainy in Seattle 
during those months. The average rev- 
enue per job was $9.00, running from 
$5.00 to $24.00 per job. 

Incidentally, we tried placing mod- 
est display ads in community north 
end newspapers for two weeks in June, 
but those ads did not produce any re- 
sults, which leads us to believe that on 
a new fertilizing enterprise of this kind, 
people are dubious unless they already 
know the advertiser. 

As regards the fertilizer: In our case 
we used a liquid fish fertilizer produced 
in the Northwest. For such an enter- 
prise in other parts of the country we 
believe a water soluble fertilizer obtain- 
able in other sections would give good 
results, but we believe the concentrate 
should be strong enough to mix with 
sufficient water so that the spreading 
of it can be done through a spray in a 
large enough quantity that it can be 
done in a minimum of time. 

Our particular fertilizer is made up 
of five gallons of concentrate to 800 
gallons of water. The cost of the con- 
centrate is $2.16 per gallon. When di- 
luted in water it makes the fertilizer 
cost $1.35 per 100 gallons, not includ- 
ing the cost of water. Our charge to 
the customer is: 

$5.00 for the first 100 gallons or less. 

$2.50 for the second 50 gallons. 

$2.50 for the third additional 50 
gallons. 


$2.00 for the fourth or more addi- 
tional 50 gallons. 

The labor cost is largely determined 
by the concentration of jobs to be done, 

To start such an enterprise jobs are 
scattered and are hardly compensatory, 
but very soon the dealer is constrained 
to group his orders to certain days. Our 
experience induced us to apply only on 
dry days that were not windy. A strong 
wind carries the spray to adjacent win- 
dows on the property, so care should 
be exercised. 


With a concentration of five or six 
or more jobs we found it best to send 
two men on the truck, because in many 
instances neighbors watch the applica- 
tion and ask questions of the helper, 
An ordinary 150 gallon spray job con 
sumes about 20 minutes. 

We came to the belief that our best 
applicator was a high grade 300 foot, 
1” hose with a good nozzle capable of 
putting on a fine spray. We had ex: 
perimented with bar spreaders, but the 
garden hose type nozzle has done the 
best job for us. 

It is very important to have facilities 
for filling the truck with water through 
2 or 3 or 4 inch water line. At our 
plant we use a 2” line. We understand 
that municipal water systems will ar 
range with companies to permit them | 
to refill their trucks out of their fire 
hydrants at a very small cost. 

To sum up our opinion, we believe © 
the spraying of lawns with oil truck ~ 
equipment is modestly worthwhile; — 
that it will prove modestly profitable 
where there is a large potential of one’s 
own customers. To attempt such an en’ 
terprise as a business getter of oil ac 
counts will in our opinion be disap 
pointing. If our experience means any 
thing it has shown us that the business 
comes as an addition to an established 
relationship, but not as a source of a 
new relationship. 

Our guarantee of satisfaction had 
no callers except in several instances 
where dead spots in the lawn did not 
respond like the rest of the lawn. It 
would be well to mention at the time — 
of taking the order that similar to othet 7 
fertilizers, the liquid fertilizer will not : 
entirely cure chronically sterile spots 4 

JOHN HALL 4 
Manager 


(Please turn to page 134) 
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is for sure 


Talking about his profits, a 


heating man said this: 


“JT won’t fool with unproven products. 
Service calls can eat you up. That’s 
why I’m a Field man 100%. Why should 
I change? When youw’re talking the ser- 
vice calls saved and the fuel saved by 
Field you’re talking dollars. And when 
dollars are at stake a few pennies more 
or less in the price of a draft con- 
trol don’t mean much.” 


FIELD CONTROL DIVISION 


of H. D. CONKEY & COMPANY, Mendota, Illinois 


Affiliates Conco Building Products, Inc. e Brick, Tile, Stone 
| Conco Materials Handling Division e Cranes, Hoists 


Visit Field Booth C-24, |. H. & V. Exposition, Philadelphia, January 24-28 
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THE PRICE TABLE this month shows two 
fairly important changes and three 
relatively minor ones. The retail price 
of No. 2 fueloil at New York Harbor 
dropped from 13.4 to 12.9¢ while at 
Springfield, Massachusetts it rose from 
13.7 to 14.1¢. 

There was also a very slight drop 
in the tank wagon price in Washington 
and a twovtenths rise in this category 
at Des Moines. The only wholesale or 
tank car change in the table was at 
Charleston, S. C. with a rise from 9.8 
to 9.95¢. 

There has been considerable press 
comment about this season being colder 
than last year. The Degree Day table 
at the right shows this to be very 
spotty. The percentage comparison, of 
course, relates to normal rather than 
the previous season. 

Putting together eight principal At- 
lantic Seaboard cities from Maine to 
Virginia we find the Degree-Days 
through the start of November were 
8% greater than last year but 11% 
milder than normal figures. 

Thus we see that while there is a 
little improvement in fueloil demand 
due to weather we are still experienc- 
ing a moderate season up to now. 

Discussing weather effects at the 
API convention in Chicago a group of 
economists was inclined to feel that if 
only by the law of averages we are 
pretty nearly due for a good cold win- 
ter after six mild ones. 

Industry stocks at Mid-November 
were only 3% above last year East of 
the Rockies which is pretty light con- 
sidering the increased number of burn- 
ers supplied. 
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Portland, Me. 
Boston 
Providence 
Springfield, Mass. 
Hartford 

New Haven 
Syracuse 

Albany 

New York 
Newark 
Philadelphia 
Harrisburg 
Baltimore 
Wilmington, N. C. 
Washington 


* Delivered. 


Tank wagon prices shown are for maximum one-time delivery discounts. 


Tank 
Car 
9.8¢ 
9.7 
9.7 


No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of November 15, 1954 


Tank 

Wagon 

13.5¢ Richmond 
13.4 Charleston, S. C. 
13.4 Chicago 
14.1 Detroit 
13.4 Cleveland 
31 Minneapolis 
13,7 St. Louis 
3A Indianapolis 
12.9 Milwaukee 
13.1 Des Moines 
13.0 San Francisco 
13.6 Portland, Ore. 
Mees Seattle 
13.1 Spokane 
13.55 Los Angeles 


Tank 
Car 

10.0¢ 
9.95 

10.6* 


11.15* 


10.7* 
10.25 
10.2* 
10.62 
11.7° 
11.0 
10.15 
10.75 
10.75 
10.15 
9.65 


5# 


* 
Ba 
* 
* 


Tank 
Wagon 


nr 
“a 
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——ONE MONTH ONLY—— 


October Percent 

Normal 1953 1954 Change* 
443 383 355 —19.9 
111 87 145¢ +30.6 
207 130 «259% =+25.1 
315 yA bs | 248 —21.3 
433 328 S57 —17.6 
350 208 329 — 6.0 
Lez 156 302 + 36.0 
311 218 328 5.5 
53 54 + 47.2 
385 303 395 + 26 
354 238 401 = a a 
381 264 350 — 8.1 
394 280 374 — 5.1 
384 307 300 —21.9 
617 478 687 1153 
14 19 +1957.1 
247 187 343+ +38.9 
240. 150. -2a7 +- 2.9 
40 16 —25.0 
232 180 280 -+-20.7 
397 264 395 — 0.5 
460 274 530 +15.2 
13 17 +153.8 
263 168 213 —19.0 
331 209 359 + 8.5 
219 132 198 — 9.6 
298 224 298 0.0 
515 461 424 —17.7 
280 236 285 + 18 
381 340 284 +25.5 
234 155 268 + 14.5 
209 143 258 +23.4 
330 288 3994 +20.9 
128 123 114 —10.9 
639 485 622 — 2.7 
329 278 349 + 6.1 
387 283 374 — 3.4 
237 142 209 —11.8 





*Compared with normal. 


Albany AP 
Atlanta CO 
Baltimore CO 
Boston AP 
Buffalo AP 
Chicago AP 
Cincinnati CO 
Cleveland AP 
Dallas AP 
Denver AP 
Des Moines AP 
Detroit AP 
Grand Rapids CO 
Hartford AP 
Helena AP 
Houston AP 
Indianapolis CO 
Kansas City AP 
Los Angeles CO 
Louisville AP 
Milwaukee AP 
Minneapolis AP 
New Orleans CO 
New York CO 
Omaha AP 
Philadelphia CO 
Pittsburgh CO 
Portland, Me. AP 
Portland,Ore. CO 
Providence AP 
Roanoke, Va. AP 
St. Louis CO 
Salt Lake City CO 
San Francisco CO 


Sault Ste. Marie AP 


Seattle CO 
Toledo AP 
Washington AP 


+Airport. 


Degree Day Tables 
— SEASON TO DATE—— 


Sept. through Oct. 


Normal 1953 


582 
129 
240 
392 
534 
440 
270 
371 

59 
488 
453 
477 
499 
488 
937 

14 
305 
284 

61 
283 
509 
617 

13 
302 
419 
252 
354 
714 
365 
488 
284 
247 
391 
239 
937 
463 
489 
274 


548 
98 
158 
348 
465 
270 
172 
310 

54 
343 
304 
366 
398 
406 
662 

19 
9 Ae | 
163 

18 
201 
357 
413 

17 
207 
249 
161 
281 
687 
296 
458 
193 
153 
299 
211 
818 
383 
392 
172 


512 
145+ 
284+ 
355 
489 
360 
323 
373 
78 
466 
449 
421 
459 
430 
972 
36 
373+ 
254 
30 
293 
487 
688 
33 
257 
395 
216 
323 
679 
382 
402 
282 
269 
492+ 
232 
944 
478 
432 
217 


Percent 


1954 Change* 


—12.0 
124 
+18.3 
— 9.4 
—-11.7 
—18.2 
+19.6 
+ 0.5 
+ 32.2 
— 45 
— 0.9 
—11.8 
— 8.0 
—11.9 
+ 3.7 
Tis 
+22.3 
—10.6 
—50.8 
+ 35 
— 4,3 
+115 
+1538 
—14.9 
— 4] 
— 143 
— 88 
— 49 
+ 47 
—— PRG 
— 0;] 
+ 89 
+258 
— ee 
+ 07 
+ 32 
hy 
—20.8 


CO OU 0 2 2 60 6 9.2 6 8 2's SE HO 0's 0D s.2 DR 6 6 p01 0 8. OSH 0-0 OS'S. 8'O' E64 8.4 OS. 0 0 88 9.6 S. 60 0 Oo 8 6 e 6S eRe 


Distillate Fueloils 


PRIMARY STOCKS* 


(Thousands of Barrels) 


East of Rockies 


East Coast 
Midwest 
Gulf Coast 


Total 


*American Petroleum Institute. 


Nov. 12 
1954 
54,898 
39,342 
26,158 


120,398 














SECONDARY STOCKS** 


(Thousands of Barrels) 


Nov. 14 East Coast 
1953 Midwest 
FILG25: Gulf Coast 
37,414 Mountain 
27,809 Pacific 
116,848 Total 


December 
1954 


Sept. 30 


1954 
12,475 
6,154 
752 
536 
1,035 





20,952 


**Bureau of the Census. 


Sept. 30 
1953 
12,595 
6,240 
843 

489 
1,209 


21,376 
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WEBSTER ELECTRIC 


RACINE | WISCONSIN 
ESTABLISH ED 
1909 


MANUFACTURERS OF FUEL-UNITS, IGNITION TRANSFORMERS AND DELAYTROLS 





by 
Milburn Petty 


WASHINGTON—Independent oil job- 
bers are preparing for a last-ditch bat- 
tle, if President Eisenhower should 
adopt the suggestion “that something 
ought to be done to hold down imports 
of residual fueloil.” 

While the Cabinet-level committee, 
headed by Dr. Arthur Flemming 
(ODM), was preparing the national 
fuels policy report for the President, 
there was strong sentiment among 
some members and the task force that 
action be taken to limit imports of 
residual oil. 

Just what the President will do, if 
anything, about residual imports in 
view of his foreign trade policy, re- 
mains to be seen. 

The objective of such action, of 
course, would be to help the coal in- 
dustry. 


NOJC Protests to Fuels Group 


Just before the task force finalized 
the fuel policy report, Otis H. Ellis, 
general counsel for the National Oil 
Jobbers Council, vigorously protested. 

Ellis said he had been “advised” that 
the task force was in the process of 
permitting the coal interests “to com- 
promise independent residual oil job- 
bers and residual oil consumers on the 
Eastern Seaboard out of business.” 

He said the coal industry’s ailments 
could be cured without import restric- 
tions “but in no event without the coal 
industry’s manifesting a willingness to 
help itself.” 

Previously, Ellis had charged that 
jobbers were “purposely excluded” 
from the task force. 


Governors Hit Import ‘Freeze’ 


The New England Governors Con- 
ference has adopted a resolution, di- 
rected to the fuels policy committee, 
opposing a “freeze” of residual imports 
at present levels or any other action 
tending to limit the supply or increase 
the costs of fuel in these six states. 

The governors acted after hearing 
trom Donal Sullivan, secretary of the 
Independent Oil Men’s Association of 
New England, that the fuels policy 
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Government Influences on Fuels 


group was considering recommending 
steps to limit residual imports. 

Other measures to “equalize” com- 
petition of oil and gas with coal will be 
recommended. Likewise, government 
agencies probably will be urged to use 
coal wherever possible. 


Flemming Pledges Aid to Coal 


Appearing before the National Coal 
Association’s annual convention, 
Chairman Flemming of the fuels policy 
committee, virtually guaranteed that 
some sort of government help will be 
given the coal industry. 

He said the President “fervently” 
believes that the domestic production 
of coal, oil and gas “must” be main- 
tained in peacetime at levels which 
will enable these three industries “to 
take care of any emergency.” 

The NCA’s No. 1 resolution called 
upon the Eisenhower Administration 
and Congress “to take immediate ac- 
tion to curtail excessive importation of 
foreign residual fueloil.” 

Other NCA resolutions urged ex- 
panded promotion over broader areas 
to combat conversions to oil and gas, 
and action on coal freight rates. 

Interior Department has promised 
to back legislation to provide $8.5 mil- 
lion in federal funds to combat water 
encroachment in anthracite coal mines, 
provided Pennsylvania will match this 
amount with state funds. The catch is 
that the Keystone State, so far, has re- 
jected proposals to spend even 3% of 
this amount on mine protection. 


Gas Bill Battle Seen in 755 


Most important result of the fuels 
policy committee’s studies will be the 
effect upon the coming battle to enact 
legislation to repeal the Phillips Case 
decision by the Supreme Court, sub- 
jecting the prices of independent pro- 
ducers and gatherers of natural gas to 
regulation by the FPC. 

If, as a result of this group’s report, 
the President strongly recommends 
such legislation, it will have a much 
better chance of getting through. 

With the Democrats controlling 
both the Senate and House, gas would 
not be an inter-party issue with such a 
recommendation from Eisenhower. 


December 
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Of course, there still will be howls 
from the “liberals” in both parties who 
will contend that freeing producers 
from FPC’s control would mean high- 
er gas prices for the consumer. 


But the petroleum industry js 
launching an all-out educational pro- 
gram, believing that if consumers un- 
derstand what is required to assure 
future supplies of gas, they will sup- 
port such legislation. 

Meanwhile, the National Oil Jobbers 
Council has endorsed legislation to ex- 
empt natural gas producers and gather- 
ers from federal control because, on 
principle, the NOJC is opposed to un- 
justified extension of federal regulation 
over private business. 


Harris to Head Oil Committee 


Congressman Percy Priest (D,, 
Tenn.) likely will be chairman of the 
House Commerce Committee, with 
Rep. Oren Harris (D., Ark.) heading 
the oil-and-gas subcommittee. Both 
Priest and Harris sponsored bills to ex- 
empt producers from FPC control sev- 
eral years ago. 

Defeat of Senator Ferguson (R., 
Mich.) has removed an influential fig- 
ure who might have been an effective 
roadblock on a gas bill. Last session, 
he sponsored legislation to forbid the 
FPC allowing the “fair field price” for 
pipeline-produced gas. 

Rep. Patman (D., Texas), friend of 
the producers and foe of oil imports, 
heads the House Small Business Cony 
mittee. 


Pipeline-to-East Issue Up Again 


With the FPC holding hearings on 
plans for converting the Little Inch 
pipeline from gas to oil service (a prod 
ucts line, like it was in World War 
II), the question of pipelines to the 
East Coast is again much in the news. 

Also, the National Security Council 
is slated to take up—at its December 
meeting—the report from the Office of 
Defense Mobilization on ways and 
means of providing more pipeline c 
pacity to the East in case of war. 

The ODM’s program includes con’ 
verting the Little Inch to oil (with sub 
stitute capacity to take over the prev 
ent- gas load) and stockpiling of pipe 
to build another oil line—a Giant Inet 
—from Texas to Ohio. 
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Cover Dimensions: 
25” high; 16/2” wide; 3” deep 


Recessed Wall-Box Dimensions: 
23%6” high; 14%” wide; 354” deep 


the new dual-vector offers... 


All the advantages of a hot water heating 
system plus the universally desired comfort 
of balanced air conditioning. 


Individual room temperature and humidity 
control. 


Clean, quiet and even heat in the winter, 
and cooler months of the year. 


Cool, dehumidified air in summer. 


Twin fans assure positive delivery of freely 
circulating and filtered air throughout the 
year. 


A flexible system adaptable to any size room. 


A “wet-heat’”’ system that can be installed 
today . . . to which cooling may be added 
“tomorrow”’ at little additional cost. 


what the dual-vector means to you! 


The DUAL-VECTOR enables you to sell a better 
system at less cost. It increases your market ten 
times over. NOW you can install air cooling 
together with hot water heat INONE ECONOM- 
ICAL PACKAGE! 

It means better utilization of space, more flexi- 


bility in construction and reduced labor cost. 
These advantages are indicated by the ease and 
speed of installation of the DUAL-VECTOR—by 
the small-diameter piping required in contrast to 
bulky duct work—and by the small amount of 
space required for the heating and cooling unit. 


See the new dual-vector at Booth C-54, Htg. & Vent. Exp., Jan. 24-28, Philadelphia 


ay 


write today 


Union Asbestos and Rubber Company 











for free Dept. HC-1E 
literature Please have UNARCO 332 So. Michigan Ave., Chicago, Illinois 
representative call. 
Name = 
2 WiC RG ng 8 oto hie a R Peed Rae 
Send dual-vector : 
literature. City State 
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HEAT BASEMENTS, ATTICS, GARAGES, etc. 
AT NO EXTRA FUEL COST! 


Wanted by Home Owners Across the Country ! 
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Seen in National 


Consumer Magazines 
Here’s a sales-maker that’s taken the 
country by storm! The Hoskinson Free Heater 

is already pre-sold to your customers. We are receiving 
thousands of demands from home owners who have seen 
the Free Heater in National Consumer Magazines — 

all you have to do is pick up the orders! 


THE FREE HEATER IS ABSOLUTELY SAFE! 
HEATS PROBLEM ROOMS 







Have you read editorial ‘FREE 
HEAT FOR YOUR BASEMENT” 
in September Popular Mechanics? 
Write for 

bulletin F-11 | 
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Approved for 3-year 
financing under FHA | 
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SEE YOUR JOBBER TODAY 
= 


OSKINSON FREE } 


| 
EATER INC. | 


248-47 JAMAICA AVENUE, BELLROSE, L.!. , N.Y. 





OHI Directors plan Meeting 


January 20 in Philadelphia 


THE EXECUTIVE COMMITTEE of the Oil- 
Heat Institute of America, Inc. has 
selected Philadelphia as the site of the 
next meeting of the OHI board of di- 
rectors. Dates will be January 20 and 
21 at the Hotel Warwick. 

The annual meeting of the Ameri- 
can Society of Heating and Ventilat- 
ing Engineers and concurrent Interna- 


| tional Heating and Ventilating Exposi- 


tion takes place in Philadelphia, 
January 24 through 28, and the Na- 


| tional Heating Wholesalers Associa- 
| tion meets there January 20 through 


22. Both of these events will be at- 


' tended by some oilheating executives, 


accounting in part for the selection of 
Philadelphia as the site for the direc- 


| tors meeting. 


The 33d annual convention of the 
Institute takes place in Chicago’s Con- 
rad Hilton Hotel next April 19, 20 
and 21, another reason for holding the 
January meeting in the East. George 


| Hochstein, Heil Co., is general chair- 
' man for the convention and Claude 
| Potts, U. S. Machine Division, ‘is vice 
| general chairman and chairman of the 


Program Committee. A meeting of all 
members of the Convention Commit- 
tee has been scheduled to work out pre- 
liminary program plans. 

\ 


“9 


J. H. White named Chairman 
of National Jobbers Council 


JOHN H. WHITE, president, Hewitt Oil 


| Company, Charleston, South Carolina, 


has succeeded Roy J. Thompson, Apex 
Motor Fuel Co., Chicago, as chairman 
of the National Oil Jobbers Council 


| for the coming year. 


C. K. Elliott, Elliott Oil Company, 


| Pine Bluff, Arkansas, has been elected 


vice chairman. 


Regional directors and vice directors 
have been elected as follows: District 
1, Larry Setzer, Pennsylvania, and 


| Sam Wilkes, Connecticut. District 2, 
| W. B. Hood, Georgia, and William C. 
| Willard, Jr., South Carolina. District 


3, Francis Schuster, Indiana, and Miles 
Schermerhorn, Illinois. District 4, Tom 
Strong, Alabama, and Fred Stokes, 


| Kentucky. 
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*Model S-1, with special 
Gerodynamically designed 
heusing for famous fuel 
saving “Shell” Combus- 
tien Head; 2 to 3 g.p.h. 
Medel S-2, 3 to 6 g.p.h. 


*Model VS (Vertical 
Flame}, with special aero- 
dynamically designed 
housing for famous fuel 
saving “Shell Combus- 
tion Head; 0.7 to 2 g.p.h. 
Model V$-1, 2 to 3 g.p.h. 


*Delayed action oil valve 
mounted and wired. Avail- 
able on other models as an 


extra. Built-in electronic controls optional on all models. 


- 139-22 Queens Boulevard, Jamaica 2, New York 


eloii 


FAMOUS THE WORLD OVER 
FOR QUALITY AND ECONOMY 


r *Model K 













Model 1C-8 
Model 1C-A-€ am 1.5 to 3.5 g.p.h, 
0.5 to 1.35 g.p.h. ; 
Model 1C-A 


0.75 to 2 g.p.h. 


Flanged Models 
for all requires 
ments. 






*Model 1C-6 
3 to 6.5 g.p.h, 


Model G 
0.75 to 2.5 g.p.h. 


"Model H-2 
5 to 8 g.p.h 


*Model J 


6 to 12 g.p.h. 
10 to 25 g.p.h. 





Inquiries invited from boiler and furnace manufacturers — 



















t Liberty Fuel Oil Company, Newark, 
New Jersey, RCA 2-Way Radio is 
used to dispatch nine service trucks and 
to provide field supervision control in 
the Service Manager’s coupe. Executive 
Vice-President Howard Dornbusch, who 
manages the company, had had experi- 
ence with radio in Uncle Sam’s service 
and recently, after trying it out in one 
truck at night with great success, he 
made the RCA installation. 


‘We figure our over-all efficiency is up 
15-18%,”’ says Mr. Dornbusch. ‘‘Drivers 
frequently save as much as 20-25 min- 
utes on a call. It’s a big selling feature 
for customers, too,’”’ he added, ‘and 
we figure we pocket at least $1,000 
a year on phone calls, in addition to 
other savings.” 


Regular office personnel can operate 
RCA 2-Way Radio... just like your 


“Over-all Efficiency 
Is Up 15-18% with 
RCA 2-Way Radio” 


... says Howard Dornbusch 
— Liberty Fuel Oil Co. Officer 


LUTTE | 





Dispatcher has immediate contact with 
service men, preventing waste mileage, giv- 
ing top service. 


PPPS BROAD St 


ig, ewbath NZ 
be? MA. 3°S7il 
Service men start from home, get orders by 
radio, and Service Manager is continually 
aware of what is happening. 





telephone. A truck can be reached 
whether it’s moving or parked. Drivers 
ean talk to the office whenever needful. 
And customers are always enthusiastic 
about the fast service they get. 


Find out what RCA 2-Way Radio can 
do for your operation in improving 
service, attracting new customers, reduc- 
ing waste mileage, cutting costs. Use 
coupon. To assure satisfactory opera- 
tion, the RCA Service Company pro- 
vides installation and service facilities 
from coast to coast. 


For the Best in 2-Way, Say “RCA” 


RADIO CORPORATION of AMERICA 


® COMMUNICATIONS EQUIPMENT 


CAMDEN, N. J. 


Radio Corporation of America, Communications Equipment 
Dept. L-252, Building 15-1, Camden, N. J. 


Please send me reprint of article, ‘Radio Speeds Delivery and Service’ 


NAME 


TITLE edi 








COMPANY _ — 





ADDRESS__. 





CITY 


___ COUNTY. eS a ee 


BES | = 7k 


Have an RCA Communications Specialist call. 





District 5, Leslie Neal and Hugh 
Dryer, both Texas. District 6, Gilbert 
Campbell, Virginia, and Parks Gwalt- 
ney, North Carolina. District 7, Fred 
Evans, Nebraska and R. B. Ritter, 
Iowa. District 8, Bruce Cook and R. G, 
Johnson, both Arkansas. 
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Automatic Heat Co. adds to 
Business on Pacific Coast 


TWO MAJOR fueloil firms in the Eu 
gene-Springfield, Oregon, area were 
merged recently, when Automatic 
Heat Co., owned by H. C. Auld, Jr. 
and J. F. Bosse, purchased the L. P. 
Curtsinger Co. when the owner and 
originator of the latter organization 
retired. 

Established in 1938, the L. P. Curt- 
singer Co. was the first in the area to 
integrate sales and delivery of fueloil 
with installation and servicing. As a 
result of the merger, the facilities of 
Automatic Heat have been increased 
to include seven fueloil delivery trucks, 
an over-the-road transport, a service 
department staffed by six mechanics 
thought to be the largest in the State, 
and an installation department utiliz 
ing three sheet metal workers and one 
apprentice. The company will now 
operate from two centers instead of 
one. 
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Hospital Coverage expands 
OHI group insurance Plan 


HOSPITAL and surgical group insurance 
is being offered by the Insurance Trust 
of the Oil-Heat Institute of America 
for employees of member firms. Under 
written by the Home Life Insurance 
Co., the plan will complement the 
group life insurance coverage pro 
vided to members of the Institute. 
Firms with as few as three employees 
are eligible to join the plan. Organiza 
tions with ten or more eligible em 
ployees are required to enroll only 
75% of them, and employees present 
ly covered by a union welfare plan may 


| be excluded. 


The monthly premium is $2 per em 
ployee and covers hospital room and 


| board expense up to $12 daily for 4 


period of 31 days. It provides an al 
lowance of up to $120 for hospital 


December 





1954 
































“+ 4J 











May this be your merriest, 
most prosperous holiday season 


There’s a friendly smile on the frost-nipped face of America 
—the season of good cheer is with us once again! So we're taking this opportunity 
to extend greetings to you—the truck-users 
of the nation. Our wish for the New Year is that we may continue to serve you. 


Seasons. Greetings. from 


DODGE situ TRUCKS 


A PRODUCT OF CHRYSLER CORPORATION 











miscellaneous charges, and up to $200 
for surgical fees. 

OHI suggests that the premium ex- 
pense be shared by the company and 
the employee, and points out that 
money contributed by the firm is tax 
deductible. 

Benefits will be paid under this plan 
regardless of any other hospital plan 
held by the company (Blue Cross and 
Blue Shield are probably the best 
known examples) the employee would 
be entitled to benefits from both pro- 
grams, and thus have a better chance 


of paying his entire hospital bill plus 
other expenses. 

With hospital costs increasing stead- 
ily, one plan rarely covers all the costs 
involved in a hospital stay. The OHI 
program is paid directly to the insured 
employee rather than to the hospital 
as is the case with most other plans. 

At the present time, the benefits are 
for employees only, but if interest de- 
mands and the enrollment is large 
enough, OHI plans to offer the same 
benefits for dependents of employees 
in the future. 
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A QUALITY OIL BURNER 
COMPETITIVELY PRICED 
FEATURING THE FAMOUS 


ACME 


TURBOSTAT HEAD 
AS STANDARD EQUIPMENT 
The turbostat head is a non- 
adjustable trouble-free combus- 
tion head proved equal in 
efficiency to much higher 
priced heads. 


OUTSTANDING ACME FEATURES 
MEAN BETTER PERFORMANCE 
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on the ACME Model CP [] on the complete ACME Line (1) 
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neering department is B Address 
at your service in adapt- t City 
ing this NEW Model CP ’ 
as well as all other § 


ACME Burners— 








32 


Please check one 
@ © Jobber 


eee te Tl 


C) Dealer (C Distributor 





Who is eligible to be insured? Al] 
members of OHI and their active ful] 
time employees. (If an individual 
works less than 30 hours a week he is 
not eligible.) There is no age limitation 
and no medical examination required, 

A minimum of 1,000 people must be 
enrolled before the plan can become 
effective, which is a separate contract. 
An employer need not be insured un- 
der the Group Life Insurance Program 
to join. 

Confinement in a hospital anywhere 
in the world entitles the insured em- 
ployee benefits. The patient may select 
the hospital and the type of accommo- 
dation he desires: private, semi-private, 
or ward. 

Benefits are not excluded for tuber- 
culosis, mental or nervous disorders, 
communicable disease or because the 
confinement is primarily for diagnos- 
tic purposes. If an operation is per- 
formed in a doctor’s office payment 
will be made according to the schedule. 

Further information can be obtained 
from the OHI Distribution Division, 
Hospital-Surgical Trust, 500 Fifth 
Ave., New York 36, N. Y. Fred N. 
Beckwith, OHI of New England, is 
chairman of the Trust. Working with 
him are J. Hollis B. Albert, Baltimore, 
Md., and George H. Wolf, Jr., York, 
Pa. 
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Iowa Farmer good Prospect 
for Oil indicates Survey 


A DETAILED SURVEY prepared by the 
research division of the Des Moines 
Register and Tribune shows a strong 
trend away from coal toward oil and 
gas among Iowa families. It also indi 
cates what a good potential prospect 
the farmer is in the mid-west market. 

Fuel used by homeowners follows 
a continuing trend away from coal 
which represented 71.8% of the fuel 
used in 1947, and now is used by 
31.2% of the families. In the same 
period, oil increased from 17% to 
42.6%; city gas gained from 7.1% to 
22.7%. No comparisons were available 
for LP gas which now is used by 2.3% 
of the fimilies. In 1947, 72.8% of the 
farmers were using coal for fuel; to 
day 40.4% use coal and 52.2% use oll. 

The homeowners were asked what 
kind of fuel they would prefer if they 
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AT THE VERY HEART 
OF FINE REPUTATIONS.. 


an EMERSON 
ELECTRIC 
MOTOR 


The valuable extra you 
get with your 
Emerson-Electric motor 
























Write for information on this 
consulting service, or bulletins 
on Emerson-Electric’s com- 
plete line of NEMA standard 
motors from 1/20 to Sh. p. 
(Check Bulletin desired.) 
M455-A Capacitor-Start 
M455-B Split-Phase 
M455-C Integral 

M455-D Fan Duty 

M455-E Oil-Burner 
M455-F Jet Pump 
M455-G Blower 


You probably know that the Emerson-Electric 
motor has helped to build more than one prod- 
uct reputation by its outstanding performance. 


But are you aware that you can take advantage 
of the specialized experience and technical skill 
of Emerson-Electric Engineers and Designers 
on anything related to electric motors? 





Often, a simple change in design or production 
technique can save you many dollars, deliver 
better performance for you. Remember, 
Emerson-Electric has specialists ready to help 
solve your most complex motor problems. 


OWUOGe 


THE EMERSON ELECTRIC 
MANUFACTURING CO. 


St. Louis 21, Mo. 
EMERSON 25 “res ELECTRIC 


MOTORS* FANS ——=— 7 a ll APPLIANCES 
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were selecting a new heating unit or 
building a new home. The survey was 
divided into three groups: city (popu- 
lation 2,500 or more), town (popula- 
tion under 2,500), and farm. Among 
these groups there were interesting dif- 
ferences on this question. Gas took 
the edge with 46.1%, this was bol- 
stered by 70.9% of the city people 
preferring it. Farm folks were more 
realistic, only 15% would like gas as 
compared to 44.7% preferring oil. 
About 37% of the townspeople like oil 


and the statewide average was 29.1%. 

The remaining fuels did poorly with 
coal polling 7.3% of the total; bottled 
gas, 7%; electricity, 8%. Only 8.7% 
had no opinion. 

The survey reports that 20.8% of 
the Iowans live in houses or duplexes 
having heating equipment that is more 
than ten years old. About three out of 
ten are dissatisfied with their present 
heating equipment. 

If they were to do something about 
this dissatisfaction whom would they 
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that means Extra Sales 





..-And Only Sinclair has it! 


SuperFlame containing RD-119®, Sinclair’s amazing 
rust inhibitor, helps prevent rust-clogged filters and 
burner nozzles when used regularly, reduces service 
calls... builds good will with your customers. 
Sinclair SuperFlame, the Anti-Rust Fuel Oil with 
RD-119 is really different — so different it’s patented. 


(U.S. Pat. No. 2,594,266) 


SINCLAIR 
Fuel Oil with RD-119 
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go to? One question pointed out the 
lack of dealer recognition among con- 
sumers. Only 34.9% were able to name 
a dealer to contact. The researchers 
broke this question down into city, 
town and farm categories and the 
townsmen were somewhat higher in 
their identification of dealers. The deal- 
er was identified by 37.2% of them. 
Brand preference did even worse 
among Iowa famiiles—63.5% had no 
first choice when it came to specifying 
new equipment. However, most of 
them knew what brand they currently 
owned. Only 11.4% didn’t know the 
name of their furnace; 21% didn't 
know their oilburner brand; and 
18.6% owning gas burners didn’t know 
the brand. Among those owning stok- 
ers, 97.1% knew the brand name. 


By far the majority of Iowa families i 
have warm air heat. The question was © 
reported in two ways. When the type — 
of heating system was asked it broke § 
down as follows; piped warm air fur: 7 
nace, 53.7%; piped steam or hot water, 


9.5%; room space heaters, stoves, 
27.2%; other types, 9.6%. 
When the _ researchers 


cluding space heaters, floor and wall 
furnaces; hot water, 7.7%; steam, 
1:8%; other, 2.1%. 


There has been an increase in the © 


use of automatic controls with 55.4% 


reporting they now have controls as | 
compared with 50.6% in 1952. About — 
one third of Iowa families still want © 


them. 


The survey showed that 35% of © 
all Iowa families are interested in aire © 


conditioning. Three per cent already 
have airconditioning in their homes. 
Of these interested 18.1% would like 
to install an entire new heating sys 
tem with the airconditioner an integral 
part of the equipment; 28.2% would 
like to adapt their present heating sys 
tem to year-round airconditioning; and 
44% favor window units. Nearly 10% 
are undecided. 
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Canadian Standards housed 
in Toronto Laboratories 
THE. NEW LABORATORIES of the Cv 


nadian Standards Association located 
on Rexdale Blvd. in the township of 








showed } 
“What kind of heat do you have?” 7 
the results were warm air, 88.4%, in | 
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Here’s the right slant on fuel oil filters... 


You need only ONE per installation! 


Ke FUEL OIL FILTERS 
oil Tp Wer 


Alter the 


NO GUESSING . . . YOU CAN SEE 
WHAT'S GOING ON! 


It's a fact about fuel oil filters that they're 

not doing the job completely if they don’t remove 
all the moisture, dust and dirt while filtering 
the oil. When you use Klemm Fuel Oil Filters, 
you can be sure they’re doing a complete job. . . 
see for yourself when using glass bowl 
models. That’s real proof you only need one 
filter per installation if you use Klemm Fuel Oil 


Filters — “Millions Since 1932.” 


FF-4306 (Glass Bowl) %” Opening 
left) for central heating plants and 
JR-60 (Glass Bowl) 14” Opening 
for space heaters, ranges, etc. 
W/L Metal Bow! models available. 


FF-4306 





MODEL FF530-6V 


WRITE today for free literature and complete information on the Klemm Filter line for ‘SS. 


CHEMISTONE ELEMENT 
—developed and manufactured only 
by Klemm. The “heart” of every 
Klemm Filter. Not a strainer, 
Chemistone’s a true filter! 


PRODUCTS 


Division of KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1722 North Damen Avenue, Chicago 47, Illinois 


EXPORT: Guiterman Co., Inc., New York 4 CANADA: Elgee, Ltd., Torento 








THE 
New YORKER 
HORIZONTAL BOILER) 


... offers you top 
efficiency and economy! 




















‘7 £ The NEW YORKER 
~ horizontal tube boiler provides 
top heating efficiency because 
of its scientific 'three-pass" de- 
sign, offering maximum heat trans- 
fer and lowest stack temperature. 
All heat passages are surrounded 
by heat-absorbing surfaces. 
Beautifully jacketed in blue- 
\, and-gray hammertone finish. | 
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@ Oversize, large capacity 
tankless water heater. 


@ Fire-tubes of extra heavy 
gauge steel. 


@ Pre-cast combustion cham- 
ber withstands temperatures 
up to 3200° F, 


@ Fire-tubes easily accessible. 


Send coupon NOW! 
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New Yorker Steel Boiler Co., Inc. | 
i Colmar, Penna. : 
| Gentiemen: | 
Please rush me full information and prices 
on the New Yorker horizontal tube boiler! 
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Etobicoke in the vicinity of Toronto, 
Canada, were opened officially on Oc- 
tober 25 by R. E. Jamieson, CSA presi- 
dent. 

CSA, as the Canadian counterpart 
of Underwriters’ Laboratories, is re- 


| sponsible for the testing and approv- 
| ing of electrical and oilburning equip- 
| ment of all kinds. 
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| Future Progress predicted 


for weather Forecasting 


“What Progress in Weather Fore: | 


casting” was the subject of an address 


by Dr. Francis W. Reichelderfer, 


chief, Weather Bureau, U. S. Dept. | 


of Commerce, before the 34th Annual 


Convention of the American Petro- | 
: | leum Institute at the Conrad Hilton | 

% | Hotel, Chicago, Ill., on November 8. | 
_ | The meteorologist told the oil men that 
because “the complex interrelation- | 


ships which give rise to weather 


changes are not likely to yield to | 
sweeping general solutions,” the road | 


to improved forecasting would be long, 
slow, and difficult. He conceded that 
“great advances” in electronics and 
nuclear fission will step up progress 
in meteorology. 

Continuing, 


Reichelderfer noted 


| that among the handicaps weather men 


face today, are gaps in their informa- 


| tion concerning the state of the atmos- 


phere over the oceans, in polar regions, 
and in soundings of the upper air. 
The Weather Bureau chief pointed 


| out to the Convention that there are 


two major types of forecasting, (1) 
Climatological, a generalized long- 
range method, and (2) Synoptic, or 
short-term specific means. 

According to Reichelderfer, the 
climatological forecast is of value chief- 
ly because it can be projected as far in 
advance as is needed—10, 50, even 100 
years—provided climate changes are 
small. Its major limitation, however, is 
that this type of forecast cannot fore- 
tell storms accurately, extremes of tem- 
peratures or their duration. 

Concerning the synoptic type of 
forecasting, the meteorologist ex- 
plained that this method aims to fore- 
see “the particulars of weather at a 
given time and place,” and is based on 
consideration of synoptic weather pat- 
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Patent Applied For 


Exclusive locking lugs hold Kolb 
“Heatlok’’ baffles permanently in 
place. Each flint clay baffle unit 
is complete — 100% foolproof. 
Just install it and forget it. 


Check these ‘‘Heatlok’’ features: 


1. Exclusive locking lugs prevent 
collapse — eliminate emer- 
gency calls for service. 


2. Three baffle sizes—10", 12" 
and 14". 


3. Choice of four installation 
heights by turning or reversing 
lug posts. 


4. Increased combustion’ effi- 


ciency—lower fuel costs. 


Kolb ‘‘Heatlok’’ baffles are your 
best bet if you want to save time 
on the job, save money and please 
your customers. 


Write, wire or call for details. 


KOLB REFRACTORIES CO. 


MEADOW & JACKSON STREETS 
PHILADELPHIA 48, PA. 
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in heating thermostats 











Here’s the room thermostat with sweeping horizontal lines 
designed for today’s modern home. Its functional design and 
horizontal ‘‘new look” are at home with modern or tradi- 
tional interiors. Its attractive, neutral-colored plastic cover 
blends with any color scheme... no need for repainting! 








But, the modern beauty of the Penn heating thermostat is 
more than “skin deep”. Under the cover, you'll find snap act- 
ing contacts .. . still the very best for sturdiness and long-life 
dependability. Another “inner beauty” is time-tested heat an- 
ticipation ... the Penn magic that stops Hot-n-Cold living. 


New Penn thermostat with horizontal 
"new look’’ harmonizes with modern 
and traditional surroundings. 


Don’t settle for less. Specify and install Penn heating con- 























trols... they'll always deliver the better heating comfort lt 4, fy |\ i 3 
you sell. Penn Controls, Inc., Goshen, Indiana. Export Divi- i Was / Mo \ We i 
sion: 13 E. 40th Street, New York 16, N. Y., U. S, A. In l / | Il | III 7 ‘ F 


Canada: Penn Controls Limited, Toronto, Ontario. 
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AUTOMATIC ConTROLS 


FOR HEATING. REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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More than 7 QOQ answers 
on how to sell more heating, ventilating 
and air conditioning equipment 





INTERNATIONAL HEATING & 
VENTILATING €XPOSITION 


iy 


Git Contlitionina Exocilti 


COMMERCIAL MUSEUM ¢ PHILADELPHIA 


JANUARY 24-28, 1955 


PLAN NOW TO ATTEND 


That’s what you'll find at the 12th International Heating and Ventilating 
Exposition where over 400 leading manufacturers will demonstrate more 
than 2,000 new and improved products. You'll find answers to problems 
of conditioning air in industrial, commercial, public and domestic 
buildings. 
See the latest developments in oil heating and air conditioning equip- 
ment, practices and materials on display in a 5-day concentrated effort 
to provide you with the best ideas for economical and efficient mod- 
ernization. 
Look for your answers from exhibits ... demonstrations... technically 
qualified personnel... product comparisons... on-the-spot cost estimates 
. available technical data... other time-saving, cost-saving ways. 


Bring your associates to this source of quick and complete information. 
Under the auspices of the American Society of Heating 
& Ventilating Engineers 


Write for advance registration 


Management: International Exposition Company, 
480 Lexington Ave., N. Y. 17, N. Y. 
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terns over the continent or hemisphere 
for the period concerned and their 
inter-action upon one another. 

Regarding the accuracy of synoptic 
forecasts, Reichelderfer remarked that 
this runs about 90% for the first 12 
hours, approximately 85% for the next 
24 hours, and “tapers off to the ‘no- 
skill’ level at the end of three, four, 
five days, depending on how fickle the 
weather in the particular case.” Stress 
ing the point that synoptic forecasts 
do not give the weather on a daily 
basis for a week or month ahead, he 
said that there were three subclasses 
under this method: 

(1) Daily weather forecasts which 
give specific information on storms, ex: 
treme temperature variations, etc. rea- 
sonably accurate 36 to 48 hours ahead 
in 75 to 90 per cent of the cases. 

(2) Extended (or weekly) weather 
forecasts which give, in general terms 
without the daily extremes, the mean 
departures from normal for short pe- 
riods of days. Accuracy here, reaches 
the “no-skill” level at the end of the 
period. 

(3) Monthly or 30-day outlooks 
which describe the very large depar- 
tures from normal for the entire period 
as a whole. Since this type is still in 
the experimental stage, as yet accu 
racy is not high. 


Long range Forecasts 


Turning to the problem of long: 
range weather forecasting as a general 
subject, the meteorologist cautioned 
the oil men concerning attempts to 
foresee the weather through the use 
of cycles. He warned that “weather 
correlations can be misleading because 
they often involve dependent variables 
in common,” and added that although 
some of the unproved cycles have pro 
vided useful information, they are not 
as consistent a guide as the climatolog’ 
ical and synoptic systems. He once 
again stressed the note that there does 
not appear to be a simple, hidden for 
mula whereby weather changes may 
be anticipated over the long run, al 
though much research had been done 
along this line especially with regard 
to extra-terrestrial causes such as sua 


‘ spots, corona flares, and solar radia 


tion. 
Reichelderfer felt that the variables 
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Front of Year "Round Air 
Conditioner that heats in 
winter ... cools in summer. 






Same unit equipped 
to burn OIL: 








burn Gas. 
Moncrief will open up for you greater year ’round profit oppor- 
tunities than ever before with the addition of 3 NEW series of 
| air conditioning units. These new units round out the biggest, 
most complete line of equipment in Moncrief’s 60 years of out- 
standing leadership. And you get the “PLUS” of Moncrief’s ex- 
tra features and flexibility! 


1 « With MONCRIEF cooling equipment you offer 
greater efficiency with two, independently op- 
erating compressors that provide automatic 
two-stage cooling — thermostatically controlled 
to meet all types of humidity and tempera- 
ture conditions. 


2, With MONCRIEF heating you give a choice of 
burning either gas or oil with the same satis- 
factory results from tested and approved units. 


3, With MONCRIEF cooling you give a 5 Year 
; Protection Plan on the complete refrigera- 
tion circuit. 


With MONCRIEF, dealers will have the greatest opportunities 
to meet all the demands of today’s and tomorrow’s building 
g market. The time to get started is NOW. So see your MON- 
CRIEF jobber today! He’s got the GREATEST YEAR "ROUND 
PROFIT OPPORTUNITY EVER OFFERED!! 
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which cause weather are still so nu- 
merous, that even though meteorology 
is a branch of the physical sciences, 
and weather is the result of physical 
changes, science has not advanced to 
the point where all of these variables 
can mathematically be anticipated, 
or calculated. 

Commenting on how the petroleum 
industry might utilize present weather 
forecasting facilities, the scientist had 
two suggestions. First, learn to com- 
bine climatological (or long-range gen- 
eralized) forecasting with synoptic 
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Those who have compared and 


installed this automatic heating 
plant, say it is the most economical 
and efficient on the market. The 
Bethlehem Crusade-a-therm is a 
complete, self-contained heating 
plant that replaces the old-fashioned 
boiler, Designed and tested and 
manufactured to meet all the re- 
quirements of the average size home, 
its superiority over ordinary units 
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the coupon today! 
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The Biggest automatic 


Heating Value in America! 






This is YOUR OPPORTUNITYA few exclusive Bethlehem 


Crusade-a-therm territory Franchises are still available. Fill out and return 


BETHLEHEM FOUNDRY & MACHINE CO. 
225 W. Second St., BETHLEHEM, PENNA, 


(or short term) methods, which, when 
used in this manner correctly, had been 
found often to reduce delays and losses 
due to unexpected extremes of weather. 

The second means by which the 
petroleum field can use present fore- 
casting is to maintain a continuing 
analysis of weather factors in their 
area in relation to operations. This 
would be achieved through the use of 
a good consulting meteorologist. Al- 
though published forecasts of the U. S. 
Weather Bureau are available to 
everyone, Reichelderfer said these 
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services cannot take the place of com, 
pany consultants in large industries 
where weather factors have an impor- 
tant bearing on production. 

Prospects for improvements jp 
weather prognostications, the meteor- 
ologist seemed to feel, were good. He 
pointed to the increased support for 
weather research in recent years by 
both Government and private indus 
try, but added that although automatic 
weather observing and reporting equip- 
ment for land areas was being devel- 
oped, the “solution for less costly ob- 
servations over the oceans is not in 
sight.” 

In conclusion, Reichelderfer noted 
that major developments in other fields 
had speeded up progress in meteor: 
ology. He cited the example of im 
provements in the aircraft industry 
which had led to the first synoptic 
networks of stations for sounding the 
upper air for temperature pressure and 
humidity, and he felt that the great 
progress in the electronics and nuclear 
fission fields might also provide greater 
forward movement in his own branch 
of science, since the new electronic 
digital computer for prediction of 
weather by numerical processes showed 
promise. 
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Industrial Defense Manual 
offered by Steel Institute 


A FIFTY-TWO page booklet entitled “In- 
dustrial Defense Planning Manual” 
has been published by the American 
Iron and Steel Institute, New York, 
for the Business and Defense Admin’ 
istration, Department of Commerce. 
Although directed to the iron and steel 
industry, it is applicable to the various 
business and industrial concerns of the 
oilheating and airconditioning fields. 

Pointing out that it is a top mam 
agement function to safeguard per 
sonnel and facilities at all times, the 
booklet emphasizes that pre-attack 
planning is absolutely essential if this 
responsibility is to be met. As a result, 
the publication has been aimed at pro 
viding management with a basic pro 
gram for fulfilling this responsibility 
and preparing their organizations for 
atomic attack or other dire emergency. 

The publication lists three points 
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H. A. THRUSH & COMPANY, Dept.C-12 PERU, INDIANA 


Please send, without obligation, more information on the Thrush Tank Drain. 


NAME 


You can sell a THRUSH Tank Drain 
for every expansion tank on any 
existing installation 


YOU CAN SAVE your customer money, save yourself time and 
bother... and make a profit, too, by selling and installing Thrush Tank 
Drain. This simple, inexpensive Tank Drain combines an air tube with 
a drain and fits any drain tapping. Two lengths of tube are available. 


REDUCES DRAINING TIME! 


Draining waterlogged expansion tanks is simple, quick and pos- 
itive with a Thrush Tank Drain. While all genuine Thrush Pressure 
Tanks now have Thrush Vacuum Breaker, there are many old installa- 
tions where the tank has only one drain tapping. Sell them a Thrush 
Tank Drain. Just screw it into the drain tapping. Then remove the air 
inlet plug to break the vacuum and open the water outlet. The tank will 
drain quickly and completely. It’s a profit item you can sell every day. 
For more information see your wholesaler or use the coupon below. 


Hn. A. FHRUSH 2 company 
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me up to one hour of 
service time every day * 
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THE IDEAL OIL HEATING 
INSTALLATION AND 
MAINTENANCE BODY 


Here’s the body that takes a completely 
equipped shop to the job, and saves up to 
75 minutes per day. Using the latest 
average service base rate of 6 cents a 
minute and an average saving of 30 min- 
utes a day .. . Service-Master saves 
$478.00 worth of time a year. Available 
in sizes for 1/, 34, 1, and 11/4 ton chassis 
— regardless of age or make. The coupon 
below will bring complete details, with 
no obligation to you. 


MAKE YOUR PICK-UP TRUCK 
A SERVICE TRUCK, TOO! 


for Y2 and % ton pick-up trucks 












These easy-to-install tool and material 
compartments are finished in baked-on, 
medium-dark green enamel. Parts bins are 
built-in. Doors have slam-action catches, 
with locks keyed alike. Available with 
overhead rack. 





- McCABE-POWERS AUTO BODY CO. 
3900 No. Broadway « St. Louis 15, Mo. 








Please send me complete details on: 
SERVICE-MASTER [_] SERVICE-TWINS [_] 


Name 





Company 





Address 





City & State 
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which must be considered in planning 
and training a company organization 
to meet emergencies: | 

1. The hydrogen bomb is the most 
probable initial method of attack, ex- | 
clusive of sabotage. 

2. Defense planning will continue | 
to change as new ideas of attack as| 





| well as of defense are developed, and | 


therefore, company training programs | 
should be flexible and kept up-to-date 
through continuous study. 
3. Sabotage must be considered as 
an ever-present danger. | 
The booklet has seven different sec: | 
tions: Administration, Personnel, Se- 


curity, Communications, Training, 
Medical, and Rehabilitation, with 


each section divided between plans at 
the company level and at the plant 
level. In addition, there are a series of 
fifteen appendices covering such sub- 
jects as Training Rescue Personnel, 
Suggested Medical and First Aid Sup- 
plies, Plant Emergency Advisory Com- 


| mittees, Tax Amortization, Security 


Control —- Hiring Aliens, Reference 
Reading. 

Illustrated with drawings and a map 
showing the destructive power of the 
H-Bomb in the Gary and Pittsburgh 


areas, the book also contains an indus- 


trial organization chart along with 
suggested record-card styles. 

Copies of the “Industrial Defense 
Planning Manual” may be obtained 
from the American Iron and Steel In- 


| stitute, 350 Fifth Ave., New York 1,| 








N. Y., at 50¢ a copy. Further inquiries | 
concerning industrial defense plan- | 
ning from the oilheating and aircondi- | 
tioning industries should be addressed 
to Mr. Charles P. Redick, Acting Di- 
rector, Building Materials and Con- 
struction Division, Business and De- 
fense Services Administration, De- 
partment of Commerce, Washington 
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SBA Leaflet explains 


wage incentive Plans 


THE GOVERNMENT'S Small Business 
Administration has issued “Wage In- 
centives in Small Business” as No. 57 
in a series of Management Aids. Writ- 
ten by Fergus G. Chandler of Mc- 
Clure, Hadden, and Ortman, Inc., 





RENICK & MAHONEY, ine 





MARLOW 
VERTICAL 
PUMPS 


EFFICIENT on suction lifts 


EXCELLENT for underground or overhead 
storage 


ENTHUSIASTICALLY accepted for fueling 


and transfer service 


EASY and inexpensive to install 


These Marlow vertical pumps, part of 
a great and dependable line of self- 
priming centrifugal pumps, solve 


many problems in handling volatile 
fluids. Available in capacities of 5 
to 120 gallons per minute. 











RELY ON R&M 
You can rely on 
R & M men to 
help you keep 
plant and trucking 
costs to 9 ag 
.. they know the = 
t for every marketing 
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SERVICE 


Send for the R&M complete catalog 


RENICK & MAHONEY, a. 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 


Complete Equipment for the Oil Trade 
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reports this distributor 


...0n important slant on 


SHELL FURNACE OIL 
with FOA-5X from 


the service man’s angle — 





‘ Mr. Mitts’ LetTER is typical of the response to Shell Furnace 
Oil with FOA-5X. Dealers are cutting service-call costs... 
are showing a much better cost-profit ratio... by selling this 


oil that eliminates one of the major causes of service calls. 


Investigate Shell Furnace Oil with FOA-5X. Call your 
Shell Distributor. 





SHELL FURNACE OIL 7 FOA-5X 
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Come on in... 
the selling’s fine! 


Make it easy for folks in your community to find you. Reach them 
through the buying guide they depend on — the ‘yellow pages’ of 
the telephone directory. 
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Your advertising messages in the ‘yellow pages’ put important 
information about your business in homes all over town. In addi- 
tion to reminding old customers of your name, address and tele- 
phone number, they are a sure way for reaching newcomers and 
telling them about the branded merchandise, products and services 
you have to sell. 


Adequate identification of your business in the ‘yellow pages’ 
will help increase sales. Talk it over with your ‘yellow pages’ 
representative. 


FOR FURTHER INFORMATION CALL YOUR LOCAL TELEPHONE BUSINESS OFFICE 











management engineers, Chicago, Ill, 
the leaflet explains the benefits derived 
from installing a sound wage incentive 
plan in a small business. 

Pointing out that “The wage incen- 
tive itself arises out of a premium given 
the worker for extra production,” the 
booklet continues by noting that the 
incentive “is usually accomplished by 
giving the worker all, or some portion, 
of the production cost savings which 
result from the increase.” 

The leaflet lists the objectives of a 
wage incentive plan both on the man- 
agement and employee levels, and dis- 
cusses basic methods of wage payment 
for such a plan, along with suggestions 
for installing the idea on an individual, 
group, or overall basis. Costs of instal- 
lation also are considered. 

The leaflet may be obtained from the 
Small Business Administration, Lafay- 


ette Building, Washington, D. C. 
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John Blondel & Son buys 


N. J. fueloil Business 


THE PURCHASE of the fueloil, coal, and 
oilburner service of the Osborne & 
Marsellis Corp., Upper Montclair, 
N. J., by John Blondel and Son, Mont- 
clair, N. J., was announced recently 
by John deC. Blondel, president of 
the Montclair concern. 

As a result of the move which brings 
together two of the older fueloil con 
cerns in northern New Jersey, Blondel 
and Son’s customer list has been in- 
creased by approximately 25%. The 
company serves customers in the 
Montclair, Glen Ridge, Verona, Cedar 
Grove, Essex Fells, Caldwells, Living: 
ston, Bloomfield and North Newark 
areas. 

Three of O & M’s fuel division per’ 
sonnel joined Blondel when the sale 
was made, they are R. S. Berry, for’ 
mer division manager; Rodger Broad’ 
bent, who had charge of service; and 
Lou Myer, veteran 20-year member of 
the service division. 

Recently, Blondel was a speaker at 
the Sales Promotion Clinic, a feature 
of the Oil Marketers Management Inv 
stitute at Yale University, September 
13-15. (See: “Advertise to the Heart,” 
by John Blondel, FuELor & Or HEAT, 
October, 1954, p. 70.) 
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As Others see Us 





Another goodnatured Poke at Servicemen from a famous Housewife 


by 
Louise Fowler 


Author’s note to the editor: “If your 
readers remember the random reflec- 
tion of this homeowner’s tribulations 
with oilburner servicemen (Ourselves 
as Others see Us, FUELOIL & Or HEAT, 
February 1953) they may be inter- 
ested in a skeletal follow-up on those 
eventful experiences. At least we will 
take the risk of writing the subject 
to death. As of this date we don't 
honestly feel we have any real im- 
provement to report.” 


EPEATED LONG ABSENCES from 
home due to grave illness in the 
family prevented us from dealing with 
this situation as forthrightly as we'd 
intended during last winter. Moreover, 
the warmer season and the minimum 
requirements on beth the furnace and 
the water heater during our absence 
reduced wear and tear on the equip- 
ment and us, The caretaker had re- 
ported by mail that he’d needed the 
serviceman only twice, and everything 
was in good order. 

We comfortably assumed our serv- 
iceman had finally improved his serv- 
ice techniques, or 
had mastered the 
small intricacies of 
our equipment, and 
that from here on 
we'd have smooth 
sailing. Imagine our 
surprise when we 
got home for a 
month’s stay early 
this spring, and 
found a new ther- 
mostat installed. 

You’ve guessed it—right on the liv- 
ing room wall and in the same general 
location as the previous one; just 
enough higher on the wall to leave 








exposed the hole in the plaster where 
the wires had come through to the first 
thermostat. Did he chink up the hole 
in the plaster? I should say not. Ap- 
parently he did feel something should 
be done about it, for he carefully 
rolled up the op- 

erating instruction 


(. LZ; 
ticket the manufac- LAG 


turer had thought- 
fully attached to 
the thermostat, and 
poked it in the hole. 

The original ther- 
mostat had been in- 
stalled on a line 
with the humidistat, 
and a switch for an attic fan and a 
yard light. The higher position of the 
new thermostat gives a dandy checker- 
board effect to that wall which can 
annoy the living daylights out of one 
who sits facing it! 

However, we feel these are some- 
what pettish complaints in the light of 
more personal considerations, Our 
previous thermostat had been a part 
of a very expensive control installa- 
tion, and we'd been quite pleased with 
it. We were downright astonished to 
find the replacement equipment had 
been made with a 
cheaper and simpler 
product. We have 
no reason whatso- 
ever to doubt that 
the cheaper thermo- 
stats are excellent 
instruments, but we 
have preferred the 
original system for 
several reasons, the 
more important of 
which is that some 
twenty-five years ago we bought sev- 
eral shares of their stock which has 
consistently earned us handsome divi- 
dends. Under the circumstances we 


Prictoil 


oilh 


eat, 


feel both a loyalty and prejudice to 
that equipment. If the situation were 
reversed we'd doubtless feel the same 
way about the cheaper equipment. 

In a state of pique, we called our 
serviceman and protested this unau- 
thorized _ substitu- 
tion of equipment. 
He had his usual 
ready answer, and 
we were stuck with 
it. He said he pre- 
ferred this control 
and usually in 
stalled it unless the 
customer insisted 
otherwise. He 
might have added, or wasn’t home to 
make known his preferences. 

All this confirms a nagging suspicion 
we've held for some time, As we've 
read and looked at the handsome ad- 
vertisements in the general magazines 
directed exclusively to homeowners, 
we've frequently wondered if home- 
owners generally wouldn’t stand a bet- 
ter chance of getting some of that fine 
equipment if the manufacturers used 
more of their money and effort adver- 
tising to dealers and instructing them 
on selling, installing and servicing such 
equipment. 

A householder soon learns to like, or 
at least use, the kind of appliances or 
equipment his dealer likes to sell and 
service. Personal preferenccs appear 
to be pretty much a myth except on 
the part of the dealer. 

Our serviceman advises that our pre- 
vious control equipment is for larger 
installations, much too complicated 
for our small hot air installation. We 
are unconvinced. We will always har- 
bor the belief that our thermostat 
should be on some wall other than the 
living room wall. We still feel pretty 
sure our complications resulted from 
the serviceman’s unfamiliarity with 
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the equipment and a lack of inclination 
to learn about it, 

It reminds us of a story we heard 
in Los Angeles several years ago. Police 
Headguarters got a call that there was 
a dead horse on Figueroa Street near 
the Grand Avenue intersection, Two 
patrolmen were dispatched to investi- 
gate. They promptly found their 
quarry, and one pulled out his book 
to make a report. Immediately they 
ran into dificulty— 
how to spell Figue- 
roa. After some 
fumbling with the 
word, the patrol- 
man pocketed his 
book and said to the 
other, “Come on 
and give me a hand. 
We'll have to pull 
him around on 
Grand Avenue.” In 
our case the prin- 
ciple seems to be, if 
you cant service 
the equipment, don’t learn. Rip it out 
and install the kind you are familiar 
with. 

About our water heater, we made 
an unsuccessful attempt to bypass our 
serviceman this spring. While we were 
home again in May we heard advertis- 
ing on the radio and television of an 
oilburner convention and exhibit in 
nearby Philadelphia. We decided to 
visit the exhibition and see if our manu- 
facturer was represented. He was, and 
we hopefully approached his exten- 
sive exhibit. 

The man we spoke with was most 
gracious. When we stated the purpose 
of our visit a gleam came into his eyes. 
He invited us to sit down, and soon 
we were reminiscing like a couple of 
old grads at a class reunion. The up- 
shot of all this was we learned the 
manufacturer had had so much trouble 
due to the varying qualities of the 
water used in the heater, he'd long 
since discontinued the manufacture of 
an oilburning water heater. 


The man appeared a bit sorry the 
manufacturer had not shown our kind 
of determination to make the unit 
work. We felt right proud, even in 
defeat. Reluctantly he said we'd prob- 
ably have to settle for an electric water 
heater, although he did mention some 
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dealer or supply house out on Long 
Island (a sort of oilburner “orphan- 
age,” we gathered) where we might 
possibly still get repair parts. Mind 
you, we've had no trouble with the 
water tank, The oilburner just won't 
keep running to heat the water. Dazed 
but unfazed, we drove home musing 
the while on how to get another un- 
derground electric line into the house 
to accommodate a water heater without 
again tearing up 
the front lawn and 
driveway. 

We don’t want 
to appear peevish 
about this matter 
of oilburner service. 
The goodnatured 
ineffectiveness of 
the average ap- 
pliance serviceman 
brings a quality of 
endearing artless- 
ness to this func- 
tional but funda- 
mental household activity. We're go- 
ing to miss it when atomic develop- 
ment catches up with househeating. 
Meanwhile we're going to believe the 
manufacturer who passes the know- 
how instead of the buck to the service- 
man will be our real benefactor. 


We've cautiously followed all this 
emphasis being placed on the Do-It- 
Yourself movement. While we’ve felt 
for sometime it was coming to that, we 
feel that is carrying rugged individu- 
alism a step farther than it needs to be 
carried. 


Our better-half developsa mild form 
of hysteria when we hand him pliers 
and screwdriver and insist he make 
some minor: repair about the house. 
Besides, we're reaching our feeble 
years. We don’t care to be doing hand- 
stands in the basement while investi- 
gating an oilburner’s innards. Can you 
envision a couple of housewives ex- 
changing advice over the side fence on 
what to do for an aggravated case of 
sticky valves or clogged nozzles? 


(Confidential aside to the Editor: 
Our enforced displacement of the past 
winter was spent in what ‘you re- 
fer to as a primary gasheating market. 
Frankly, we took several months. to 
thaw out. One can half-freeze looking 


straight at one of those gas panel ray 
devices operating full blast. Despite the 
contrary vagaries of some servicemen, 
we've never been a more confirmed be- 
liever in the creature comfort of oil- 
heating. ) 
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New England OHI announces 
Eastern burner Exposition 


INITIAL ANNOUNCEMENT has _ been 
made of the 1955 Eastern Biennial 
Exposition of Oil Heat and Do- 
mestic Cooling, planned for June 7, 8, 
9 and 10 at the Hotel Statler, Boston. 
Sponsored by the Oil Heat Institute of 
New England, floor plans of available 
exhibit space already have been mailed 
to exhibitors who participated in the 
1953 show; space reservations will be 
offered on remaining booths to other 
companies after the first of the year. 

The 1955 exposition again will be 
aimed at illustrating the development 
and progress of the oilheating industry, 
through displays of equipment, re- 
search, manufacture, installation and 
use of oilburners and accessories. Eligi- 
ble to exhibit are burner manufactur- 
ers, accessory companies, aircondition- 
ing manufacturers whose equipment is 
properly related to oilheating equip- 
ment, fueloil companies; Government 
and scientific bodies and oilburner 
trade magazines. 

The exposition will utilize the entire 
mezzanine floor of the Statler, provid- 
ing a total of 120 booths, ranging in 
size from the basic booth of 8 ft. by 
10 ft., up to the 10 ft. by 40 ft. unit 
occupying the stage in the ballroom. 
The first three days the exhibits will be 
opened from 1:00 P.M. to 10:00 P.M.; 
the last day hours will extend from 
1:00 P.M. to 5:00 P.M. 

Thomas G. Colter is chairman of the 
1955 exposition; Fred N. Beckwith is 
exposition manager. Complete infor- 
mation about the show can be obtained 
from Mr. Beckwith at 839 Beacon St., 
Boston, Mass. 

Show week has been timed for the 
first week of the first month after the 
close of the heating season—a good 
time for oilburner and fueloil dealers to 
get away from business for a week of 
relaxation while learning about new 
developments in oilheating techniques. 
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Make Families want Oil Heat 


We must become merchants and sell clean, convenient, automatic heating 


by 
M. N. Vining 


IL HEATING is the finest automatic 
O carefree home heating known. It 
has been traditionally the first choice 
in automatic heating of the American 
home owner and has developed into 
a two and a half billion dollar indus- 
try. It has achieved this position be- 
cause it is clean, safe, economical, de- 
pendable, fully automatic, always in 
supply, and because the American 
home owner got tired of shoveling coal. 

As Mr. Dyer* has pointed out, this 
public acceptance of oil heat has really 
been developed through equipment 
manufacturers and dealers who have 
sold automatic oil burning equipment, 
thereby having promoted our market. 
The petroleum industry has competed 
within itself for this prepared market. 
Today these same equipment people 
are turning to the manufacturing and 
sale of gas fired units. They, as manu- 
facturers and dealers, are happy to sell 
to a market that is being promoted by 
the gas industry. 


I have been asked to talk on “How - 


to Make More Families Want Oil 
Heat.” To discuss this problem, we 
should first understand: one, what our 
competitive situation is and, two, what 
should we do about it. 

Let’s have a quick look at the com- 
petition in automatic heating, which is 
the volume market of today and the 
future. Coal has lost the public in- 
terest because it is not carefree; elec’ 
tricity in most areas is too expensive, 
although some markets in the West are 
feeling this competition to some de- 
gree. Today there is really only one 
competitor. Mr. Rippel** has ably told 
you-what it is doing and is going to do. 
In 1940 there were 3 million fully au- 
tomatic heating plants in homes—2 
million oil, 1 million gas. In 1954 there 


ae 


*See “Oilheating Maturity,” J. E. Dyer, 
Furton. @ Om Heat, November 1954, 
Page. 71. 


*#Mr. Rippel’s speech is digested in the 
teport of the API meeting beginning on 
Page 55, 
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M. V. Vining is General Manager, 
Diesel Oil Sales Co., Seattle, Wash. 


are 7 million oil and 6 million gas units. 
Why is the oil heat industry being 
out-paced today? Because oil heat has 
permitted itself to be out-promoted, 
out-advertised and out-sold by gas. The 
combined promotional budget of the 
American Gas Association and the Gas 
Appliance Manufacturers Association, 
supported by public utiliites, dealers 
and manufacturers, approximates 214 
million dollars. This program is co- 
ordinated, national, hard-hitting and 
effective. It is backed up by top-grade 
selling at the local level with well 
trained salesmen and supported by sec- 
tions in local newspapers and national 
magazines. This program states that 
gas is the new fuel, the modern idea. 
... It is convenient—that you just turn 
on the valve; that no ordering is neces- 
sary; no storage is necessary; it is clean 
—there are no fumes, smoke, or soot; 
and it is a uniform fuel at all times. 
They impress the public that gas is 
economical and it burns more efficient- 
ly; that you can pay for the fuel after 
it is used; and that there is a constant 
supply piped into your home. Their 
program is positive, tremendously 
hard-hitting and backed by thousands 
of inches of free press releases. They 


make news out of their promotional 
campaign. 

The oil heating industry has a few 
area programs that are producing re- 
sults: Among others we have noticed 
New England, Baltimore, Wisconsin, 
and the State of Washington. The 
combined budget of all such programs 
is nominal by comparison. However, 
they are proving that industry coopera- 
tion pays off. In the State of Wash- 
ington we are in our fourth year of 
oil heat promotion and have an annual 
budget of $135,000 financed by dealers 
paying 1/20th of a cent per gallon 
and suppliers, 1/40th of a cent per 
gallon. In addition, we are planning a 
public relations program which will be 
supported by the same amounts per 
gallon making a total of 1/10th of a 
cent by dealers and 1/20th of a cent 
by suppliers. 

In this 4-year period the oilfired 
units have increased from 74% to 83% 
of all heating units in our major cities. 
When gas arrives in 1957, we know we 
will need at least a $350,000 fund to 
compete with the type of promotion 
the gas people will use. Our program 
consists of billboards, newspapers, ra- 
dio, television, and dealer mailing 
pieces—all tied together with our seal 
and slogan, “Modern Heat With Oil 
Heat.” 

To make more families want oil heat, 
we must become oil heat merchants. 
That’s what our competitors are doing. 
To be real oil heat merchants involves 
two major procedures. We must offer 
to the public: clean, carefree heatirig; 
which means that those of us who 
serve them must be prepared to. per- 
form every function necessary to the 
consumers’ desire for freedom of fuel 
worry. These functions, and they 
should be the function of all fueloil 
marketers, must include: 

A. Automatic oil deliveries; budget 
payment plans; prompt handling of 
complaints; metered oil 





deliveries; 
clean, neat, modern trucks; efficient, 
polite, competent drivers; courteous, 
enthusiastic personnel and correspond- 
ence contacts. 
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B. A complete oilburner service in- 
cluding new equipment sales; burner 
installations; burner service embracing 
annual service contracts and preven- 
tive maintenance—this service to be 
offered on an easy-to-pay plan. 

We must tell the people that oil heat 
is clean, oil heat is economical, oil heat 
is safe, oil heat is convenient, oil heat 
is automatic, oil heat is always avail- 
able. This can be done by newspaper, 
radio, direct mail, television, and bill- 
board advertising in an efficient, posi- 
tive, result-getting manner. This story 
must be told with an appeal greater 
than our gas competition, and, basi- 
cally, the facts are on our side if we 
will use them. 


! Public buys Benefits 


As our good friend, L. T. White 
of Cities Service has reminded us, the 
American public buys bencfits, not 
products. In this day of a high stand- 
ard of living, they lean toward that 
product or facility which gives them 
the greatest comfort and freedom. 
This point may well be proven by three 
of our many known experiences. 

In Brooklyn where gas costs con- 
siderably more than heating oils, many 
people have clamored to buy gas. The 
reason for their desire for gas over 
other fuels is that they have been sold 
on the benefits that they hope to de- 
rive from the use of gas. In Baltimore 
where a similar situation prevails, we 
have found that the cheapest fuel is 
not as interesting to the consumer as 
a clean carefree fuel. Here again, peo- 
ple are buying benefits. In the Pacific 
Northwest where heating oil products 
have been marketed for many years 
on a uniform price basis, dealers de- 
cided to sell their customers a better 
package, a carefree and better service 
and to do so they had to realize more 
for their products. Today they are 
marketing at as much as 1 1/10th cents 
per gallon over the suppliers’ posted 
tank wagon prices and, furthermore, 
they are enjoying more than 85% of 
the volume of the industry. Today 
more and more distributors are realiz- 
ing the necessity of a better selling job 
if they are to meet gas competition. 

The Oil Heat Institute of America 
has long been seeking an industry pro- 
gram for promotion of oil heat. The 
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National Oil Jobbers Council and the 
National Oil Heat Council are working 
to put together a program to put oil 
heat in a selling position. In the dis- 
tributor’s operating cost, one cent a 
gallon should be budgeted for a real 
sales job. This penny would be divided 
65 points to an individual company’s 
sales expenses such as salaries and ad- 
vertising; 25 points should go to local 
industry oil heat promotion and the 
balance of 1/10th of a cent to a na- 
tional program. 

This may sound like Pollyanna to 
many industry people but if they com- 
pare it to the cost of selling gasoline, 
it is realistic. The suppliers should take 
an interest and cooperate with these 
programs if they are to enjoy a profit 
able future market for their products. 
They should counsel their distributors 
to take part in an industry selling ef- 
fort with a uniform approach to the 
co-ordination of advertising, public 
relations and research programs. They 
should initiate studies of successful 
avenues utilized by the industry or 
others in competing with natural gas. 
They should bring together industry 
members’ ideas and suggestions on 
methods or approaches to the problems. 
They should marshal the industry 
members’ market-wide organization— 
technical and operating—in unearth- 
ing restrictive codes. They should help 
in the promotion of organized distribu- 
tor action by providing speakers or 
other assistance to these groups in 
their effort to organize, to develop bet- 
ter industry standards, to establish serv- 
ice training schools and otherwise to 
strengthen its collective action. They 
should recommend the measure of fi- 
nancial assistance to be given to the 
organized distributor group. 


To summarize, I should like to offer 
this specific program of action: 


A. The Oil Heat Institute will act for 
the “oil heating industry,” and 
spear-head the effort. This group 
will: 

1. Conduct advertising and public 
education campaigns promoting 
heating oils. 

2. Prepare other advertising mate- 
rial. 

3. Refute misleading claims of nat- 
ural gas or other types of heat. 

4. Assist Heating Oil Distributor 


members with specific “oil heat- 
ing industry” problems. 

5. Act as a co-ordinating agency 
for the development of material, 
information, etc. 

6. Serve as spokesman for the “oil 
heating industry” generally. 

B. The members of the “oil heat mar- 
keting industry” should: 

1. Individually: 

a. Provide the complete heat 
comfort package. 

b. Merchandise aggressively and 
promote heating oil sales in a 
positive manner. 

2. Collectively: 

a. Work through the Oil Heat 
Institute and assist its pro- 
gram on the industry level. 


Suppliers should help 


C. The member of the “petroleum in- 


dustry” or suppliers should: 


1. Individually: 

a. Assist their distributor organ- 
izations in all phases of oil 
heat training. 

b. Educate the public on the 
merits of oil heat through their 
own advertising. 

c. Support the industry’s pro- 
grams financially. It is esti- 
mated that the over-all pro- 
gram may cost $1,000,000 to 
$1,500,000 annually. 

2. Collectively: 

a. Establish an industry commit- 
tee to assist and advise the Oil 
Heat Institute. The member 
ship of this advisory commit 
tee should be representative 
of all the interested suppliers 
of heating oils. 

D. Broadly, the function and scope of 
this advisory committee would be: 
1. Function: To promote a uniform 

industry approach in stimulat- 

ing, counseling, and assisting 

the organized action of the oil 

heat industry in the develop 

ment and implementation of ad- 

vertising, public relations or re’ 

search programs, and activities. 
2. Scope: 

a. To determine industry action 
which will supplement organ’ 
ized distributor action in the 
(Please turn to page 130) 
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Billion dollar Baby 


Mueller Climatrol forecasts cooling sales Opportunities for heating Dealers 


This is an edited “take-off” from a 
sales training slide film entitled, “Bil- 
lion Dollar Baby,” made by Mueller 
Climatrol, Milwaukee, Wisc. The 
slides used in the film have been repro- 
duced and the commentary accompany- 
ing each picture has been condensed. 

Unfortunately, in reproducing the 
full color slides in black and white, 
some of the detail has been lost, par- 
ticularly in showing the travel of the 
Freon through the Cooling system. To 
offset this, the location of the Freon 
has been spotted as it pertains to the 
illustration referred to. Mueller Clima- 
trol presents a booklet containing this 
copy to audience groups following the 
presentation of the slide film as an 
easy-to-use reference to the material 
covered in the film. 


im INDUSTRY has been making vast 
strides in the development of 
cooling for average homes, while at the 
same time public acceptance of air con- 
ditioning has developed to the point 
where nearly all classes of people are 
cooling conscious. It is predicted by 
some that home cooling will soon be as 
common as central heating. 

All of us are, or should be, intensely 


interested in cooling. 
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There is, however, one big problem. 
Cooling is still a mystery to many. 
With the presentation that follows, we 
believe we can remove the mystery so 
that you fully understand the funda- 
mentals of cooling, and more impor- 
tant, so that you can explain cooling 
to others. 

Most of us understand the opera- 
tion of a steam heating system. The 
easiest way to explain a cooling (or re- 





frigeration) system is to make a com- 
parison between a refrigeration system 
and a two-pipe steam heating system. 
If we take that same view but rear- 
range it schematically, it will be easier 
to follow, as seen in the next photo. 





Here we illustrate the simplest of 
all steam heating system layouts. We 
have a boiler, piping, a pump and one 
radiator. In our steam boiler we have 


a quantity of water which we cause to 
boil by the addition of heat from a fire. 
This heat changes the water from a 
liquid to steam or vapor (or to be tech- 
nically correct—a gas). 

Another more simplified example is 
“what occurs” in a plain, ordinary tea- 
kettle. We cause a quantity of water 
to boil by the addition of heat from a 
fire. The difference is that with the 
boiler we pipe the steam to radiators, 
while we let the steam escape from the 
teakettle. 





The steam or vapor, which has been 
created at the top of the boiler, then 
goes through a pipe to a scrics of radia- 





tors, convectors or some other type of 
radiation where the heat is transferred 
to the air, thus warming the room 
where the radiator is located. Here is 
where the “comfort function” of a 
steam heating system is performed. As 
the heat goes out of the vapor and is 
transferred into the room air, the tem- 
perature of the vapor is lowered, and 
it condenses or is reduced back to a 
liquid—which returns back to the boil- 
er to be reheated. 





Here we take the same illustration 
of the boiler system and re-name the 
component parts—to coincide with the 
parts which are used in a cooling or 
refrigeration system. Instead of calling 
it a boiler, we have re-named this unit 
a “Cooling Coil,” for here is where 
our liquid boils and is changed to a va- 
por or gas. In a refrigeration system, 
however, this is also the point where 
the “comfort function” takes place. 
This is where the heat is transferred 
from the air. Instead of calling it a cir- 
culating pump, we call it a compressor. 
But, it still serves as a pump in the 
cooling system. Instead of calling this 








a radiator we now call it a condenser 
but it serves the same primary purpose 
—of changing the gas back into a 
liquid. , 

The chief difference between a steam 
heating system and cooling system is 
that the “comfort function” takes place 
at different points. In heating, it occurs 
at the radiator (or condenser). In cool- 





ing, it occurs at the boiler (or coil). In 
each case the “comfort function” oc- 
curs at the point where the air passes 
over the gas or liquid. 

In the steam boiler system, we use 
water. Water, as you know, changes 
from a liquid to a vapor (or boils) 
when the temperature reaches 212° F. 
at atmospheric pressure—at sea level. 
With cooling, however, instead of 
water we use a liquid which is known 
as Freon. While there are a number of 





types of Freon, we refer to Freon-12, 
which is used in a high percentage of 
refrigeration systems. Freon-12 boils 
(or changes from a liquid to a vapor 
—or gas) at approximately 22 degrees 
below zero, when at atmospheric pres- 
sure and at sea level. 

With a boiling point of 21.9 degrees 
below zero, Freon would be of little 
use as a refrigerant, unless we had 
some way of raising the boiling point 
temperature. 

We can do this—just as we can con- 
trol the boiling point of water. Water, 
when under.a pressure, can be made to 
boil when it reaches a temperature of 
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as high as 250° F. if the pressure is 
raised to 15 pounds. On the same basis, 
we can raise the boiling point of Freon 
so that it doesn’t begin to boil until it 
reaches a desired operating tempera- 
ture. This may run from 35° to 50°. 


How? By keeping it under pressure. 


In that statement, we have a very 
important, though simple, fundamen- 
tal to remember. “By raising pressure 
you can increase the boiling point tem- 
perature of a liquid, and vice-versa, by 
reducing the pressure you can lower 
the boiling point temperature of a 
liquid.” 








Now, a second fundamental that 
must be kept in mind. In both heating 
and cooling, the comfort function is 
performed by “transferring the heat 
from one place to another.” Remem- 
bering our diagram of a radiator in the 
steam system, you'll recall we trans- 
ferred the heat from the vapor in the 
radiator to the air in the room. In cool- 
ing, however, the action goes in reverse 
—we transfer the heat from the room 
to the radiator (or as we renamed it 
for cooling—the coil). 

Before describing the functions of 
the component parts of a refrigeration 
system, take a minute to again com- 
pare the component parts of both sys- 
tems—side by side. You see that in 
each of these illustrations we have 
given names to each of the component 
parts so it will be easier for you to es- 
tablish a relationship between, the sys- 
tems. Also, on each illustration you see 
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Cooling Coil 
{ Compressor | 














a “star” where the comfort function is 
performed. 


Now let’s get to the refrigeration 





system. Instead of renaming the com- 
ponent parts of a steam heating sys 
tem, let’s look at it strictly as a cooling 
system. Here is a layout of a typical 
cooling system. It has been spread out 
so that you can easily follow the route 
taken by the Freon as it starts as a 
liquid, performs its comfort function, 
boils into a vapor or gas, is compressed, 
and finally condensed to a liquid again. 

Starting at the bottom, you see the 
Freon in a receiver or tank. Note that 
it goes from this receiver—through a 
dryer filter (which we'll talk about 
later)—to the expansion valve, which 
is indicated on the diagram by an 
arrow. 





This valve, which is calibrated at the 
factory, regulates the flow of the Freon 
into the cooling coil. 


When the Freon is discharged from 
the expansion valve it is still a liquid, 
but changes in characteristics in that it 
enters the coil at a reduced pressure 
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and subsequently a reduced boiling 
point. 

As shown, the Freon enters the ex- 
pansion valve with 100 pounds of pres- 
sure and having an 88° F. boiling 
point. As it leaves the expansion valve 
and enters the coil, it has been reduced 
to 37 pounds of pressure with a 40° F. 
boiling point. 














W High pressure liquid 

Directly below the coil and marked 
with arows on the chart is a blower. 
The blower has but one function to 
perform, and that is to move air. In 
this case, we want to move the air from 
the house or place to be cooled over the 
coil, so that the heat that is in the air 
can be transferred from the air into 


the Freon—thus performing the “‘com- 
fort function.” 











We mentioned earlier that the coil is 
where the comfort function is per- 
formed. Here’s what happens. Air 
Noving over the coil is chilled. Or, the 
Neat which is in the air is absorbed by 
the liquid that is in the coil. As the 


liquid Freon absorbs the heat, it boils. 
Remember, the liquid at this point has 
a 40° F. boiling point. If moving 80 
degree air over the coil, the liquid 
Freon does not have to absorb too much 
heat to begin boiling. 

You will note from the illustration 
that the boiling of the Freon in the coil 
is a gradual process. As it enters at the 
bottom, it is all liquid—gradually as it 











(WM High pressure liquid Low pressure gas. 
Low pressure liquid y 


progresses upward through the coil and 
absorbs more heat, more of the Freon 
boils—until when it leaves the coil it 
has all boiled and leaves as a gas. 
You have often heard of the expres 
sion, “It’s Not the Heat, It’s the Hu- 
midity.” The second most important 
comfort function performed by a cool- 
ing system is that of removing the hu- 











midity from the air. Fortunately, this 
occurs automatically when we cool the 
air below its Dew Point temperature. 
Just as the vapor in a steam radiator 
is reduced back to water when air is 
passed over it and the heat is trans- 
ferred from the vapor into the air, the 
vapor (or humidity) in the cooled air 
is reduced to a liquid form when the 
heat from the air is removed by the 
cooling coil. This moisture is collected 
on the coils and drips down through a 
drain pan. 

After the refrigerant liquid has 
boiled or vaporized, and removed its 
quota of heat, it is of no value in the 
coil and must be removed. The vapor 














we have produced at the top of the coil 
could be exhausted to the outside at- 
mosphere. But this process would be ex- 
pensive because of the cost of replen- 
ishing the refrigerant supply. So, we 
reclaim this refrigerant—or change 
this vapor (or gas) back into a liquid 
again so it can be re-used. In order to 
reclaim the refrigerant vapor, we pass 
it out of the coil. 





Now it is necessary to raise the boil- 
ing point of the refrigerant, by raising 
the pressure of the vapor, until the 
boiling point is higher than the tem- 
perature of the cooling medium— 
whether it be water or air. Remem- 
ber, to raise the boiling point we raise 
the pressure. 

That’s what we do in the next step 
of our system. It is done by means of 
a pump, or compressor. The compres- 





sor accomplishes just exactly what the 
name implies. 

It compresses the refrigerant vapor 
from a.large volume at low pressure 
to a small volume at high pressure. But, 
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in doing so, it also raises the tempera- 
ture of the refrigerant vapor, because 
a given amount of heat is compressed 
into a smaller space. So then, because 
the pressure of the vapor is increased, 
the boiling point temperature of the 
vapor is raised. 

The pressure that the refrigerant 
vapor must be raised to so that it will 
condense from a vapor back to a liquid 





—will depend on the temperature of 
the cooling medium that would be used 
to remove the heat from the refrigerant 


vapor. 

The pressure on the refrigerant, 
then, must be such as to raise the tem- 
perature of the vapor high enough 
above the temperature of the cooling 
air or water so that heat will flow from 
the refrigerant vapor to the cooling 


Seattle Oilmen aid in 
Drive for children’s Home 


|) eagy the recent “Oil Progress 
Week” the fueloil dealers in 
Seattle, Washington contributed 
greatly to the outstanding success of 
the city’s drive to provide canned 
fruit for the Seattle Children’s Home. 

The oldest social agency in the city, 
the Home has conducted drives for 
more than 20 years, but in past years 
has been faced with increasing difh- 
culty in making collections. Conse 
quently, the Home appealed to the lo- 
cal OIIC, who in turn, talked with the 
city’s fueloil and service station op- 
erators, with the result that both 
groups cooperated whole-heartedly in 
the campaign. 

Fueloil dealers featured newspaper 
advertisements calling for contribu- 
tions and emphasizing that their 
trucks, on rounds, would pick up the 
canned fruit and return it to a central 
point for delivery to the Home; for 
example, Griffen Fuel Co.’s ad ran 
“Help The Seattle Children’s Home 
—Share an Extra Can of Fruit during 
Oil Progress Week.” Door handouts 


Youngsters at the Seattle Children’s 
Home help Albert G. Fournoy (left), 
Seattle Diesel Fuel, and Milford A. 
Daggett, Griffen Fuel Co., unload the 
canned fruit. 
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and slips were printed up and dis- 
tributed by the truck drivers. 

In addition to ads in local news 
papers, appeals to the public were car- 
ried by the companies on radio and 
television stations, and other oilmen’s 
associations located in the vicinity sent 
out special letters to their groups urg- 
ing cooperation. Also, office placards 
were distributed, and fueloil men ad- 
dressed groups supporting the project. 
Each fueloil company office set up a 
box or space as a depository for the 
contributions as they came in. 

As the week progressed, it became 



























medium and the vapor will be cooled 
below its boiling point, and thus wil 
be condensed back to a liquid. When 
we compress a large amount of low 
pressure gas to a small amount of high 
pressure gas we are taking the first step 
in preparing this gas for conversion 
back to a liquid. As a high pressure gas 
it goes from the compressor to the con: 


denser. 
(To be continued) 


obvious that for the first time in many 
years, the amount of canned fruit was 
going to reach and pass the established 
goal. The final collection count ran 
more than one and one-half tons of 
fruit, jellies and jams, or two servings 
per day for each child in the home, for 
the next year. The pick-up and col 
lection of this amount was due largely 
to the cooperation of the oil industry 
The only limitation was that it be de 
livered during the Oil Progress Week. 

Among the prominent members of 
the oil industry who took part in the 
program for the Home were: Alber 
C. Goosman, Charles H. Newlands 
James Conyne, Albert G. Flournoy, 
Robert Ingram, Ray Proffitt, Arthur 
Copperstein, Maurice “Mose” Vining 
and Milford A. Daggett. 
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Oil Heating stressed 


at API Chicago Convention 


FOR THE FIRST TIME in several years 
the oilheating industry got a strong 
boost at Chicago on November 8 dur- 
ing one of the principal sessions of the 
American Petroleum Institute Conven- 
tion. 
The Marketing Division, headed by 
Robert M. Bartlett, Gulf, assigned 
three of its four principal speakers to 
fucloil and oilheating topics. It would 
be more exact to say that the first and 
last speakers of the trio glorified oil- 
heating while the middle one spoke of 
the development of natural gas as a 
stiff competitor to the oilheat market. 

The first of the three speeches was 
received at the magazine in time to be 
included in the November isue. This 
talk was by James E. Dyer, president 
of Sinclair Refining Company, New 
York. Dyer said a lot of things that 
needed saying for a number of years. 
His principal emphasis was on the fact 
that refiners have been inclined to 
underestimate the great financial value 
to them of the heating oil fraction of 
the barrel. 

He pointed out that the oil industry 
had contributed very little to the 
growth of this very important member 
of the family, since the promotional 
job had been carried on almost entirely 
by oilburner manufacturers and deal- 
ers and by local fueloil distributors. He 
warned that now the free ride is over, 
and it’s high time that the oil industry 
at the refining level get behind the pro- 
motion of heating oil. 

If you did not read Mr. Dyer’s pa- 
per as set forth in the November issue 
of Fugrom. & Oi HEAT, by all means 
look it up and study it. 

The second speaker of this very im- 
portant trio was A. M. Rippel, man- 
ager of Natural Gas Dept., Phil- 
lips Petroleum Company, Bartlesville. 
Oklahoma. Rippel deserves a lot of 
credit and thanks from the industry for 
being willing to take a difficult assign- 
Ment of appearing between two oil 
Men, in a program obviously designed 
to help promote oil heat. 

In his talk he took the position that 


doit 
Ju 


the automatic heating market had 
grown so fast, and will continue to 
grow so fast in the future, that there 
is plenty of room in it for all automatic 
fuels. He traced the history of natural 
gas from the days of the earliest oil 


wells, when its use was confined to ° 


local areas around the producing spots. 
The great surge in the use of this fuel 
during the past ten years has resulted 
largely from the fact that producers 
had tremendous underground supplies 
that they had been forced to hold back 
for lack of markets. 

These markets were opened up by 
the financing and constructing of large 





long distance pipelines that could take 
the product into population centers of 
northern states. He then related some 
of the success stories of gas coming 
at low cost into large areas and point- 
ed out that in four of our major cities 
today more than 270,000 householders 
are on the waiting list for gasheating 
as quickly as additional supplies of the 
fuel are available. 

Rippel then swung into a discussion 
of the so-called “Phillips Case.” This 
had to do with the Supreme Court 
giving the Federal Power Commission 
control over field prices of natural gas. 
A great deal has been written on this 
in industry publications. Our indus: 
try’s principal interest in it stems from 
the fact that if the Federal Govern: 
ment can control the price of one fuel 
in normal peacetime, it can also con 


(Please turn to page 131) 


National Oil Jobbers endorse 
Program of Oil Heat Council 


AT THE NOVEMBER 4 session of the Na- 
tional Oil Jobbers Council in Chicago 
the group endorsed the program of the 
National Oil Heat Council, New 
York. William Allman, of Gary, Ind., 
president of NOHC, and Fred Bur- 
roughs, its managing director, made a 
presentation of the oilheating program 
to an assembly of the jobber group and 
received endorsement in principle. The 
jobbers also appointed a committee 


to cooperate with NOHC in the for- 
mation of plans. The members of this 
committee are: Jack Mathewman, Bos- 
ton; Tom Brown, New Rochelle. 
N. Y.; and L. F. Boeck, Racine, Wisc 

On Monday, November 8, the Na- 
tional Oil Heat Council held its own 
meeting at the Conrad Hilton Hotel in 
Chicago. In addition to announcing 
the endorsement of his program by the 
Jobbers Council NOHC President All- 





Group interrupts its discussion of the National Oil Heat Council program to 
pose for the photographer. Left to right: M. N. Vining, General Manager, 
Diesel Oil Sales Co., Seattle; D. L. Barrett, Manager, Fuel Oil Division, Mar- 
keting Dept., Esso Standard; H. E. Davenport, Pocahontas Fuel Co., Salem, 
Mass., and Fred Heaney, General Manager, Skaggs-Walsh, L. I. C., N. Y. 


& 
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. National Oil Heat Council 





Front Row: Left to right: Alfred Hegeman, Wauwatosa Fuel & Supply Co., 
Wauwatosa, Wis.; J. Hollis B. Albert, Pres., Operators Heat, Baltimore, Md.; 
A. Marjorie fT ne Ass’t to Exec. Sec’y, ‘Shsteiaial Oil Heat Council, New 
York City; W. E. Allman, Pres., National Oil Heat Council (Dalton Coal & 
Supply Co., Gary, Ind.); F. S. Burroughs, Exec. Sec’y, National Oil Heat Coun- 
cil, New York City. Second Row: Clark L. Hastings, Vice-Pres., Rochester Mfg. 
Company, Rochester, N. Y.; C. W. Lang, Sales Mgr., Sundstrand Hydraulic 
Division, Sundstrand Machine Tool Co., Rockford, Ill.; E. L. Fentress, E. L. 
Fentress Co., Norfolk, Va.; Wm. Matthewman, White Fuel Co., South Boston, 
Mass.; George Gruberg, Legal Counsel, National Oil Heat Council (McLean, 
Ferris, Ely and Fain, New York City). Third Row: Frank P. Scully, Pres., Scully 
Signal Company, Melrose, Mass.; Fred W. Heaney, Skaggs-Walsh, Inc., Long 
Island City, N. Y.; John Scott, Buckley & Scott, Watertown, Mass.; J. W. 
Torrence, Torrence Oil Co., Birmingham, Mich.; R. H. L. Becker, Managing 
Director, Oil-Heat Institute of America, New York City. Fourth Row: Wm. 
Schaudt, National Oil Jobbers Council, Iowa; R. B. Ritter, Ritter‘ Rundle, 
Waterloo, Iowa; Thos. E. Brown, Sentinel Oil Co., New Rochelle, N. Y. 


man also announced that his organiza- 
tion had been endorsed by the Na- 
tional Association of Oil Equipment 
Jobbers at its Chicago meeting on Oc- 
tober, 10. This equipment group also 
designated three members to work 





Left to right: Howard Vesper, Vice 
President, Standard Oil Co. of Cali- 
fornia, and B:T. Wiechers, Vice Presi- 
dent, Webster. Electric Co., Racine, 
Wis. 
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with the oilheating organization . . . 
August Schramm, New York; A. W. 
Schillinger, Pittsburgh; and Walter 
Fluke, Chicago. 


Moreover, the oilheating promotion- 
al group stated that it had been en- 
dorsed some time previously by the 
Empire State Petro- 
leum Association, 
New York. 

In discussing fur- 
ther details of the 
oilheating promo- 
tion program, Bur- 
roughs claimed that 
the group would 
avoid stepping on 
the toes of other 
associations 
by overlap- 
ping their activi- 
ties. He also point- 
ed out that it will 
not supplant any 
local promotional 
campaigns but rath- 
er help to organize 


He mentioned that a minimum an- 
nual budget of $846,000 for the next 
three years was considered necessary 
to properly present the industry story 
to the public. 


Council member Hollis Albert, Bal- 
timore, believes that the refining seg- 
ment of the oil industry should be 
permitted to finance half of the pro- 
gram, that equipment manufacturers 
carry a fourth of it with the remain- 
ing fourth being undertaken by local 
fueloil and equipment dealers. 

Another suggestion, put forth by 
Jack Scott, Watertown, Mass., and 
endorsed by Tom Brown and Jack 
Mathewman, would ask the major oil 
companies and the oilheating equip- 
ment manufacturers to undertake the 
entire job of national promotion, leay- 
ing retail fueloil men and equipment 
dealers to concentrate on their local or 
sectional cooperative efforts. 

On Tuesday, November 9, the Oil 
Heat Council was host at a reception 
for members of the Fueloil Committee 
of the American Petroleum Institute 


‘and quite a number from the general 


committee for marketing. At that time 
a 20-minute presentation was made 
outlining briefly the thinking and the 
goals of the Council. 

The next meeting of NOHC to be 
held in New York December 8 start: 
ing at 11:00 A.M. and continuing 
through lunch. At that time the group 
plans a presentation to interested mem’ 
bers of the oil industry at large. 





Some of the industry leaders at NOHO reception, Now 
-ber 8 at Chicago. Left to right: John Scott, Buckley 9 

Scott, Watertown, Mass.; B. L. Ray, director and general 
manager, Marketing Dept., Esso Standard; John Harper, 
Harper Oil Co., Long Island City and Harry Hilts, man 
aging director of Empire State Petroleum Association, New 
them. York. 
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by 
J. W. Schulz 


RGUMENT ENDER is my pet name 
for the smoke checking instru- 
ment that always accompanies my other 
combustion testing instruments. The 
reason I’m glad such smoke checkers 
were developed and made available to 
oilburner men lies in their ending 
arguments. 

Before smoke checking instruments 
were used, all you had to do to start 
an argument was to set up a burner 
to produce a fairly high COz reading, 
then go outside with a few friends, 
look up at the top of the chimney, 
and bring up the question of whether 
or not excessive smoke was coming out. 
The argument started. 

“No smoke at all coming from the 
chimney,” one fellow would state flat- 
ly, “just a trace of water vapor—like 
cigarette smoke—you got to have that 
because the hydrogen in the fueloil 
combines with oxygen from the air to 
form H,O that goes up the stack.” 

“Either you are lying through your 
teeth or you're blind as a bat,” another 
lad would exclaim pleasantly. “If the 
wind wasn’t blowing that black smoke 
away, you'd think that furnace was 
being fired by hand-shoveled soft coal. 
Leave the flame set to make that much 
smoke, and the flues of this furnace 
will be tight-blocked with soot inside 
of two weeks!” 

From there on the argument would 
become really hot. It would go on and 
on because whether or not excessive 
smoke was coming from the chimney 
was purely a matter of each man’s 
Opinion. 

In company with the engineer who 
had designed the furnace on this par- 
ticular job, the designer of the oil- 
burner, the dealer responsible for the 
installation, and two service experts, 
Tarrived on a certain job in late after- 
hoon—two years before you could buy 
asmoke testing instrument. At ten that 
night we were circling the house with 
flashlights directed at the top of the 
chimney, still arguing about whether 


Importance of combustion Testing 


Smoke Checker needed in addition to CO:, draft, and stack temp Instruments 


or not any smoke was coming out. 
Neighbors were begging our riotous 
expedition to be quiet because their 
children wanted to sleep. 

Years ago, no good answer could be 
given a serviceman who wrote to FUEL- 
oi & Om Heat asking: “With only 
a little trace of smoke coming from the 
chimney of this job its CO, reading 
is 72%. Putting up with a little more 
smoke, I can get an 814% COs read- 
ing. For which CO, reading should I 
set the burner?” 

Just as it was impossible to settle the 
arguments about whether or not a cer- 
tain chimney smoke was excessive, it 
was impossible to answer properly an 
inquiry like this. 

I don’t know any oilburner man 
who has used a smoke checking instru- 


ment along with other combustion test- 
ing instruments, and who from there 
on wanted to do without the smoke 
checker. Here’s why. The smoke check- 
er removes guess-work and opinion 
from the all-important question of 
what is a proper, tolerable amount of 
smoke coming from a furnace or boiler, 
and what is excessive smoke. 

On a new job recently, a young serv- 
iceman asked me what percentage CO 
the burner should be adjusted to pro- 
duce. He seemed to wonder if he should 
set up for COs of, say, 6%, 8%, 10%, 
12%, 14% and so on. He did realize 
the importance of the COs reading. 

‘As you are referring strictly to the 
setting of the air damper of this pres- 
sure burner,” I told him, “first run the 


burner ten minutes to bring the fire- 





Six pulls on the handle of this smoke checking instrument produce a smoke 
reading in a matter of seconds. The satisfaction of using an instruiment 
that ends all arguments about whether or not a job is smoking excessively 
shows up as a wide grin on the face of Mac, here, as he does the pulling. 
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Dial-type stack thermometer responds quickly, is read easily while in the breech- 

ing. Reading on this job is 580° F. Author of this article has a habit of tell- 

ing homeowners, watching him prepare to take stack temperatures, “Consider 

yourself lucky if the needle doesn’t go above 670, very unlucky if it hits 800!” 

Author is lucky, for the Fitzgibbons boiler he found in this house when he 
bought it gives a reading of 440° F. after tubes are cleaned. 


box to a red heat. Then use the smoke 
checking instrument and by adjusting 
the burner’s air damper arrive at a 
smoke reading of two. Finally read the 
COs, for you have arrived at the high- 
est COz reading obtainable on this job 
without producing excessive smoke.” 

Simplifying things, I was assuming 
the smokepipe draft regulator had been 
adjusted properly. A few minutes later, 
check-ups showed that it had been. The 
over-fire draft reading was between 
01” and .02”, and the draft at the 
smoke outlet of the furnace was .03”. 

Simplifying things also, I did not 
point out to him that a smoke checker 
reading of three (a bit more smoke 
than comes with a reading of two) 
often is all right with me personally 
on a light fueloil job that’s running 
a rather high stack temperature. For 
one thing, lots of fueloil can be saved 
by upping the CO, somewhat on a job 
producing a high stack temperature— 
you save much more fueloil by increas- 
ing the COs one or two per cent than 
you do on a job that produces an ex- 
ceptionally low stack temperature read- 
ing. For another thing, jobs running 
high stack temperatures have less 
tendency to soot up the flues of fur- 
naces or boilers than do jobs running 
usual or unusually low stack tempera- 
tures. 

Also to simplify things for the young 
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serviceman, I did not point out to him 
right then and there that I know of 
many installations using No. 6 fueloil 
that perform splendidly—as far as 
pleasing their neighbors with smoke- 
less stacks is concerned, and as far as 
flue cleaning chores are involved— 
though their flames are set so rich as 
to produce smoke checking instrument 
readings as high as five. 

Starting out using a smoke instru- 
ment, it’s best for this young service- 
man to keep things simple. At first he 
should work on the basis that light fuel- 
oil installations “pass” only if they give 
smoke readings no higher than two. 
Eliminating any need to use judgment, 
and eliminating any chances of argu- 
ments based on differences of opinion, 
he then uses the smoke checker to 
maximum advantage—it serves him as 
an argument ender, or as an instru- 
ment that prevents arguments from 
starting. 

On the above basis, the importance 
of the smoke checking instrument is 
self-evident. Without it, you can’t 
prove whether or not an installation is 
producing a tolerable amount of smoke. 
With it, you can prove that a prop- 
erly adjusted burner is producing pre- 
cisely the proper amount of smoke. 

By-the-way, today smoke checking 
is highly fashionable. More and more 
cities are becoming smoke conscious, 


. . . » Combustion Testing 
smog conscious, and conscious of air 
pollution problems in general. The 
popularity of oil as a fuel for heating 
plants and power plants has built up to 
a great degree on the ability of fueloil 
to burn smokelessly. All this increases 
the importance of using modern instru. 
mentation to make certain that oil 
fired installations are not producing ex- 
cessive smoke. 

The stack temperature reading of a 
boiler or furnace is of obvious impor 
tance, for the flow of red-hot products 
of combustion through a smokepipe 
clearly represents waste of heat—the 
direct and indirect heating surfaces of 
the boiler or furnace are not doing a 
good job of absorbing the Btu’s re- 
leased by the flame in the fircbox. 

Stack temperature readings as high 
as 900° F. often are encountered where 
coal furnaces and boilers having inade- 
quate flue passages have been con 
verted to oil. 

Furnaces and boilers designed for oil 
should, according to many engineers, 


Battery-operated single unit combus- 
tion tester. Gives reading of draft, CO, 
and stack temperature on one easily: 
read dial in a matter of seconds. Is set 
up here with one sampling line ready to 
read overfire draft, the other sampling 
line runs to smokepipe for CO, test. 
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Engineer examines gun tube parts he 

will install in a pressure burner to ob- 

tain higher CO, with a two smoke 

reading. Kit contains everything 

needed for combustion testing—smoke 

checker, stack thermometers, draft 
gage and CO, tester. 





give stack temperatures no higher than 
about 670° F. when fired at the maxi- 
mum gph rates recommended by their 
manufacturers. 

Where they have control over stack 
temperatures, seldom do heating engi- 
neers aim for much lower than 400° 
F. You have control over stack tem- 
peratures if you know the firing rate 
needed to carry the load, and are se- 
lecting the make and size boiler or 
furnace. 

As an actual instance: Last month IJ 
had to buy a steam boiler to replace 
a 35-year-old boiler, used to heat a 
packing house, which suddenly had 
broken a few sections. The owner of 





the building wanted a new cast-iron 
boiler, easily taken into the boiler room 
section by section using an elevator and 
some smaller-than-average doors. He 
knew he'd been wasting oil—his old 
dog of a coal boiler had been giving 
stack temperature readings somewhat 
higher than 900° F.—so he calmly 
stipulated the new boiler must pay for 
itself by using 4,000 gallons less oil 
yearly than the old boiler had used. 


Stack Loss Table 








% STACK LOSS TABLE 
Excess 
% CO2 Air ————————Stack Temperature, Degrees Fahrenheit 

300 400 500 600 700 800 900 1000 
15 2 10.6 2.7 14.8 16.9 19.0 211 23.2 25.3 
14 7 10.9 13.1 15.3 17.5 19.7 219 24.1 26.3 
13 15 11.3 13.6 15.9 18.2 20.5 22.8 25.1 27.4 
12 y Ei? 14.1 16.5 18.9 23.0 23.7 26.1 28.5 
11 35 12.0 14.6 17.3 19.9 22.9 25.2 27.8 30.5 
10 48 12.4 13.3 18.2 21.1 24.0 26.9 29.8 32.7 
9 63 13.0 16.2 19.4 22.6 25.8 29.0 32.2 35.4 
8 81 13.8 17.2 20.6 24.0 27.4 30.8 34.2 37.6 
7 107 14.9 18.8 22.0 26.6 30.5 34.4 38.3 42.2 
6 142 16.2 20.8 25.3 29.9 34.4 39.0 43.5 48.1 
5 23.0 28.3 33.6 38.9 44.2 
4 
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What you need in an instance of this 
type is a well-informed boiler manu- 
facturer’s engineer you can believe. I 
have such a man—putting faith in his 
word for years has worked out well. 
Phoning him, I said the new boiler 
would be fired 9 gph. I asked which of 
his boilers to install to obtain a stack 
temperature no higher than 375° F. 
My aim was to have no higher than 
about 400° F. after a year or so with 
the boiler’s heating surfaces normally 
soooted and scaled a bit. The boiler we 
had installed, the model selected by the 
manufacturer’s engineer, actually is 
giving a stack temperature reading of 
325° F. Actually I regret we overshot 
the mark a bit. Bear in mind that this 
is a steam boiler—with the same boiler 
used in a hot-water heating system, the 
stack temperature would be lower. 

In another instance, needing a low- 
pressure steam boiler to be fired at 120 
gph, I selected the boiler type and size 
by stipulating 450° F. stack tempera- 
ture. That boiler now is two and a half 
years old, and it is giving a stack tem- 
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perature reading of 460° F. 

The point is that stack temperature 
readings don’t come by accident. When 
you are selecting a furnace or boiler 
to be fired at a certain gph rate, you 
can engineer for a certain, desired stack 
temperature. Select your stack tem- 
perature readings where you install 
new furnaces and boilers—don’t be 
surprised at the stack temperature 
reading you obtain when you fire up 
and make tests for the first time on a 


new furnace or boiler job! 


Reluctant to put faith in a promise 
that such-and-such a model furnace or 
boiler will produce such-and-such a 
stack temperature when fired at a cer- 
tain gph firing rate, an equipment 
dealer can try to find an installation 
equipped with the furnace or boiler 
model in question—then can check its 
firing rate and stack temperature. 
Often that has worked out very well. 

The foregoing should answer the 
many questions that come in from serv- 
icemen who do much combustion test- 

(Please turn to page 129) 


Over-fire draft—.03”, is too high on this job—1is reported on an easily-read 
draft gage having diaphragm type sensitive element. Maximum smokepipe draft 
on this job, with swinging-gate type draft regulator held shut (burner running, 
of course, as all draft readings are taken with burner operating) is exceptionally 





kigh. It goes up to .14”. 












Oilheating the cold Country 


In which we see aga..: that the Youngsters are building our Industry 


by 
Robert Gray 


ie WAS SIX o'clock and a cold winter 
morning in Duluth. The occasional 
person who had to be out at such an 
hour in such a climate was startled 
by a crash and then falling glass. The 
town’s principal hotel, the Duluth, 
was having an early visitor, this time a 
large bear who didn’t care much for 
doors if he could reach the kitchen 
more directly. More or less starving 
because of last year’s drouth and few 
berries to find, he just detoured mo- 
mentarily into town to catch a snack. 
He was shot for his unruly insistence 
on getting around anyone who blocked 
his path in the coffee shop. 

Which is another way of recalling 
the old gag that Duluth has two sea- 
sons, July and winter, and that it’s 
on the doorstep of some of the Na- 
tion’s best resort country. For a fueloil 
marketer it has 9,200 degree days 
but that doesn’t mean that the average 
home uses an excessive amount of oil. 
The average is only around 1,650 gal- 
lons. It’s so cold that everyone insulates 
like a thermos bottle. 

The visit this time was planned to 
spend a few hours with Myles Hall 
and learn a little about his business. 
Not many men at 39 have been presi- 
dent of an organization as significant 
as the Northwest Petroleum Assn., or 
a director of the American Petroleum 
Institute, and Hall is both. Perhaps 


more interesting to us has been his flair 
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Myles Hall, president Como Oil Co., 
Duluth, president Northwest Petrole- 
um Assn., Minneapolis, director Amer- 
ican Petroleum Institute, chairman of 
the committee on cost studies, National 
Oil Jobbers Council. Hall at 39 is 
young to hold these assignments, but 
when we recall that three-fourths of all 
oilheating equipment in use today is 
of postwar vintage, we can understand 
that it’s the youngsters that have given 
us our greatest growth. 
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for market analysis, cost analysis and 
his general scientific approach to oil 
marketing. 

Hall’s background has been some- 
what unique, if short. Out of school 
in 1937 he spent two years as a bank 
teller, then three years as a partner 
in a tire business. In 1942 he sold out 
and went to work for the FBI, The 
war was on and he spent the next four 
years tracking down Nazis and other 


One of three bulkplants used by Como 
Oil. A Phillips jobber for the past six 
years, the company leases this layout, 
owns the other two. Products are 
brought in by the company’s transports 
from Minneapolis, where they pick up 
at a pipeline terminal, It’s 165 miles 
each way, but it’s more economical 
than even water transportation on the 


Great Lakes. 
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types of saboteurs around war plants 
and the mining industry, all within 
this country, but all over it. 

It’s hard to figure why a man who 
hasn’t been in it makes up his mind 
to go in the oil business, but that’s 
what Hall did in 1946. He went to 
Duluth and bought out a small oil job 
bing business and changed its name to 
Como Oil Company. You'll search a 
long time before you find any backing 
for that name “Como.” It doesn't 
mean nor refer to anything. Hall was 
just looking for a combination of 
sounds that would be easy to say and 
to remember and he seems to have hit 
it... that is to say if any name in 
itself is a help to future growth. 

It was amusing about that company 
that he bought out. It soon developed 
that he bought very little, Immediately 
the drivers, the salesmen and the mat’ 
ager decided that they could do better 
outside so they all left and took with 
them all the customers they could. 
When this unloading process had run 
its course Hall found that he had a net 
residue of 20 furnace oil accounts and 
a little gasoline business. 
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... + Oilheating the cold Country 


Today he has seven million ga!lons 
of which four are gasoline and three 
fueloil. There have been faster growths 
in the industry, of coursé,’ but: not 
often in a town of a hundred thousand 
population and acknowledged one of 
the hottest competitive areas in the 
country. 

His gasoline business is naturally 
important for he’s acknowledged to 
have ten of the best service stations 
in the north country, and only three of 
them are leased, the others owned. But 
it’s the fueloil phase that interests us. 
And it interests Hall a great deal, too, 
because it’s the more profitable of the 
two. 

We were noticing some operating 
figures for the first nine months of this 
year. Gasoline and other:.automotive 
products accounted for 66% of his 
gross billing but only 53% of their 
profits. Fueloil and oilheating were 
34% of the billing but a very impres- 
sive 47% of the profits. Gasoline 
showed 3.5% net on billing; fueloil 
showed 6.1%. It isn’t that the fueloil 
margin is wider but rather that gaso- 
line marketing expenses are so much 
higher. 

After Hall had been in the oil busi- 
ness two years, or in 1948, he went 
into the oilheating business all the way. 
He added a burner service department, 
then oilheating equipment sales and a 
sheet metal shop. He had gone along 
for two years trying it the other way, 
getting such leads as he could from 
plumbers and furnace dealers on new 
installations, 


The trouble was that he was new 
to the business and those craftsmen had 
long established loyalties to other oil 
marketers. Or perhaps more often they 
went shopping among the oil men for 
the best deal, the best commission ar- 
rangement on the oil, 






























































When Como Oil Co. announced 
that it was in the oilheating business 
a lot of Hall’s friends, principally the 
oil men, warned him that he'd like as 
not go broke because you can’t buck 
the whole town on heating. Strangely, 
now that Hall’s been at it six years 
and everyone knows that oilheating 
sales have substantially speeded his 
growth, no other oil company in Du- 
luth has followed. 

With 1,600 furnace oil accounts at 
present, the company is selling this 
year 150 oilheating jobs and gets 90% 
of these as oil accounts. Its principal 
brand of oilheating is Fluid Heat, but 
it also sells some Torridheet, with em- 
phasis on rotary burners in both lines. 
Last year twice as many jobs were 
sold but they were largely to new home 
developments and not profitable in 
themselves. This year’s equipment sales 
are making money. 

Then since upward of 55% of Hall's 
new fueloil accounts come through 
existing customers . . . recommenda- 
tions, leads, etc... . adding 150 through 
burner sales gives him the growth he 
wants, Speaking of growth, Hall’s 
original goal was to increase a million 
gallons a year and he’s pretty well 
done it. He charts this growth very 
meticulously, all in a budgeting and 
forecasting manner. There’s a mile- 
post for each month, a point to shoot 
at, not only in gross gallonage, but 
even more important, in projected op- 
erating costs and profits in considerable 
detail. 

Hall uses three salesmen in exclusive 
territories, to sell both oil and burners. 
Two of the men have about 650 oil 


accounts each to keep on tap and the 
other has 300, These men work on 
straight salaries. They call on every 
account at least once a year, not only 











Sheet metal shop, particularly impor- 
tant to Hall’s equipment sales. His 
three sheet metal men and two service 
men handle all installation and service 
work ... 150 new jobs this year and 
1,600 existing ones to keep in tune. 
Nearly every new sale involves duct- 
work, Oilheating equipment sold is 
mostly Fluid Heat, some Torridheet. 
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to appear interested but also to get 
leads. 


The company is a forceful adver- 
tiser, using this year especially tele- 
vision. Hall doesn’t know if this is the 
most economical source of advertising 
leads, but he knows that he gets quite 
a lot of accourts from it. He budgets 
three per cent of his total billing from 
fueloil and oilheating sales for adver- 
tising, and this of course includes all 
types. 

He puts considerable emphasis on 
a budget plan for fueloil, This is a 
12 month plan, and he doesn’t want 
them shorter than that, pointing out 
that if these monthly payments aren’t 
actually small there’s little point in 
offering them, Also if you have a short- 
er plan, in Hall’s thinking, most folks 
will want to skip the summer, so you 
can’t get the account in good cash 
position before the heavy consuming 
months, 


Next year there will be another 
nationwide cost study for petroleum 
jobbers until Hall’s leadership. He ex- 
pects a much larger participation than 
in the last one principally because so 
many more companies now have their 
books in shape to reveal the figures 
as called for. This is very useful work 
requiring a lot of midnight oil, and 
greatly to Hall's credit. In fact, we 
expect to be hearing of his public 
spirited industry activities for quite 
some time. 
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Paintul but worth it 


Nevada oil and burner Pioneer laughs over 30 years of Rough and Tumble 


by 
Carl F. Stevens 


FTER 33 YEARS in the fuel business 

in Reno—the biggest little city 

in the world—I have relinquished the 

steering wheel to another, From an 

humble beginning —one man, one 

Model T truck, and one dog—the busi- 

ness grew. With that start, it had to 
grow, or die of malnutrition. 

I had had no previous business ex- 
perience. There were about a dozen 
coal and wood dealers in town when | 
came here. I felt there should be room 
for one more. Geologists told us there 
was enough coal underground in the 
United States to last at least 3,000 
years, so I was not worried that the 
coal would give out before I did. Fur- 
thermore, it looked as though the place 
would be a permanent camp. 

Most of the coal and wood outfits 
were family affairs—everyone worked, 
“including father.” The margin of 
profit was low; the shrinkage in mois- 
ture amounted to 6%; there was con- 
siderable degradation (breakage and 
slack resulting from handling) ; deliv- 
ery conditions were unfavorable, with 
many unpaved streets and very few 
paved alleys. 

After three years, in spite of an ever- 
expanding business, it developed that, 
regardless of whether we sold 100 tons 
or 500 tons of coal a month, we 
couldn’t make any money. Everything 
seemed to shrink, including our dollar, 
and it did not require any mathemati- 
cal genius to conclude that something 
had to be done. 

The automatic oilburner had been 
introduced, and while it was a rather 
crude affair, more and more people 
were converting from coal to oil in 
their homes. There was only one fuel- 
oil dealer in town serving several hun- 
dred users. Why not continue with our 
coal and wood business and enter the 
fueloil market? It seemed logical, Oil 
delivered itself—a lot different from 
shoveling coal into a basement or shed 
and then often times having to move 
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it a second time with no additional 
return. 

This was really the beginning of the 
“automatic age.” Every oldster in the 
country recalls cranking the original 
automobile until he was about ready to 
drop from exhaustion. Small wonder 
that householders wanted the conven- 
ience and comfort of an automatic oil- 
burner—when it worked. The man- 
ually-operated burner in those days re- 
quired a lot of servicing. It took a long 
time for it to get over its infancy to the 
point where it could run automatically. 

The start exceeded our expectations, 
for simultaneously with our first de- 
livery, the wholesale and retail prices 
of all grades of oil dropped one half 
cent per gallon. We had nothing to do 
with this, nor had we anticipated any 
such break. Nevertheless, the public 
gave us credit for the reduction in 
price, and we were off to a dubious en- 
try into the distribution of this com- 
modity about which we knew so little. 
We also took on a line of oilburners 
—about which we knew even less. 

We had much to learn we soon dis- 
covered. This was before the use of 
meters and everything was done by 
calibration. Later, when meters were 
available, all of our trucks were 
equipped with them at a cost of nearly 
$500 per truck, but they were well 
worth it. We later installed the degree 
day system. 





Our greatest trouble seemed to occur 
in connection with fill line to cuy 
tomer’s oil tanks—also the vent line. 
Many of the vent lines were so small 
that the rate of flow into the tank had 
to be reduced otherwise back-pressure 
would build up, as every fuel dealer 
has discovered. Each spring numerous 
lawns required attention due to oil 
spurting back through the fill line. In 
some instances the back-pressure would 
be so great as to force oil up through 
the vent line and down along the side 
of the house. This meant a paint job 
if not immediately cleaned off. 

We had our first unpleasant experi 
ence before we had been in business 
one month. The lady of the house came 
out to the front lawn while our driver 
was making his oil delivery. A stiff 
breeze was blowing at the time. The 
vent line was small. The driver was 
trying to visit when his mind should 
have been on his work. The oil was 
flowing into the tank too fast; back 
pressure built up; and whoosh—fueloil 
came back through the fill line. Wafted 
by that more than gentle breeze the oil 
sprayed the lady and driver from head 
to foct, transforming her from a beau 
teous blonde to a bedraggled brunette. 

I made the necessary apologies, tell- 
ing her we would reimburse her for the 
cost of a new house dress and hairdo. 
She replied: “I really had no business 
out here in the first place.” (I secretly 
agreed, for even in a house dress, she 
was a gorgeous creature.) “I needed a 
hair-do in the second place, but if you 
want to replace the dress, $1.95, we'll 
call it square, and please do not censure 
your driver too much.” 

I assured her that I would not pin 
distinguished service medal on the 
driver after having subjected her to 
such a humiliating experience, but it 
was never my practice to reprimand 
the men too severely. The driver was 
so penitent that further punishment 
was hardly necessary. Furthermore, ! 
felt she had displayed an exceptionally 
fair and forgiving attitude, and I ap 
preciated it. 
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Thus ended our first, but not our 
| last, unhappy experience with fill and 
| vent lines. 





Right here, I want to pause a mo 
ment and say that before coming to 
this western country, I had worked in 
the East for some strict disciplinarians 
and hard taskmasters. They were of 
the “Old School”—altogether too se- 
vere and inconsiderate, I felt. It was 
then I resolved that if and when the 
time might come that I would have 
charge of the activities of men or 
women I would show tolerance, As I 
look back over the years, I honestly 
feel that that pledge has been fulfilled. 


incomplete disregard of instructions to 
remain at the truck while taking on a 
load of fueloil, left the pump running 
and went to the boiler room to do more 
isiting. Telling a story was his great- 
est weakness. I never knew what the 
joke was; however, it was no joke when 
he returned to his truck. Fully 500 gals. 
of precious oil had overflowed onto his 
truck and all over the yard. If you 
don’t think 500 gals, of oil will make 





quite a puddle, try it some time. 

We were learning fast, but it was 
costing money. After muffing the sec- 
od one with the bases loaded, this 
driver was sent back to the minor 
kague (coal and wood truck) until his 
tating and fielding averages should im- 
prove, Later, he was returned to the 
majors (oil truck) and I’m pleased to 
relate that he made one of the most 
dependable, efficient tank truck drivers 
we ever had. 

One beautiful fall day, while seated 
at my desk at peace with the world, 
my secretary asked that I take the 
phone. She whispered, “This man 
sounds excited and mad.” 

“Are you the manager?” he shrieked. 


With all the composure I could com- 








mand I replied: “Yes, sir,” saying to 
myself, “Brace yourself, brother.” 
From that time on he wasted no 
time nor breath. “What kind of an 
outfit are you running, anyway? Your 
company’s no good, your driver’s no 
xood, and you're no good. Here I am, 
walking down the street, minding my 
own business; your blankety-blank 
driver is unloading oil, and all of a 
sudden oil is pouring down all over 
me. You should see me. I’m oil from 


Shortly afterward this same driver, | 


dloil 


head to foot. My hat’s ruined. My 
suit’s ruined. My shoes are ruined. 
What’s this country coming to? Can’t 
a man walk down the street in safety? 
Why did this have to happen to me? 
What’s become of your driver? He's 
gone. I’m going to sue your company, 














do you hear me? I’m going to sue you. 
Why don’t you answer me?” 

That’s the gist of what he said, only 
more. I did not try to interrupt him, 
preferring to let him run down. 

Sparring for more time, I asked: 
“May I have your name?” 

“What difference does that make?” 
he snapped. 

“I simply wanted to address you 
properly,” I replied. He told me his 
name. I then asked if I might run up 
and take him home in my car. He 
snarled that he did not want me to; 
that he could get himself home without 
any help from me! 

By that time I had recovered slightly 
from the shock, and in spite of the seri- 
ousness of the situation, I could not 
refrain from inwardly chuckling and 
saying to myself: “Oh boy, he must be 
a sight.” 

“Now, Mr. Plank,” I said, “First, 
let me tell you how sorry I am that you 
have been the victim of this unfortu- 
nate experience, and I want to say fur- 
ther that if I were in your place I'd be 
just twice as incensed and disturbed as 





you are, An occurrence such as this 
shouldn't happen to anyone, and we 
certainly want to do all in our power 
to make it right.” 

I then explained to him, as quickly 
and briefly as possible, how vent lines 
sometimes become clogged causing oil 
to spurt out when the pressure built 
up. I also said that our driver should 
have immediately reported to me and 
offered to take him home. 

Then I asked if he would please do 
this for me: After cleaning up, go to 
his regular shoe store, purchase shoes, 
which we would pay for; then go to his 
favorite haberdasher for a hat which 
we would also pay for; then, take his 
suit to his cleaner to be thoroughly 
cleaned. If the suit did not come back 
to him 100% as good as before, we 
would purchase a new suit even better 
than the one he was wearing, and also 
reimburse him for any time he might 
have lost or would lose. 

He had calmed down perceptibly by 
that time, and said, “That all sounds 
fair enough; I don’t want any pay for 
lost time, but I'm still pretty mad.” 

I again apologized for what had hap- 
ened, and for the possible stupidity of 
our driver and for his having left the 
scene without having done all he could. 
This was as much for the driver, who 
had just come in, as Mr. Plank. I then 
said to Mr. Plank: “If you have a mo- 
ment, I want to tell you that it might 
have been worse.” 

“What do you mean—it might have 
been worse?,” he bellowed, and the ef- 
fect of my statement apparently was 
the same as if I had poured fresh oil 
over him. 

“Simply this,” I stated, “I was only 
thinking how much worse it would 
have been if your wife had been with 
you and if the oil had gone all over 
her.” 

He shouted, “If this had happened 
to my wife, she wouldn’t be talking by 
phone; she’d be down there where she 
could tell you to your face, and you 
would be wishing you were in Siberia.” 

“That’s what I mean, Mr. Plank,” I 
said. 

Then I went way out on the limb 
and added, “If you had been in the act 
of striking a match when that oil came 
down, if atmospheric conditions were 
just right, the vapor might have ig- 
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. . « « Painful but worth it 


nited and you would have possibly be- 
come a human torch. You might now 
be nothing but a cinder.” (The danger 
of this was very remote, but I didn’t 
tell him.) 

“Gee, was it that bad?” he inquired. 
“Perhaps I’m pretty lucky after all, 
and I guess you're not such a bad guy, 
at that.” 

“That’s what my wife tells me,” I 
responded, adding that I hoped that 
some day she would change it to, 
“You're a pretty nice” guy, at that. 
I guess they both mean about the same, 
only one sounds better. 

Then we were both laughing and 
when we hung up I had transformed 
an enraged man into a docile human 
being, happy to be alive. 

By that time the driver had dis- 
creetly disappeared and I did not see 
him again until the next day. Mean- 
while I recovered my own equilibrium. 

We paid for new shoes and a hat, 
and the suit was all right when re- 
turned from the cleaner, so we were 
not badly hurt. 

Many times, after a particularly try- 
ing day, I wished I might change places 
with one of the men. When five o’clock 
came they were free to go home to a 
restful evening with no business cares 
until time to check in the next morn- 
ing. From the beginning to the end of 
each heating season my time was not 
my own; when away from the plant, 
my office knew how and where to get 
in touch with me at any time during 
the 24 hours. 

How well I recall one New Year's 
Eve one of the hotels we were supply- 
ing ran out of oil and no driver to be 
found. When the bells were ringing 
in the New Year I was delivering that 
oil, attired in a jumper over my tuxedo. 

We once delivered 280 gals. of oil 
to a customer who had (as he sup- 
posed, and for which he had been 
billed) a tank of 250 gal. capacity, He 
called and reported that there must be 
some mistake; that it would be impossi- 
ble to deliver that much oil to his tank. 
It was apparent he was vexed. 

I knew our meters did not lie, but 
how could this be? The customer stated 
he had checked with his supplier, who 
had confirmed that it was a tank of 250 
gal. capacity. 

This might be serious, I felt. In fact, 
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if we were wrong, it might start a chain 
reaction which, if not stopped, could 
just about ruin us. 

I asked the customer if we might 
pump vut all of the oil down to the 
measurement shown in the tank before 
the time of delivery, as noted on the 
delivery ticket. He agreed. 

















In company with our customer we 
took two 5 gal. containers to the 
Weights and Measures Department for 
certification as to their accuracy, Then, 
after pumping oil from tank down to 
the mark, we proceeded to bucket 5 
gallons at a time into his tank keeping 
careful tally. I began to pray when we 
had dumped 200 gals.; we reached 225, 
250 and finally 280 gals. with room 
for more. The measurements checked 
with those on our delivery ticket, and 
the tank truck meter agreed with the 
bucket tally, We continued and filled 
the tank showing it had a 350 gal. ca- 
pacity. I tried to make myself believe 
that ““All’s well that ends well,” never- 
theless, some stock clerk had made a 
mighty stupid mistake in the size of 
the tank. 

In January, 1937, our community 
experienced its coldest January on rec- 
ord to that time, the average tempera- 
ture for the month having been 16° 
above zero with a normal of 32°. There 
were ten days during that month when 
the temperature held right around zero 
or below. One day the temperature 
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dropped to 18° below, consequently 


heating plants were in operation mog 


of each day. 

All roads were closed and the raj. 
road was running but one daily pas 
senger train each way over the moun: 
tains, and no freights. This continued 
for days. 


We had large storage capacity, bu 
our supply and that of all other deal 
ers was getting dangerously low. Ap 
peal to the local representatives of the 
railroad availed nothing, whereupon | 
took the train to the coast and called 
upon the general manager of the rail. 
road. I informed him that a real emer. 
gency existed and that everything 
would freeze up in our city and sur 
rounding communities if oil did not ar: 
rive within 36 hours. He said they were 
able to run but one passenger train 
each way each day, and no more. 


I inquired: “Do you make your 
money from passenger or freight serv. 
ice? Anyway, isn’t it better to incon 
venience one trainload of passengers by 
cancelling out one day’s service than 
have several communities freeze with 
the resulting illness and hundreds of 
thousands of dollars damage? We have 
15 carloads (150,000 gals.) of fuelail 
standing in your yards on the wrong 
side of the mountain. I hope to get 
home by tomorrow night, and when! 
reach there I want to find those fifteen 
cars on our spur.” With that, I left, 
but receiving no promise. 


Somehow, they managed to get the 
oil through the next day for us and the 
other dealers, and the day was saved 
not, however, until we and all the other 
dealers were down to nearly the las 
gallon even after the most careful 1 
tioning. 

A few customers became panicky 
and insisted that their tanks be filled 
when our drivers arrived with only 1 
or 100 gals. They threatened to quit us 
and buy their oil elsewhere if we did 
not fill their tanks. Some tried, only ® 
learn that other dealers were as hatd 
pressed to take care of their customers 
as we and could not fill their ordets 
I am happy to say that there were vely 
few of these people and most of them 
later came to realize that they had beet 
unreasonable and selfish. 


(To be continued) 
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Airtemp marks Anniversary 


THE AIRTEMP Division, Chrysler Corp., 
Dayton, O., celebrated its 20th Anni- 
versary with a two day open house, 
November 13 and 14. The open house 
was also the occasion for the formal 
opening of two new plant additions 
recently completed as part of a multi- 
million dollar expansion program. 
Airtemp started business in Detroit, 


moved to Dayton in 1936 occupying 
the old Maxwell plant. In 1947 a new 
plant (shown above) was constructed, 





and recently completed building addi- 
tions have increased manufacturing 
space to 745,000 square feet. R. J. 
Schumann (above right), vice presi- 
dent in charge of manufacturing, in- 
spects one of the first groups of fur- 
naces to be produced in the company’s 
new addition. 

At lower left workmen are assem- 
bling 5-HP waterless airconditioners, 
and to the right is another plant addi- 
tion which will house the production 
of heating equipment, car and room 
conditioners. 

A 2,500 foot conveyor line will 
carry thousands of parts an hour 
through the finishing system, where 
parts are washed, painted and baked. 
In the picture center right Mr. Schu- 
mann (left) and Howard Shumacker, 
general foreman, check the operation 
of some of the new equipment. 
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Merchandise Promotion 


to All of your Employees 


ie A NUMBER OF YEARS members “Always give courteous 


of the Oil-Heat Institute of Wash- 


service. 


“Wherever possible use oil heat 





“Inform yourself on oil heat and 
know its advantages over all other 
types of heat—old or new.” 

Elmslie regards the efforts of the In- 
stitute to acquaint the employees with 
the advertising program, its content 
and significance to them, as an impor- Pai 





ington have been financing a well-or- 
ganized, effective promotion campaign 
selling the benefits of oilheating. Suc- 
cess of the program is best typified by 
the fact that today 83.3% of the home- 
owners in the state are using oil heat. 

Robert G. Elmslie, managing direc- 
tor of the Institute, explains that the 
program was undertaken after the 
group had noticed how natural gas 
competition made inroads on the sale 
of new oilheating equipment in some 
and midwestern markets. 
When the program was launched this 
competitive threat was not imminent 
in the Pacific Northwest. The picture 
is different today and the Institute is 
fortunate in now being able to reap the 
advantages of having educated the pub 
lic in the State of Washington that 
“Oil heat is comfortable,” “Oil heat is 
clean,” “Oil heat is economical,” “Oil 
heat is dependable”-——themes of the 
original campaign. 

These same general themes continue 
to keynote the advertising today, but 
an important adjunct is a program un- 


eastern 


dertaken to acquaint the employees of 
Institute members with the scope and 
advantages of oil heat advertising. Re- 
produced on this page is a bulletin. 
“Now .. . the chips are down!”, ad 
dressed to the employees. It explains 
the present day situation with regard 
to competition with natural gas. 

An earlier piece, captioned “We're 
buying job insurance for you,” traces 
the growth in popularity of oilheating 
in the area since the advertising pro- 
gram was begun four years ago. 


Inner pages of the folder contain re- 
productions of regular newspaper ad- 
vertising, explaining they are sched- 
uled for weekly insertions, plus Sunday 
advertisements in Seattle, Tacoma and 
Spokane. 

Concluding, the folder urges the 
employees to recognize the value of the 
“Modern heat with oil heat” seal as 
identifying a progressive oil heat dealer 
and suggests these rules for the em- 
ployee as further job insurance. 
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yourself so you speak with authority. 


tant association activity. “We feel,” 





























“Report any complaints promptly he says, “that each firm multiplied by 
so they can be taken care of at once- the number of employees actively sell- 
keep your customers happy. ing oil heat swells our sales for us im- 
“Talk to your friends and family measurably and ties the whole industry O 
about this program. closer together in a common objective.” 
oils— 
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retur 
these 
doub 
these 
enou. 
tion 
Now...the Chi down! / Sess 
ane e | ps a re 0 W nl s oss fn vide ge Ort prop 
; OM fons °Mtreniee, a. throu 
To all employees: 4 fire s 
For the past four years, we and other aggressive Th 
companies in the Fuel Oil business have seen the day A scribe 
come closer and closer when natural gas would enter OIL HEAT 1S 
our territory as an active competitor. It took a great & as phon 
stride forward on June 18, when the Federal Power G 
Commission approved the application of Pacific North~ he ha 
west Pipeline Corporation to bring natural gas to the cus tome’ i 
Pacific Northwest from New Mexico and later when oh ago a0 heating. natin 
’ the petition for rehearing the West Coast Pipeline clements with O 
Company's application was rejected. A supply of Heat. jo oe gallor 
fuel is expected by the end of 1955. ee oat othe: instal 
Yes, the chips are down, but we in the Oil Heat : burne 
business -- not anybody else -- have the ‘‘aces’’. had 
od 
We are in business -- We have 83, 3% of the ; 
homeowners who now believe that Oil Heat is best, We gage 
have frequent contact with these homeowners in our ; 
community -- We are the people to whom they look sipho 
for their home comfort -- We are their heating people. sizes 
’ 
In politics, the person in office always has the fu | 
advantage; in baseball or any sport, the ‘‘ regular’’ e101 
always gets the ball -- and why? Just because you not re 
can count on this performance -- you have past ex- 
perience to use as a gauge, and you know what to remec 
expect from them, 
To 
So it is with Oil Heat, and so it is with you as 
an Oil Heat man or woman. Our ‘' performance’’ is antly, 
known to our customers and they have judged us by it. to say 
But, let us not be satisfied with ‘’ standing pat’’. the lo 
Electricity and natural gas are getting lots of must 
publicity lately and many things are being claimed for oe iS ; 
for them that aren’t so! ge It’s be 
‘ Z ir’ com ‘To ; 
Let’s play to win and for keeps -- to win new The oer is oreat is” morni 
customers and to keep those we already have. ray ei e a 
we yee ent 15 to pul 
tank, 
80 it ¢ 
tank, | 
Remember, the Chips are down, and the sl 
now the natural gas people have cards to , 
play with. They are expert players, but of the 
we’ve got ’em beat. Let’s keep it that way. 
We Cai 
To 
burne; 
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How to avoid Errors on 
Commercial Installations 


Part Three—More Points on Engineering to burn Nos. 5 and 6 Fueloils 


by 
Jean L. Dupuis 


OR PROBLEMS ARISE on installa- 
tions that use Nos. 5 and 6 fuel- 
oils—or so it seems to experts familiar 
with only domestic oilburners. 

Just today information came over 
the phone about an odd corrective 
measure needed to make two horizontal 
rotary cup burners perform properly. 
Connected to one suction line and one 
return line, which is good practice for 
these two burners which have excellent 
double pumps located in reservoirs, 
these two burners did not obtain 
enough fueloil from their common suc- 
tion line. Either burner would fire 
properly, but insufficient fueloil came 
through the suction line for both to 
fire simultaneously. 

The owner of the burners had de- 
scribed the trouble to me over the 
phone yesterday. It had started after 
he had improved the oil piping, elimi- 
nating from his boiler room a 100- 
gallon gravity-feed tank that had been 
installed years ago for old-fashioned 
burners. Our conversation yesterday 
had included discussions of vacuum 
gage readings, the action of the anti- 
siphon valve in the suction line, pipe 
sizes, and the viscosity of the No. 4 
fueloil in the storage tank. But we had 
not reached any definite ideas about a 
remedy for the trouble. 

Today the owner called me triumph- 
antly, justifiably pleased with himself, 
to say, “Got to thinking last night of 
the loads of sludge and sediment that 
must be in the big oil storage tank. 
It's been used so many years! So this 
morning first thing I told the pipefitter 
to pull the suction line stub out of the 
tank, cut 10” from it, and put it back 
80 it can get oil from higher up in the 
tank. Don’t have its open end down in 
the sludge and sediment in the bottom 
of the tank. That did the trick. Now 
We can fire the two burners together.” 

To domestic oilburner experts, this 
burner owner seems to have faced an 
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odd problem, and to have solved it by 
using an odd remedy. Seldom if ever 
does a problem like this arise on light- 
fueloil installations. 

For the present, by-the-way, the 
owner of the two burners will do noth- 
ing further about the sediment and 
sludge in his fueloil storage tank. He’s 
got the two burners running properly 
connected to their new oil piping. Hav- 
ing solved the big problem that was 
worrying him, he is satisfied for the 
present time. 

Problems and technical points often 
faced in the commercial-industrial field 
but new to domestic oilburner experts 
have been the theme of this series of 
articles on how to avoid errors on big 
jobs. The first article in this series ap- 
peared in the October issue of FUELOIL 
& Om Heat and listed 11 points to 
help domestic oilburner men when they 
first work on commercial-industrial in- 
stallations engineered for the heavy 
fueloils. The second article in the series, 
in the November issue of FUELOIL & 
Om Heat, listed eight additional 
points. Here are more points, and these 
emphasize additionally that the big in- 
stallations are considerably different 
than small, light-fueloil installations— 
big jobs are not simply larger versions 
of small oilburner jobs. 

20. OIL LINE INSULATION? The ex- 
pert in the field of domestic oilburners 


needs to know nothing about insulat- 
ing fueloil lines to minimize their heat 
losses, but oil line insulation can be 
of great importance on commercial- 
industrial installations using heavy 
fueloils that must be heated for proper 
piping, pumping, and atomization. 
Learning about fueloil line insulation, 
try to obtain your data from a depend- 
able source. Manufacturers of oilburn- 
ers, naturally determined to help their 
burners in every way possible, are in 
many instances extremely high-minded 
about pipe line insulation—they want 
a generous thickness of the best kind of 
insulation. A consulting engineer finds 
that in different cities burner dealers 
have greatly different ideas about oil 
line insulation. To conform to the 
practice of the commercial-industrial 
burner dealers in one city, he must 
specify 2” thick 85% magnesia pipe 
covering for all oil lines, including 
those located in hot boiler rooms. The 
dealers in that city usually insulate hot 
oil lines excellently, and would belittle 
a specification that did not come up to 
their insulating ideas. Traveling only 
200 miles, this consulting engineer ar- 
rives in another city in which-the com- 
mon practice is to use only a 1” thick- 
ness of the cheapest insulating material 
obtainable. Here, dealers do not in- 
sulate hot oil lines in “heated spaces” — 
spaces likely to be 70° F. or warmer 
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Here, dealers break out 


at the extravagance of 2” 


in winter. 
laughing 
thick 85% magnesia pipe covering for 
heavy-oil lines. In view of the great 
differences in opinion about proper in- 
sulation for lines carrying fueloil which 
is perhaps 90° F. to 120° F., or per- 
haps 140° F. to 170° F., a newcomer 
to commercial-industrial 
should obtain and consider much data 


oilburners 


before making up his mind about oil 
line insulating material. 


Safety Checks 


21. INSURANCE ORGANIZATIONS? If 
you install domestic burners and are 
planning your first big job—say it in- 
cludes firing one or more big boilers 
at 50 to 100 gph—do you know that 
it’s possible for you to get into many 
complications with insurance organ- 
izations? Big jobs differ from domestic 
installations in this respect. 

An awfully well informed safety 
engineer may finecomb your new, big 
installation to find out if it conforms to 
the safety requirements of the insur- 
ance organization he represents. If you 
have not protected yourself against this 
beforehand, he may to your consterna- 
tion present the owner of your installa- 
tion with a list of the things he wants 
changed or improved. You may find 
yourself in the predicament of being 
accused of having completed an in- 


stallation that is incomplete or unsafe 
according to the opinion of insurance 
interested in the job. 

Insurance organizations favor the 
use of electronic safety controls for big 
installations, take particular interest in 


companies 


ignition problems and in protection 
against firing a boiler while there’s in- 
sufficient water in it, worry about ex- 
plosions caused by excessive steam pres- 
sure, and check on dozens of additional 
points related to safety. 

Playing safe, many engineers first 
make certain of knowing which safety 
features and devices are desired on a 
particular big installation by the insur- 
ance organizations that will be inter- 
ested in the details of the installation. 
Second, these engineers use their best 
judgment—providing or omitting the 
desired safety features in a calculated 
manner. Third, they are ready to dis- 
cuss in an informed manner the pro's 
and con’s of safety features or devices 
that are desired by the insurance ex- 
perts, but that were not installed— 
for reasons which appear good to the 
men who planned the installation. 

In planning a big job, you don’t al- 
ways have to live up 100% to the ideas 
of insurance organization safety ex- 
perts who will inspect it. But if you 
don’t, you should be able to discuss 
in a truly expert manner the safety 
devices and features that safety experts 
desire, but which you did not install. 
Aim to know as much about the safe- 
ty aspects of a big oilburner installa- 
tion as is known by any safety-minded 
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These leading COMBUSTION 


EQUIPMENT EXPERTS 
supply and service 


Combustion Control 
AREA OFFICES 


BOSTON, MASS. 
Commonwealth 6-7585 
DECATUR, GA. 
Evergreen 9588 
CHICAGO, ILL. 
Reliance 5-6030 
CLEVELAND, OHIO 
Capital 1-2688 
DALLAS, TEXAS 

Dixon 3072 


DISTRICT 


AKRON, OHIO 
Slawson Equipment Co. 
Franklin 9833 
ALBANY, N. Y. 
G. W. Heacock Co., Inc 
Albany 2-6353 
ALBUQUERQUE, N. M. 
Automatic Equip. Co, 
Albuquerque 6-0753 
ATLANTA, GA. 
Spotswood Parker Co. 
Walnut 3658 
BALTIMORE, MD. 
Nichols Instruments Co. 
Saratoga 7-8428 
BIRMINGHAM, ALA. 
Mr. W. E. Veenschoten 
Birmingham 3-3567 
BUFFALO, N.Y 
Niagara Elec. Sales Co. 
Summer 4000 
CHARLESTON, W. VA. 
G. H. Zimmerman Co. 
Charleston 22-212 
CHARLOTTE, N.C. 
Jas. L. Highsmith & Co. 
Franklin 5-6436 
CHATTANOOGA, TENN. 
Equipment Sales Corp. 
CINCINNATI, OHIO 
Richard Equipment Co. 
Cherry 3240 
CLEVELAND, OHIO 
Slawson Equipment Co. 
Express 1-7263 
COLUMBUS, OHIO 
Richard Equipment Co. 
Main 2688 
DAYTON, OHIO 
Richard Equipment Co. 
Michigan 6361 
DENVER, COLO. 
Automatic Control & 
Equipment Company 
Keystone 4-2055 
Acoma 2-6600 
DES MOINES, IOWA 
Deco Engineering Prod. 
Des Moines 8-5721 
DETROIT, MICH. 
D. T. Randall & Co. 
Woodward 2-4267 
HOUSTON, TEXAS 
Industrial Equip. Co: 
of Houston, Inc. 
Yukon 5431 
INDIANAPOLIS, IND. 
I. W. Cotton Co., Inc. 
Melrose 4-4433 


KANSAS CITY, MO. 


Hinds & Associates, Inc. 


Harrison 4145 


KINGSPORT, TENN. 
Equipment Sales Corp. 
Circle 5-6151 


LOS ANGELES, CAL. 
Continental Control Co. 
Hollywood 9-5111 


LOUISVILLE, KY. 
Richard Equipment Co. 
Wabash 6842 
Jackson 4726 


MEMPHIS, TENN. 

Industrial Boller & 
Equipment Company 

Memphis 37-7760 


MILWAUKEE, WIS. 
V. P. Hansen Company 
Dailey 8-2338 


NEWARK, N: J. 
Mitchell 3-9122 

NEW YORK, N. Y. 
Hanover 2-4737 
PHILADELPHIA, PA, 
Locust 7-5922 

ST. LOUIS, MO. 
Volunteer 3-7099 

SAN FRANCISCO, CAL, 
Juniper 4-7078 


OFFICES 


MINNEAPOLIS, MINN. 
Engineered Sales Co. 
Locust 0696 
NEW ORLEANS, LA. 
Mr. W. E. Bornemann 
Fairview 2504 
ODESSA, TEXAS 
Snyder Company, Inc. 
Odessa 6-4802 
PHOENIX, ARIZ. 
Cone & Wallace Co. 
CR 4-1600 
PITTSBURGH, PA. 
Russell F. Clark Co. 
Atlanta 1-8089 
PORTLAND, ORE. 
W. R. Norte Company 
Tuxedo 3459 
Atwater 6443 
RICHMOND, VA. 
Berkness Control & 
Equipment Corp. 
Richmond 3-5357 
ROCHESTER, N.Y. 
Niagara Electric 
Sales Company 
Hamilton 5166 
ST. LOUIS, MO. 
Hester-Bradley Co. 
Franklin 1-3406 
SALT LAKE CITY, UTAH 
Mr. Leonard M. Slusser 
Salt Lake City 5-2322 
SAN FRANCISCO, CAL. 
Continental Control Co. 
Sutter 1-4464 
SEATTLE, WASH. 
R. H. Liniger Company 
Alder 2305 
SOUTH BEND, IND. 
Havel Brothers 
South Bend 3-2193 
SPOKANE, WASH. 
East Point Sales Co. 
Riverside 5772 
TAMPA, FLA. 
Industrial Specialties 


Sale 
Tampa %- 1237 
—_ OKLA. 
nyder Company, Inc. 
sa 4-012 
sieianiine D.C. 
Gibson Engineering 
Oliver 2-7400 
CALGARY, ALBERTA 
MacKay-Morton 
Western Limited 
Calgary 6-6890 
EDMONTON, ALBERTA 
ee 
Western Limited 
Edmonton 45211 


MONTREAL, QUEBEC 
Martin Engineering, Inc. 
Wilbank 4185 
REGINA, SASKATCHEWAN 
MacKay- -Morton Limited 
SHERBROOKE, QUEBEC 
Martin Engineering, Inc. 
Lorraine 2-8535 


TORONTO, ONTARIO 
Martin Engineering, Ine. 
Empire 8-7553 
VANCOUVER, B.C. 
Pacific Controls Co. 
Tatlow 1228 
WINNIPEG, MANITOBA 
MacKay- -Morton Limit 
Winnipeg 927231 


Stocking Representatives in 
Brussels, Milan, Paris and Tokyo 
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Arne Lovendahl 

Middle Atlantic 

Sales Manager 
Philadelphia 


Lew Smith 
Sales Manager 
Commercial Burners 


Jack Eaglisby 
Sales Manager 
Power Boilers 


—t 











Dana Fisher 


Phil Foglio Bill Tallon 

New York Sales Manager _ Manager 
Sales Manager Panels and Accessories Field Engineering 

New York 


When you sell Fireye Flame Failure Safeguards you are 
confident of successful installations. You not only get 
the most dependable controls, but also the assistance of 
Fireye’s national organization of combustion engineers 
... the best sales engineering and installation service 
in the industry. 


In your area one of the men pictured here heads a group 
which is fully qualified — through education, experi- 
ence and highly specialized Fireye train- 
Ng—to advise and assist you on all 
Problems of combustion engineering 
ond prevention of flame failure explo- 


Sales Manager, Cleveland 





Walt Featherstone 
Pacific Coast 
Sales Manager 
San Francisco 


Ken Blaine 
Southeastern 
Sales Manager, Atianta 


Earl Bedard 
North Central 








Meet the leaders of Fireye’s 
Coast-to-Coast 
Service Engineering Team... 








COMBUSTION CONTROL DIVISION Electronics Corporation of America, Dept. C20-12, 718 Beacon Street, Boston, Massachusetts 















Floyd Leake 


“Eric’’ Erickson “Chris’’ Christiansen 
Southwestern Midwestern Sales Engineer 
Sales Manager, Dallas Sales Manager, Chicago New England 


sions. Each is qualified to assume undivided responsi- 
bility for furnishing suggested specifications, and a 
wiring diagram integrating all associated operating 
controls and fuel shutoff valves into the ideal flame 
failure and programming control for the proposed 
installation. Moreover, each is available to train and 
supervise your installation personnel. 


Telephone your nearest FIREYE AREA OFFICE for all 
the facts about Fireye’s engineering 
service —and about Fireye, America’s 
accepted flame failure safeguard... 
the standard of industry. 
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In 1879, 1t was the new 


“Wing's Disc Fan” 


™ % 


It was 75 years ago that L. J. 
Wing, an ingenious Yankee who had 
come to New York with some ideas 
about mechanical devices, formed the 
company which later became the 
L. J. Wing Mfg. Co., for the purpose 
of manufacturing and selling ““Wing’s 
Disc Fan’ which, according to his 
catalog, would “‘move more air than 





any other Fan made for heating, ven- 
tilation, drying, etc., as competitive 
trials have shown”’. Today, Wing prod- 
ucts for ventilation, heating and com- 
bustion are known for their efficiency 
and dependability in all parts of the 
world. The company Mr. Wing founded 
has kept his ideals of originality and 
excellence constantly before them. 




















today, Wing Fans, Blowers, 






Unit Heaters, Draft Inducers 


and Turbines are serving 


















. 
FACTORIES: L. J , Wi ng Stor  Ofey OFFICES IN 
LINDEN, N.J. * PRINCIPAL CITIES « 
2 EUROPEAN REPRESENTATIVE 
FOR HEATERS : 
MONTREAL ETABLISSEMENT WANSON 


CANADA Linden * New Jersey BRUSSELS + BELGIUM 











Siebring AUTOMATIC 





Model 101 


PORTABLE OIL-GAS FURNACE 


For Home, Industrial, Farm Use 


Ideal portable or stationary heat 
for outside jobs, buildings under 
construction, industrial plants, and 
numerous hard-to-handle heating 
problems. Instant heat, excellent 
circulatory system. Completely 
wired and tested at factory — no 
costly installation. Heats buildings 
60’ x 40’, equipped with Honeywell 
controls. Low initial cost and high 
operating efficiency. 





Write for free literature 
and attractive dealer 
offer. 


Dept. FO-2 


7m 


Ce Od OF 
GEORGE, IOWA 








ARTCRAFT 


Direct Fired 


SPACE HEATERS 


THE MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 


SERIES "A" FOR 


© INDUSTRIAL 
BUILDINGS 


© BARRACKS 

© REPAIR SHOPS 

© HANGARS 

e WAREHOUSES 
© SCHOOLS 


,° RECREATION 
HALLS, 
CHURCHES, 
ETC. 


FIRED WITH GAS 
OR OIL 
Capacities: 200,000-2,000,000 8.T.U. 


(Also Suspended Furnaces, 
75,000-750,000 B.T.U.) 


Manufactured by 


Chicago Steel Furnace Co. 


9326 S$. ANTHONY AVENUE 
CHICAGO 17, ILL. 
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' expert who rightly takes an interest in 


how safe your big jobs are! 
22. LOW-WATER PROBLEMS? Impor- 
tant as they are on domestic installa- 


| tions, problems of protecting steam 


boilers against low-water hazards and 
of feeding make-up water automati- 
cally are even more important on com- 
mercial and industrial 
Whereas many domestic steam heating 
plants lose so little steam and con- 


installations. 


densate as to need make-up water only 
two or three times a heating season, 
many extremely large steam heating 
plants need make-up several times a 
week-——with the boiler given make-up 
water by hand—and a large boiler 
connected to a faulty heating plant may 
need hand feeding three times a day. 
The problem of make-up water for a 
commercial or industrial boiler is so 
important that on some jobs meters are 
used to measure the amount of make- 
up water; that’s a measure not known 
in the field of domestic oilburners. 


Safeguards against low Water 


Because of the dollar value of enor- 
mous steam boilers, they should be 
served by low-water cut-out controls 
of maximum dependability. On a big 


| job, the low-water control goes into 
' action more often than on a small job 


-with the boiler given make-up water 


| by hand. Safeguards used on some in- 


dustrial installations include installing 
two low water controls instead of one 
(the second control will act if the first 


| one fails) and having low water con- 


| trols checked once or twice a week to 
| make certain they will shut off the 


burners in case of low water. Such safe- 
guards also are not known in the field 
of domestic oilburners. 

All-in-all, low-water problems are 
far more important in the commercial- 
industrial oilburner field than in the 
field of domestic oilburners. Domestic 
oilburner men entering the commercial- 


| industrial field should learn the com- 
| mercial-industrial methods for protect- 


ing against low water. 


23. SMOKE PROBLEMS? Qilburners 


| using residual fueloils at high burning 


rates have greater tendencies to get into 


smoke-producing trouble than do do- 


| mestic burners. Smoke from a big burn- 





er can be a catastrophe for an entire 
town or neighborhood, whereas smoke 
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from a low-capacity domestic oilburn- 
er often annoys no one. For those rea: 
sons, some extremely large installations 
are equipped with electronic smoke in- 
dicating devices, alarms that warn of 
chimney smoke, and even smoke re- 
corders. The use of a smoke checking 
instrument is more important on a big 
installation than on a domestic installa- 
tion, when combustion tests are being 
made. If you are preparing to enter the 
field of high-capacity commercial: 
industrial oilburners, learn about the 
smoke indicators, alarms, and recorders 
mentioned above. Become prepared to 
give smoke much more attention than 
it needs in the domestic burner field. 

24. OIL TANK GAGE? Thanks to the 
popularity of 275-gallon inside tanks, 
many domestic burner men know next 
to nothing about tank gages for big 
outside tanks—entering the field of big 
burners need to learn about tank gages 
suitable for commercial-industrial in’ 
stallations. On big jobs, accuracy of the 
gages is more important than on small 
jobs. Check-ups of daily oil consump 
tion, made on many industrial installa 
tions, depend on the accuracy of the 
oil tank gages. 

25. WIRING DIAGRAM ON Jo? The 
wiring diagrams of most domestic oil 
heating set-ups are extremely simple— 
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so simple that a serviceman can start 
hunting wiring and control trouble 
without referring to a diagram of how 
the installation is wired. Things are 
greatly different on an installation hav- 
ing big automatic burners for No. 6 
oil, loads of automatic auxiliary equip- 
ment, and hundreds of electrical con- 
nections. I’m thinking of one job with 
42 wires in a conduit that runs to a 
control panel. Prepare for future trou- 
ble, complications, or improvements, 
when you are making a big oilburner 
installation, by making an excellent 
diagram that shows precisely how the 
equipment is wired. Show every elec- 
trical motor, heater, control, etc. Show 
which wires serve which functions. 
Show junction boxes and panels, and 
identify the wires in them. File one 
copy of the wiring diagram for tuture 
reference. Give the owner a copy. 
Leave a copy in a safe place in the 
boiler room where your serviceman can 
locate it when he needs it. On installa- 
tions having extremely complicated 
controls and wiring, many hours of 
valuable time can be saved by refer- 
ring to an excellent wiring diagram, 
when problems related to controls and 
wiring must be solved. 

26. INSTRUCTIONS ON JOB? High- 
capacity burners using Nos. 5 and 6 
fueloils usually need considerable at- 
tention. Daily cleaning of atomizing 
cups, weekly cleaning of suction line 
strainers, monthly cleaning of boiler 

















for MzL FUEL OIL HEATERS 








You can be sure of all these if you specify a 


Mel FUEL OIL HEATER 


There’s a type for every fuel oil heat- 
ing need—commercial or industrial. 


They meet the standards of the Fuel 
Oil and Water Heater Manufacturing 


Association. 


Send for our complete catalog includ- 
ing data on the new M & L Fuel Oil 
Guardian Heater (832-52-SA).” 








































PERFORMANCE 
STANDARDS 


Expert design by experienced heating 


engineers 


Carefully selected from a wide range 


®* 


of construction materials 





» Full protection against corrosion 





-» M & L Guarantee against defects in 


workmanship and materials 





“U" TUBE 2 OR 6 
PASS TYPE HEATER 





*New York City Approval No. 


28 Ogden Street Newark 4, New Jersey 


SALES 


REPRESENTATIVES IN PRINCIPAL CITIES 














A NOTABLE ISSUE OF UNUSUAL MERIT AND 


JANUARY STATISTICAL 


A "Four-Fold" Value in One Number 


FUELOIL & OIL HEAT, for the last 27 of its 33 years, each January, 
has given a useful and penetrating analysis of all the Oilheating 
and Fueloil’s Industry’s activity for the preceding 12 months. It 
includes much valuable material from previous years, and some of 
the tables, and other material, give you a 15 to 20 year picture. The 
enormous scope and accuracy of its facts on sales, technical develop- 
ments, production and trends in marketing have brought the 
JANUARY STATISTICAL & REVIEW ISSUE (Yearbook) a respect 
and intensity of readership rarely equalled in the field of business 
journalism. Certainly, nothing published in the entire heating field, 
nor in the oil industry, remotely compares with it in value to read- 
er and advertiser. This readership, and its “over-and-over-again”’ 
use, make it an unusually good advertising medium. If you have 
anything to sell or say to the oilheating and fueloil dealers, jobbers, 
supply houses, manufacturers, or to salesmen, installers, service 
men and others interested—this is your No. 1 Medium. FUELOIL 
& OILHEAT advertising can do the advertising part of your job 
ALONE! No other medium is needed! 
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THE JANUARY ISSUE is timely. Along with the Special January 
Statistical & Review Issue (see above) it also has the every-issue 
features, and seasonal information which make it “the Bible’ of 
the oilheating man, and the fueloil men—marketer, engineer and 
production expert. Every issue is crammed with good and profit- 
able reading which make it a necessity for anybody doing much 
oilheating or fueloil business, regardless of their other activities. 
Oilheating and fueloil selling and handling is a SEPARATE BUSI- 
NESS, needing separate, special help! 








2 West 45th Street, New York 36, N. Y. e (MUrray Hill 2-4786) 


Chicago: 224 S. Michigan Bivd., Room 200 @ (Wabash 2-9548) 


FUELOIL & OIL HEAT 


Michigan-Ohio: 177 No. Main St., Oberlin, Ohio 


Pacific: Don Harway, 1709 W. 8th St., Los Angeles 4 © (Dunkirk 2-8576) 
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OPPORTUNITY FOR READERS AND ADVERTISERS 


& REVIEW & SHOW ISSUE 


(YEARBOOK) 


It will reach the field ahead of the opening of NATIONAL HOME 
BUILDERS’ SHOW, Chicago, Jan. 16-20. Copies will be distributed 
there. It will provide an excellent opportunity for Exhibitors to 
“pre-sell”’ their Exhibits to that portion of our readership inter- 
esting in selling part of their oilheating and fueloil for new building. 
For Non-Exhibitors an ad takes your name and product into the Show. 


+e — 


The January Issue is also our Official Issue for 


The 12th INTERNATIONAL HEATING & VENTILATING 
AIR CONDITIONING EXPOSITION—PHILADELPHIA 


JANUARY 24-28. 


This has always been, from a heating standpoint, predominately an 
OILHEATING SHOW. Examine the list of Exhibitors, and check 
the heating equipment Exhibits when you attend, and you will find 
this to be true. Extra copies of this issue will be distributed at the 
Show, and since it will reach the field well before opening, it affords 
Exhibitors a way to assure success of their displays by inviting our 
Readers in. Remember that this is a huge Show, and “previews” 
are most valuable. For Non-Exhibitors, this is an avenue of entry 
into The Show, and a chance to share in the enormous interest which 
this great event will develop among our readers. All issues of FUEL- 
OIL & OILHEAT are good for our Advertisers and Readers. This 
one has special, extra, added values for both—and there is no in- 
crease in advertising rates! 
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SHOULD WE RESERVE SPACE FOR YOU? 
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FUEL OIL PUMPS 


Compact, lightweight pumps 
that operate at wide ranges 
of speed—to handle oils of 
all viscosities and give long 
trouble-free life. 





Direct-drive design 


Roller tolerances permit handling 
extraneous matter that would jam 
other mechanisms. Good suction 
characteristics. Capacities 60- 
600 GPH; pressures to 100 psi. 
Ask for Bulletin A-1330 





Reduction-drive design 


Time-tested Kraiss! design for di- 
rect burner supply—or as boost- 
er pump. The pump that will pull 
heavy oil when it is cold. Capaci- 
ties, 75-1800 GPH; pressures to 
100 psi. Ask for Bulletin A-1193. 


Bulletin A-1330 and/or _ Bulletin 
A-1193 . . . gives you full data— 
write for your copy today! 
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295 Williams Ave., Hackensack, N. J. 
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flues may be required. Attention may 
be needed for adjustments that provide 
buildings with different amounts of 
heat and that raise or lower the tem- 
perature of hot water provided for 
faucets. The pressure gages and ther- 
mometers of complicated installations 
should be read and interpreted prop- 
erly by the men who see the equipment 
daily and judge whether or not it is 
running properly. 
Because an industrial installation 
needs regular attention, the burner 
dealer who services it should provide 
written instructions which list precisely 
the items the owner’s employees should 
tend to daily, weekly, monthly, etc. 
The instructions should be complete-— 
the superintendent of a school or 
apartment house, for example, should 
have written covering 
every chore he should tend to as part 
of his work of keeping the oilheating 
equipment operating properly. The in- 
structions should cover daily checking 
of oil flames to make certain of no 
smoke, and proper lubrication of all 
motor bearings and other bearings. 


instructions 


Complete instructions include a de- 
tailed list of items to be checked by 
a superintendent or maintenance man 
when a burner refuses to run—a list of 
what to do in a no-heat emergency, or 
what to do before calling a serviceman. 

27. COMBUSTION TESTS? Highly efh- 
cient performance means saving thou- 
sands of gallons of fueloil yearly on 
commercial - industrial installations, 
and can be gained only through proper 
use of combustion testing instruments. 
Permanently installed stack thermom- 
eters and COsz indicators and record- 
ers for extremely large installations 
were discussed in item #18 in this 
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series of articles. Permanently installed 
smoke checking instruments for large 
installations were mentioned in item 


#23. 


Frequent Checks Advised 


Installations not large enough to 
justify the use of permanently installed 
combustion testing instruments should 
be checked frequently with portable 
instruments—once-a-month checking is 
in order for many jobs that use about 
15,000 gallons of oil per month during 
coldest months, for example. Often 
this matter can be handled best by pro- 
viding an intelligent superintendent or 
maintenance man with his own set of 
combustion testing instruments, teach- 
ing him how to use these, and having 
him do the combustion testing on a 
once-a-week or once-a-month basis. 
Have the combustion test readings en- 
tered in a notebook that oilburner ex- 
perts can study when they call to serv 
ice the job. This in-between course fits 
the requirements of jobs not quite 
large enough to justify the installation 
of power plant type instruments that 
indicate, or indicate and record—but 
large enough to need regular use of 
combustion testing instruments. Much 
fueloil can be saved by making com- 
bustion testing experts out of the main- 
tenance men whose daily work neces’ 
sarily includes checking the perform 
ance of commercial and_ industrial 
burners. Saving fueloil in this way adds 
to the glory of the oilburners you install 









MODEL JR & D4R 


Burn up to No. 5 
Grade Fuel Oil 


MODEL L-3 


For Fuel Oils up to 
No. 3 Grade 





RAYFIELD-STAFFCO 


AUTOMATIC OIL BURNERS 
designed to heat BEST .. . for LESS! 


Reduce heating costs . . 


to a skyscraper... 


your heating job. 


our complete line. 
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. increase 
profits! Diesel principle, conversion 
installations and rotary units for any 
grade of fuel oil. From a bungalow 
there’s a 
dependable, long-lasting Rayfield- 
Staffco Oil Burner to profitably solve 


WRITE TODAY for information on 







MODEL VEAR 


For No. 5 and 6 
Fuel Oil 


RAYFIELD-STAFFCO BURNER CO. 


2066 CANALPORT AVENUE 


CHICAGO 8, ILLINOIS 
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PREFERRED 


INDUSTRIAL 
ANTI-SYPHON VALVES 


Non-Adijustable Angle Type 
Heavy Bronze Construction 
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A COMPLETE LINE 


TYPE A—1%4" to 3”. Maxi- 
mum capacity to 1000 G.P.H., 
even with #6 oil. 

TYPE B—%4” and 1”. Maxi- 
mum capacity to 100 G.P.H., 
for #1 to #5 oil. 

TYPE C—%” and %”. Maxi- 
mum capacity to 30 G.P.H. of 
#1 and #3 oil. 














Approved by Underwriters’ 
Laboratories, Inc. 






















SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
és 


Industrial 
Ovens 
e 


Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 











products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E. Baltimore Detroit 2, Mich. 


Canadian Distributor: Ontor Laboratory, Ltd. 
111 Tycos Drive, Toronto 10, Ont. 














Here's a Book on 
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oilburning 
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to help you: 


® Installing big boilers 
© New Techniques for heavy oil 


© Oil preheating problems 


The book, “COMMERCIAL-INDUSTRIAL OIL- 
BURNING,’ contains a series of articles on the sub- 
jects that have appeared in the magazine FUELOIL 
& OIL HEAT, including 12 features by Kalman 
Steiner on the “Design of the industrial installa- 


tion.” 


This series begins with a brief “Introduction to 
industrial Oilburning” and then discusses in suc- 
cession, computing boiler load and _ selecting 
burner size, combustion volume, boiler types and 
firebox construction, water tube boilers, selection 
of burner and accessory equipment, boiler settings, 
function and operation of primary controls, other 
controls, function and application of fueloil pre- 
heaters. Plus other outstanding features. 

This 80-page book is available with self-cover, 
814 x 11 page size, profusely illustrated with 
photographs, charts and diagrams. Price: $2.00. 


Please remit with order. We pay postage. 


Heating Publishers, Inc. 
2 West 45th St. 


New York 36, New York 
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and service. Don’t be afraid to spread 
information on how to operate oil- 
burners most efficiently! 

28. LOW-FIRE STARTS? If you know 
domestic oilburners and are learning 
about bigger burners, you should ob- 
tain information on the low-fire start- 
ing feature often used for burners that 
fire more than, say, 35 gph. Some 
makes of burners use this feature at 
considerably lower gph rates. Smooth- 
er, safer start-ups result from having 
burners light up while firing at a lesser 
rate than is needed for maximum loads. 
As an expert at burner equipment, you 
should learn all about the installation, 
maintenance, and servicing of the low- 
fire starting control equipment. 

29. MODULATED FIRING? Also en- 
tirely new to experts at domestic burn- 
ers, modulated firing equipment per- 
mits a commercial or industrial burner 
to run continuously while its fire size 
varies to match the load the burner 
carries. If the load becomes too light 
for the smallest flame the burner is 
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adjusted to provide, the burner starts 
and stops—when it runs, it fires at its 
lowest rate. The need for modulated 
firing is not encountered often by 
typical installers of commercial-indus- 
trial oilburners, because such firing 
rarely is advantageous for ordinary 
steam heating plants. But every com- 
mercial-industrial burner expert should 
know about this type of firing, because 
on exceptional jobs great advantages 
are gained by modulating the flames. 


30. BOILER WATER TREATMENT? The 
matter of chemical treatment of boiler 
water is of vastly greater importance 
in the field of big boilers than in the 
domestic boiler field. Chemicals are 
used for two distinctly different pur- 
poses. First, they are used to arrive at 
clean boilers and clean boiler water; 
this avoids the priming, surging, and 
foaming troubles caused by oil and 
other impurities in boiler water. The 
steam boiler that contains clean water 
tends to have a steady water line in 
its gage glass and tends to produce 
fairly dry steam. 


Second, chemicals are used to make 
the boiler water “kind to the boiler 





metal.” Used in this way, the chemi- 
cals increase the lives of boilers—elimj- 
nate need to replace steel boiler tubes 
and eliminate need to replace mud legs 
ruined after they packed tight with 
scale and sediment. 








This second use of chemicals is far 
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ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... 


GABRIEL BOILERS are adaptable to all types of fuel *¢ A.S.M.E. 
code constructed * National board registered * Modern welded 
X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. 


STEEL BOILER INSTITUTE CAPACITY RATED 
(Your assurance of reserve power) 


Boiler sizes for all industries. Write for name and 
address of your nearest Gabriel Boiler dealer. 
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Remote Reading 


LIQUID DEPTH GAUGES 


e Accurate, dependable readings — operates on 
principle of hydrostatic pressure. 


© Easy to install—on tanks above or below the 
ground and up to %4 of a mile away. 
® For tanks 20” to 50 ft. deep. 
SEND TODAY FOR BULLETIN PF. 


LIQUIDEPTH INDICATORS, INC. 
43-22 Tenth St. Long Island City 1, N. Y. 

















more complex than using chemicals Sile 
simply to clean boilers. It involves de- 
termining which types and amounts of D 
chemicals are needed for the particular 
: excell 
boiler. 
ers tc 
If your aim is to be able to give in- sidera 
telligent answers to all the technical gener 
questions that may be put to you by the cessit 
owners of the boilers your burners fire, Baby 
then you should learn a great deal con- and s 
cerning the proper application of provi 
chemicals to the water in steam boilers. rapid 
Though at the start you do not know unabl 
much about chemical treatment of boil- penda 
er water, you can safely tell the owner The 
of an industrial steam boiler that Hartf 
proper maintenance includes (a) water autom 
analysis to determine which chemicals broods 
will benefit the boiler and prolong the Unive 
life of the metal in it, and (b) appli- leadin 
cation of the proper chemicals in the nectic 
proper amounts—as often as is needed. plaine 
dent o 
hot ais 
ATTAIN ie 
GREATER SUCCESS || = 
low o 
matic 
IN “e 
SELLING a 
Comp: 
Almost Anyone Can Learn to Sell .. . If ra ; 
He'll Use the Proper Selling Techniques special 
@ For THE BENEFIT of those breaking into sell- _— 
ing and for improvement of active salesmen, 
W. A. Matheson, a director of Eureka Williams : 
Corp., wrote an exciting book on selling tech- 
niques that has helped thousands get ahead faster. 
He calls it THE SELLING MAN. He believes 
that almost anyone can sell if he'll take the 
trouble to learn. The techniques he suggests are 
practical because he has tested them himself. The 
$4.00 investment is a tiny price for so much 
helpful and profitable information. Pat 
We Pay Postage. PLEASE MAIL REMITTANCE WITH ORDER! 
$4.00 Special Price 
HEATING PUBLISHERS, Inc. 
2 West 45 St. New York 36, N. Y. 
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—. THE FACT that many 
poultrymen have experienced 
excellent results using coalfired brood- 
ers to warm baby chicks, labor con- 
siderations and high cost of operation, 
generally, have highlighted the ne- 
cessity to develop a better method. 
Baby chicks, of course, are delicate 
and since their undeveloped feathers 
provide little or no insulation against 
rapid heat loss which their bodies are 
unable to make up, utilization of a de- 
pendable heating system is mandatory. 
The Silent Glow Oil Burner Corp., 
Hartford, Conn., has developed an 
automatically oilfired system for 
brooders, working closely with the 
: University of Connecticut and several 
leading broiler raisers in eastern Con- 
necticut. Basically, the system, as ex- 
| plained by D. R. Sherman, vice-presi- 
dent of Silent Glow, “employs a closed 
hot air radiator giving the same basic 
effect as the old coal stove. Its princi- 
pal advantages are moderate first cost, 
low operating cost, completely auto- 
matic and trouble-free operation.” 
A number of these systems have 
been installed in Connecticut, with 


Components of a Little Red Hen oil- 

fired, radiant brooder system, showing 

oilfired heater, stack, standard and 

special duct sections, duct connectors 
and end pieces. 


Oilfired Warmth 
for baby Chicks 


Silent Glow brooder Heaters present sales Opportunities for oilheating Dealers 





distribution planned or under way in 
other states, their sale being handled 
through dealers appointed by a Silent 
Glow Division set up for the purpose, 
The Little Red Hen Equipment Co. 

Heart of the system is a specially de- 
signed heater, fired with a Silent Glow 
gun oilburner, but equipped with a 
heat exchanger similar to the type 
used by the armed forces in Arctic re- 
gions to heat large personnel tents. It 
is made of rustproof, stainless steel, 
resistance welded and gas tight. The 
entire heat exchanger is enclosed in an 
insulated steel jacket. 

In operation the system provides 
radiant heat for the baby chicks in this 
way: Heated air is generated in the 
heat exchanger, the air is forced 
through steel duct-like radiators. These 
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Cut-a-way photographic view of an 
installed Little Red Hen radiant brood- 
er system. Against the back wall is 
shown the closed, triangular duct 
through which heated air is distrib- 
uted. The duct is divided into two 
passes, the lower pass channeling the 
heated air, the upper portion serving 
as a return air duct to the heater. The 
bottom of the duct generates radiant 
heat to the chicks, while the built-in 
back plate at bottom develops warmth 
through conduction, protecting chicks 
from cold sills. A specially developed 
heater, fired with a Silent Glow pres- 
sure atomizing burner and controlled 
thermostatically, is an integral part of 
the system. 


are triangular in shape and installed 
along one wall of the poultry house, 
with metal hovers positioned above 
them to concentrate the radiant heat 
generated by the ducts. Accompanying 
photographs illustrate the chicks pat- 
tern under the hovers during cold 
weather, at night for example, and 
move around outside the hovers dur- 
ing the day when outside temperatures 
are more moderate. 

Entire operation is automatically 
controlled by a thermostat, which also 
permits flexibility in temperature set- 
tings; the system has a built-in humidi- 
fier, is draft free in that there are no 
convection currents, consists of stand- 
ard parts designed for easy installation. 

The component parts of the system 
include several types of the duct- 
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Heating Publishers, Ine. 
2 W. 45th St., N. Y. 36, N. Y. 


O.K. .. . Please ship ... 
Revised Edition of OIL BURNERS by Kalman 
Steiner @ $5.00 each. 


. copies of the New 


Enclosed is our (check), (money order). 
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es, ith easy when you have a new 
neuised dbitio of “Gills rpners”. 


It’s a reliable source of up-to-date information on Fuel Oil, 
Oilburners, Fuel Data, Problems of Oil Burner Design. 
Domestic Oil Burners, Fans & Electric Motors, Fueloil Pumps, 
Ignition Methods, Capacity of Boilers and Warm Air Furnaces, 
etc. It is one of the most complete oilburner books ever 


published. 


You can find the assistance you need in solving today’s oil- 
burner problems. Heating men can keep abreast of the times 
and plan ahead because of the valuable and helpful information 
contained in this New Revised Edition—“OIL BURNERS.’ 
You learn from the creative work of specialists by studying 


their methods, proofs, and conclusions. 








0 


502 pages, twenty-two chapters with illustration’; 
charts and graphs — $5.00. 
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radiators, shipped from the factory 
with the heater so that installers do 
not have to maintain a complete sheet 
metal shop. Installation instructions 
specify location of duct sections and 
incorporate diagrams showing how 
each section is afixed to one of the 
walls of the poultry house, connected 
to the adjoining section and how the 
duct run is finished off by the applica- 
tion of end pieces. 

A protective shed, located at the 
center of the coop and of simple wood 
construction, is provided to house the 
heater unit. A 4 ft. center duct sec- 
tion connects the heat distributing sys- 
tem to the heater and the space be- 
tween the two is packed with rock 
wool insulation. 


Combination System 


The system is entirely enclosed so 
that there is no chance of drawing 
dust or dirt from the poultry area into 
the 4arnace. Actually the Little Red 
Hen system combines warm air and 
radiant heat, the heater providing 
warmed aid to be circulated through 
ducts. Since there are no distribution 
grilles, however, the ducts become 
warmed and function as radiating 
units. Return air is brought back to 
the heater through the upper portion 
of the divided duct-radiator. 

Another feature permits adjustable 
heat distribution. The end pieces, 
which have been designed with ad- 
justable baffles, are normally closed, 
but can be opened when more heat is 
required. 

A companion piece of equipment to 
the brooder heating system is the Little 
Red Hen poultry destructor, offered 
as a solution to the problem faced by 
poultry farmers of destroying diseased 
poultry, eggs and other refuse. This, 
too, is a self-contained unit, fired with 
4 Silent Glow pressure atomizing 
burner, engineered in a compact 22” 
x 30” x 30” unit. It operates under 
Positive pressure so that no chimney 
draft is needed, loads from the top 
through a sealed counter-weighted 
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ENTERPRISE features 


—are YOURS for 


BIGGER 
BURNER 
SALES 
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—AND HIGH CUSTOMER 


SATISFACTION ! 











V-BELT DRIVE — 
EXCLUSIVELY 


ENTERPRISE pioneered 
V-Belt drive for Hori- 
zontal Rotary Oil Burn- 
ers. For 15 years they 
have been used exclu- 
sively, for greater effi- 
ciency, flexibility and 
economy ! 


*“*MEASURED-RATE”’ 
METERING PUMP 


Provides for exact deliv- 
ery of the proper quan- 
tity of oil to the burner 
— regardless of changes 
in temperature and vis- 
cosity. Another ENTER- 
PRISE first! 











Enterprise i hu 


DEPENDABLE 


LEAK-PROOF 
HINGE DESIGN 


New burner hinge does 
away with troublesome, 
leaky packing glands. 
“O” rings provide for 
positive, long-life seal- 
ing at this critical point! 


VENTURI -TYPE 
IGNITER 


Preferred for automatic 
starting, the ENTERPRISE 
igniter produces a clean, 
torch-like flame that 
eliminates carbonizing, 
provides failure-proof 
ignition. 
““ANGLE-VANE”’ 

AIR NOZZLE 

Provides full flame pat- 

tern control and efficiency 


regardless of firebox size 
and shape! 





ENTERPRISE ENGINE & MACHINERY CO. 
A Subsidiary of General Metals Corporation 
18th & Floride Sts., Sen Francisco 10, California 
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Daytime view of a Little Red Hen 
radiant brooder system, with the 
hovers lowered. 


door and has a clean-out door located 
at the bottom rear. 

The destructor can be used indoors 
or out and reduces material to a white 
ash, without smoke or odor. It offers 
a wider market than the brooder heat- 
er inasmuch as the unit is suitable for 
use by small animal farms, veteri- 
narian hospitals, kennels, laboratories 
and hospitals. 

Both products, however, represent 
diversification which provides both 


manufacturer and dealer with a broad- 
er outlet for equipment and fueloil 
sales. 

Mr. Sherman explains that “Selling 
and servicing these units can be a very 
profitable business for selected oil- 
burner dealers who specialize in the 
agricultural heating field.” One of the 
reasons, he points out, why this equip- 
ment will interest oilheating dealers is 
the fact that it provides an outlet for 
No. 2 fueloil other than home heating 


Night-time view of another installa- 
tion, showing chick pattern under 
hovers. 
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customers. Moreover delivery of fuel- 
oil to the poultry raisers is not con- 
fined to winter months but becomes 
an all year source of business. 

Oilheating dealers must remember 
though that poultrymen have sizable 
sums of money invested in each new 
batch of chicks so that dependable 
supply and service is all important. 
Dealers responsible for brooder heat- 
ing systems, particuularly, must be ex- 
perts not only in installation tech- 
niques because economical operation 
is so vital, but must be even more high- 
ly trained in service procedures. When 
or if a brooder heater breaks down, 
even a few minutes may mean life or 
death for the chicks, profit or loss for 
the poultryman. 


oe 


PREFERRED: Two bulletins Nos. 175-H 
and 176 deal with belt driven horizon- 
tal rotary type heavy-oil burners .and 
horizontal rotary-nozzle mix type com 
bination oil-gas burners. Both publica 
tions include sectional views of the 
models, installation layouts, burner 
specifications and equipment listings. 
Photographs of the units are utilized, 
as are charts and diagrams. Bulletin 
175-H_ describes Models B, BH, and 
BHE heavy-oilburners, and features the 
“Voluvalve” pump system, while num 
ber 176 is devoted to Model sr, adap- 
tation of the units mentioned in 175-H. 


Preferred Utilities Mfg. Corp., 1860 
Broadway, New York 23, N. Y. 


CONTINENTAL: Folder discusses the 
“Spinning Gas Technique” utilized in 
the line of Continental steam generv 
tors. Done in blue, white, and black, 
the publication is illustrated with pho 
tographs, cut-away drawings, and dia 
grams all aimed at explaining the ad 
vantages of the spinning gas technique 
as a “method of obtaining maximum 
heat transfer with a simplified design.” 
Sizes range from 20 to 500 hp. 

Boiler Engineering & Supply Co. 
Inc., Phoenixville, Pa. 
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IN FUEL OIL DELIVERY... 


ALL DAY LONG, in every phase of delivery service, the 
White 3000 pays its way in more work done... at lower cost 
...in shorter time. Look how it can save for you! 


See your White Representative for facts about its exclusive 


advantages—its savings and efficiency—for your business. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 
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Ind ustey Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 
15th. 


N. Y. Oil Heating Association 
elects Officers for next Year 


DURING THE ANNUAL meeting of the 
New York Oil Heating Association in 


New York City, November 8, the fol- 
lowing officers were re-elected for next 
year: president, Fred W. Heaney, 
Long Island City; vice president, 
Thomas J. Costello, Long Island City; 
treasurer, Joseph A. Ross, Jr., New 
York; Charles Kinsella, 
Brooklyn. 

William Mannion, Jr., Brooklyn, 
was elected sergeant at arms and six 
members were named to the Board of 
Directors to serve for a three year 
period. Victor A. Brenner, Brooklyn; 
A. E. Burns, Long Island City; Peter 


secretary, 








NEW FIROMATIC 


For Bottom Outlet Tanks 


ORDER BY FIGURE NOS. 


NO. 140-T 2" IPS (m) x 3" 
IPS (f) Non-fusible 


NO. 140-TF 1," IPS (m) x 3%" 
IPS (f) Fusible 


NO. 141-T 1/4" IPS (m) x 34" 
IPS (m) Non-fusible 


NO. 141-TF 1/2" IPS (m) x 3%" 
IPS (m) Fusible 


FIROMATIC PRODUCTS ... The 
Stendard Of The Industry For 
Nearly A Querter Century. 


FIROMATIC Design Can Be Imi- 
teted—But Firomatic Quality Ard 
Service Can Not Be Duplicated 


165 Dexter Avenue 
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Eliminates 


One Piece Design 
Chance of Leaks 


Curved For Ease Of Installation 


Handwheel Easily Accessible For 
Shut Off 


Available In Fusible or Non-Fusible 
Types 


Designed For Filter or Non-Filter 
Connections 


Watertown, Mass. 


December 
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Cirillo, Brooklyn, Thomas Costello, 
William Mannion, Jr.; and Anthony 
Panzera, Ozone Park. 

Philip H. Schepp continues to serve 
the group as executive secretary. 


Warm Air Association to have 
two-day Schools in 20 Cities 


THE NATIONAL WARM Air Association, 
Cleveland, O., will begin its Indoor 
Comfort Conferences in January. The 
two-day technical schools will be held 
in twenty cities. 

This year more information will be 
developed on the design and installa 
tion of systems with extended runs be- 
cause of the popularity of the ranch 
style house. Another important sub- 
ject will be the perimeter system of air 
distribution. 

In answer to requests, summer cool- 
ing will receive considerable attention 
at the 1955 conference. Heat gain cal- 
culation will be more fully considered 
along with other cooling problems such 
as condensation on slabs and in crawl 
spaces, and the transmission of noise 
from the equipment. 

Those attending the conferences will 
receive instruction and actual experi 
ence by working practical design prob 
lems in class. A Beginners Handbook 
has been developed for students of 
limited experience, exploring the fun 
damentals of heating engineering and 
providing background information for 
those who would like to prepare them 
selves for the classes. It will be sent to 
all who register in advance for the Con: 
ferences. 

Tuition will be $17.50 per student. 
Additional information and advance 
registration cards are available by writ 
ing the Conference chairman in your 
area. The schedule for the schools and 
the area chairmen are listed below: 

January 13: Evansville, Ind., B. J. 
Kneer, 300 Fourth Ave.; January 17: 
Nashville, Tenn., R. L. Farrar, 1720 
West End Ave.; January 27: Detroit, 
Mich., E. Simmons, 14286 Meyers Rd: 
January 31: Kalamazoo, Mich., G. W. 
Rynbrand, 2107 Schippers Lane; Feb 
ruary 3: Peoria, Ill., F. Mehrings, 10) 
Cass St.; February 10: Boston, Mass; 
W. H. Bowe, Jr., 352 “C” St., S. Bos 
ton; February 14: Durham, N. C. 
H. L. Godwin, 806 Ramseur St. 

February 17: Knoxville, Tenn., W 
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A. Simpson, 906 Sevier Ave., S. E.; 
February 21: St. Louis, Mo., C. S. 
Franke, 1300 Hampton Ave.; March 
3: Binghamton, N. Y., F. Meir, 1 
Lewis St.; March 7: Philadelphia, J. E. 
Phillips, 19th & Washington Ave.; 
March 10: Harrisburg, Pa., L. N. Yost, 
4300 Paxton St.; March 14: Saginaw, 
Mich., C. L. Schartow, 200 Haley St. 
at Larkin; March 30: Albuquerque, 
N. M., J. H. Smith, 612 N. First St., 
and April 4: Omaha, Nebr., L. C. 
Norton, 1201 Dodge St. 

April 7: Davenport, Ia., E. Adolphi, 
Federal & Charlotte St.; April 11: 
Madison, Wisc., C. W. Vaughn, 1806 
§. Park St.; April 14: Duluth, Minn., 
J. P. Nelson, 309-349 S. 5th Ave., W.; 
April 18: Fargo, N. D., R. E. Hartke, 
92 Northern Pacific Ave.; April 28: 
Hartford, Conn., C. W. Thomas, 133 
Laurel St. 


Wisconsin OHA meets, 
discusses promotion Fund 


THE WISCONSIN HOTEL, Milwaukee, 
Wis. was the scene of the Wisconsin 
Oil-Heat Association’s monthly meet- 
ing held on Cctober 28. Matters con- 
sidered by the group included the re- 
port of the Nominating Committee, 
and a preliminary reading of a resolu- 
tion, to be acted upon at the annual 
meeting, to set up a trust fund for pro- 
motional and educational purposes, 
along with the taking of a group pic- 
ture. 

Alfred Hegeman, Association, pres- 
ident, presided. 


Record Number of Companies 
plan Exhibits at Heating Show 


DISPLAYS for the 12th International 
Heating and Ventilating Exposition, to 
be held in the Commercial Museum 
and Convention Hall, Philadelphia, 
Jan. 24-28, 1955 already number over 
four hundred, the largest amount in 
the show’s history. Exhibit hours will 
be 2:00 to 10.00 P.M. on January 24; 
hoon to 10:00 P.M., January 25, 26 
and 27; noon to 6:00 P.M., final clos- 
ing, January 28. 

Staged in conjunction with the 61st 
annual meeting of its sponsor, The 
American Society of Heating and Ven- 
tilating Engineers, the Exposition’s ex- 
hibitors represent leading manufactur- 





ers of heating, venilating and air con- 
ditioning equipment, along with a dis- 
play set up by ASHVE itself. 

The ASHVE display will highlight the 
organization’s $200,000 research pro- 
gram which is being conducted through 
its own laboratory and cooperating 
universities and other institutions. In- 
cluded in this program are projects on 
heat flow through glass, odor percep- 
tion, noise in piping, air distribution by 
air jets, and air contaminants. 

The organization of the exposition 
is under the chairmanship of L. N. 





Hunter, president of ASHVE, and the 
management is conducted by the Inter- 
national Exposition Co., 480 Lexing- 


ton Ave., New York 17, N. Y., E. K. 


Stevens, president. 


C. B. Cramer speaks before 
airconditioning Conference 


ONE OF the featured speakers at the 
17th annual convention of the Refrig- 
eration Service Engineers Society 
which was held in the Minneapolis 
Auditorium, Minneapolis, Minn., on 
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PRODUCTS 


THE NEW LINE OF 


4, ae 
FUEL OIL FILTERS 


New Design .. . New Efficiency, New 
Handsome Packaging. 


Here’s another addition to Firomatic’s fam- 
ous line that includes over 80 types of 
Fusible and Non-Fusible Valves and Safety 
Devices. Added to your line, the new Firo- 
matic Filters will help to build sales and 


Soow- 


Watertown, Mass. 


. .. « Industry Groups 


November 18-21 was Clayton B. 
Cramer, compressor specialist of Car- 
rier Corp., Syracuse, New York. 

Speaking on the subject “Why 
Compressors grow old,” Cramer dis- 
cussed servicing, maintenance, and op- 
eration of refrigeration compression 
equipment before the Air Condition- 
ing Refrigeration Industry Educational 
Conference, jointly sponsored by the 
Air Conditioning and Refrigeration 
Institute and RSES. Cramer has been 
associated with Carrier for the past 
six years, and is the author of a book 
on heat transfer. 


Schurman re-elected Head 
of Burning Oil Distributors 


ANNOUNCEMENT has been made of the 
election of I. L. Schurman, Consumers 
Petroleum Co., Chicago, for another 
term as president of the Burning Oil 
Distributors Chicago 
group representing independent retail 
fueloil distributors. Other officers 
named at the same time were: Vice- 
president R. F. Doepel, Braun Bros. 
Oil Co., Winnetka; Secretary Paul J. 


Association, 

















WALKER 


Anderson, Petroleum Heat & Power 
Co., Chicago; Treasurer Harry A. 
Baldwin, Arrow Petroleum Co., Chi- 
cago. Lee R. Wolfe continues as execu- 
tive secretary. 

Seven directors also were added to 
the board at the group’s annual meet- 
ing. 

Those named were: J. E. Anderson, 
Racine Fuel Co.; H. J. Curran, Sub- 
urban Oil Co.; C. E. Lund, Lunoil 
Co.; James Lupori, Bell Oil Co.; Paul 
Anderson, Petroleum Heat and Pow- 
er Co.; J. E. Guilbault, South Side 
Petroleum Co.; R. J. Thompson, Apex 
Motor Fuel Co., all Chicago. 


Chicago Oil Burner Association 
has annual membership Meeting 


THE ANNUAL MEMBERSHIP meeting 
and dinner of the Chicago Oil Burner 
Association was held at the Illinois 
Athletic Club, Chicago, on Novem- 
ber 15. 

The following officers were elected: 
president, E. W. Jones, Iron Fireman 
Mfg. Co.; vice president, John Neu- 
stadt, Neustadt Fuel & Supply Co., 






The Original Calibrated 
DRAFT REGULATOR) 


See for Yourself How It 
Speeds Replacements 
and New Installations. 


WATCH FOR 


The Announcement 


and First Showing 


of the most revolutionary improvement 
(patents pending) since the introduction of 


automatic draft controls. 


First showing at the International Heating and Ventilating 
Exposition—Booth Number 405—Philadelphia—January 


24-28, 1955. 


Ze 
With ALL These Easy-To-Sell Features! 


Chicago; treasurer, J. J. Zang, Hern- 
don Heating & Cooling Corp. Named 
to the board of directors were A. B. 
Allen, Oil Burning Engineers, Inc. and 
C. F. McDonald, Willey & McDon- 
ald. 

Intended to encourage each member 
firm to be represented, the program 
was planned to give members an op- 
portunity to get acquainted with one 
another and the officers and staff of the 
organization. 

Following the business meeting Tom 
Duggan entertained the group. Lee R. 
Wolfe is executive secretary of the 
Association, and J. Neustadt, L. J. 
Sullivan, Harry Schaffer and E. W. 
Jones served on the entertainment com- 
mittee. 


South Jersey fuel Group 
holds 37th Anniversary 


THE THIRTY-SEVENTH anniversary of 
the South Jersey Fuel Merchants As- 
sociation was held on December 14 at 
the Chicken Barn of the Silver Lake 
Inn, Clementon, N. J. 

Under the direction of Roger Allen, 


.-o the L-CD is NEW °> 
Attractive and Improved 








e CALIBRATED ADJUSTMENT DIAL—"tune in" the exact 


draft needed for any heating system. 
e BAKED ENAMEL FINISH—on damper plate as long-lasting 


as it's handsome—appeals to your customers. 


e LONG, HEAVY GAUGE PRE-FORMED COLLAR—com- 


plete, ready for quick time-saving installation. 


¢ SENSITIVE SEALED PIVOTS—guaranteed to stay clean 


and friction-free for a long lifetime of service. 


WALKER Manufacturing & Sales Corp., 1750 Penn St., St. Joseph, Mo. 
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PERERLESS 


| lar wun one 


. AIR CONDITIONER 





Now, a dual zone air-cooled air conditioner really priced right to meet the mass market. Yes, here is your 














opportunity to join the great air conditioning parade with the most versatile unit ever produced. 

The best news of all . . . the Clima-Twin-Zone air conditioner is priced so low that your retail price, including 
normal installation, will be the same or even less than window-installed units which do not have the capacity 
or air delivery efficiency. 

Write today for full information on this hottest item in the cooling market! 


| BY THE 50-YEAR-OLD MAKERS OF FAMOUS PEERLESS HEATING AND AIR CONDITIONING 


@ Air cooled, 5 year warranted, hermeti- 
cally sealed, highest quality equipment. 

@ Individually-controlled zone cooling .. . 
for economy, cooling may be directed to 
living area during the day and sleeping 
area at night... or in mild weather— 
entire home can be cooled. 

® Small, flat-pan construction for ease and 
versatility of installation. Cabinet meas- 
ures only 48%” long, 29%” wide, 191” 
high. 


-- PEERLESS .--. | 


PEERLESS FURNACE & FOUNDRY, INC. 
1853 Ludlow Ave. ° Indianapolis 7, Ind. 


ya 


Gentlemen: 
Please rush me full information on your new 
Clima-Twin-Zone air conditioner. 
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door prizes and novelties were award- 
ed and a floor show was held. 


Jersey Association issues 
group insurance Report 


RECENTLY the Fuel Merchants Asso- 
ciation of New Jersey and its afhli- 
ated groups issued a report on the 
standing and results of its group in- 
surance plan which has completed its 
ninth year. 

The report showed that as of Au- 
gust 1, 1954 six groups were members 


of the program: Fuel Merchants As- 
sociation of New Jersey, Pennsyl- 
vania Retail Coal Merchants Asso- 
ciation, New England Fuel Dealers 
Association, Greater Philadelphia 
Fuel Conference, New Jersey Lum- 
bermen’s Association, and Fuel Oil 
Distributors of New Jersey. As of 
that date, the groups had increased 
their number of lives insured to 4,- 
624, with amounts of life insurance 
in force running at $13,412,000. 
Legal Trustees of the group insur- 
ance plan include Hugh O. Tomp- 
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win with MOTORR PUMP 


In petroleum product handling 
service, Motorpumps give long 
life, low maintenance. Under- 
ground tank or aboveground, 
pumping goes fast. 


Motorpumps are designed by 
engineers who know the an- 
swers—know how to use them 
to solve problems of pump 
efficiency and long life. 


For aboveground or under- 
ground tank service, Ingersoll- 
Rand self priming or straight 
centrifugal Motorpumps deliver 
the goods for years of service— 
at lowest operating and main- 
tenance costs. 


Get the facts of how Motor- 
pumps are tops for dollar value 
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—how they can help you to 
more profitable operations. 
Mail the coupon to: 


Ingersoll-Rand 


11 Broadway, New York 4, N. Y. 


Ingersoll-Rand Co. 
Resale Products Division 
11 Broadway, New York 4, N. Y. 


Gentlemen: I’m interested in more 
profitable operations. Please send 


without obligation. 


Name 
Firm Name 
Address ___ = 
City 

















kins, Charles C. Iliff, Timothy R, 
Loizeaux, Howard M. Mohrfeld, and 
Lester R. Weller, Jr. On the Board of 
Directors are Leonard Johnson, Ed. 
ward E. Hintz, C. F. Stauffer, Ar. 
thur Mason, Charles Kennedy, Aaron 
Rich, John Blondel, Edward E. Ester- 
line, James A. Kelley, James L. Wil- 
liams, and Walter T. Dwyer. 


Committees named for Indiana 
Contractors’ February Meeting 


SUB-COMMITTEES for the 37th annual 
convention of the Indiana Sheet Metal 
and Warm Air Heating Contractors’ 
Association have been named by Har- 
old Boyd, chairman of the Convention. 
He has been assisted by Charlie Buck 
and Homer Selch in planning the meet- 
ing on February 3-4, 1955, at the Hotel 
Severin, Indianapolis. 


The committees and the men serving 
are as follows: Program: Russell Har- 
ris, chairman; Homer Selch; T. B. 
Speaker; Frank Stewart; William Gar- 
ber, Jr. Hotel: Homer Selch, chairman; 
Don McCloskey; H. W. Meggs. Short 
Course: T. B. Speaker, chairman; 
Charles Buck; J. W. Ridgway. Ban- 
guet and Luncheon: Leonard Hull, 
chairman; Ray Boyd; George Vyver- 
berg; Howard Tout; Stubby Mathews; 
Robert Shelley; Chris Sorensen. 


Entertainment: Marvin Brezette, 
chairman, Al Nemec; Ted Kolbus; 
Robert Hurt. Ladies Program: Mrs. 
Nellie Mullin, Mrs. Joe Mattingly, 
Mrs. Lester Breier, Mrs. Riley Wil- 
coxon. Publicity: Oscar Mutz, chair 
man; Tom Hawks; Frank E. Ander’ 
son. Door Prize: Harry Dorsett, chair’ 
man; Tom Mutz; Dick Watson; Harry 
Singleton. Reception: Z. V. Hazelton, 
chairman; J. R. Walker; H. M. Daily; 
Ben Flock; Maxwell Goff; H. W. 
Meggs; L. W. Widney; Burns Currie; 
M. L. Thompson; Bill Tudor; Cornie 
Helwig and Harry Hurt. 


Home builders Show to set 
Record for Size, Attendance 


AN INTENSIVE five-day study of better 
management practices, up-to-the-min’ 
ute technical developments, successful 
sales.and merchandising methods and 
new and improved building products 
is in store for builders at the National 
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truck tank 
helps us to deliver 











gallons a day than 


old fashioned units,” 


A +*? rss Pi pear N says Mr. E. A. Roehling, President 
“(quo FUELS Co ‘vm, Liquid Fuels Company, Chicago, Illinois 
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i “Its big, 1800-gallon capacity means less backtracking and ready to go, in just four days after we furnished 
to reload. And its short design enables my drivers to the chassis.” 
y get through tight “T”’ alleys without backing. The A Butler route-matched fuel oil truck tank can deliver 
1, handy rear controls cut time on every stop. Drivers more gallons per day with each truck and driver on 
£ can deliver from either side too. your routes. See how it works out in dollars and cents. 
, “Butler delivered thistruck tank fromstock—mounted Write for descriptive folder today. . 
a 
ie 
BUTLER MANUFACTURING COMPANY 
7365 East 13th Street, Kansas City 26, Missouri 
[_] Please send me free illustrated folder on Butler route-matched fuel oil 
of truck tanks. 
a’ Manufacturers of Oil Equipment | ([] Have my Butler representative call. 
ul Steel Buildings ¢ Farm Equipment 
d Dry Cleaners Equipment ° Special Products | Name 
ts Factories at Kansas City, Mo. * Minneapolis, Minn, | Firm 
al Galesburg, Ill. * Richmond, Calif. | City State 
Birmingham, Ala. * Houston, Tex. | 
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Association of Home Builders annual 
convention and exposition in Chicago, 
January 16-20. 

For the tenth successive year, there 
will be a new record established in the 
size of the exposition. Over 350 lead- 
ing manufacturers will send more than 
3,000 representatives to show, explain 
and demonstrate the latest in building 
materials and home equipment, ac- 
cording to convention-exposition di- 
rector Paul S. Van Auken. 

Displays will fill 544 exhibit spaces 
in the Conrad Hilton and Sherman 
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Season's Greetings 


MAY THE NEW YEAR BRING 


PEACE 


GOOD WILL 
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PRECISION NOZZLES 


SPRINGFIELD AVENUE 


IRVINGTON, NEW JERSEY 
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Hotels. All classes of products used 
by builders will be represented. Scores 
of new and improved products will be 
shown for the first time. Improved 
product performance, installation and 
operating economies, and greater buy- 
er sales appeal are features which will 
be much in evidence as builders tour 
the displays, Van Auken said. 
Informative technical sessions will 
include reports on research findings 
from the airconditioned village at 
Austin, Texas, basement vs. basement- 
less homes and, by popular demand, 





pacer 
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another “How-to-do-it” circus, featur- 
ing demonstrations of latest building 
methods. Other sessions will be de- 
voted to merchandising, selling, public 
relations and related topics. 

Convention activities and the equip- 
ment displays are expected to attract 
a record turnout of 20,000 persons 
during the five-day meeting. 


NAHB hears Paul B. Wishart 


call for reduced home Costs 


SPEAKING before the concluding ban- 
quet session of the fall directors’ meet- 
ing of the National Association of 
Home Builders at the Hotel Roosevelt, 
N. Y. on October 25, 1954, Paul B. 
Wishart, president of the Minneapolis- 
Honeywell Regulator Co., Minneap- 
olis, Minn. told the 800 builders that 
a 10% reduction in the cost of new 
homes would bring their purchase price 
within the budget of 2% million 
American families who now cannot 
afford new homes. 

He suggested this cost reduction 
could be accomplished if builders 
adopted the mass-production tech 
niques and vigorous merchandising 
used by industrial firms. Wishart said 
that now that home building has 
achieved the status of a major induy 
try it must assume responsibility for 
continuously raising the American 
standard of living. 

Wishart concluded by noting that 
the growth and success of the home 
building industry will largely be deter’ 
mined by its ability to build homes 
which are “literally irresistible” in ap’ 
peal and price. 


Wholesalers Meeting Program 
to include trade practice Rules 


A STRICTLY business program has been 
planned for the National Heating 
Wholesalers Association’s annual con’ 
vention at the Bellevue-Stratford Hotel 
in Philadelphia, Pa. on January 20-22, 
1955, with the entire Friday afternoon 
of the 21st being devoted to a discu¥ 
sion of Trade Practice Rules and com 
pliance with them. 

Conducted by Federal employees of 
the Federal Trade Commission, the 
discussion will also be attended by af 
attorney who will be selected by the 
NHWA. Final draft of the rules wefe 
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~~ Mueller Climatrol quality at competitive prices 





























A new line of furnaces that lets you sell 





Now you can use the strong sales appeal Type 119 Gas-fired lowboy winter air condition- 
of Mueller Climatrol’s famous, nationally ad- _&7- 90,000 and 110,000 Btu input. For basement in- 
: stallation, compact and attractive. 
vertised brand name to close prospects who buy 
on price. For, here is a brand new line, not to Type 219 Oil-fired — otherwise identical to Type 
replace the Mueller Climatrol deluxe line, but 129 !owboy for basement installations. 


: to supplement it and give you the equipment Type 165 (available soon) Gas-fired horizontal 
for the competitive jobs. winter air conditioner. To be from 60,000 to 120,000 
Btu input. For attic, closet, and crawl-space instal- 

And you can sell with confidence that you lations. 


are offering a lot of value for the money — these 
seven, new winter air conditioners are quality- 
5 built throughout. They are compact, attractive, 
shipped assembled and pre-wired, easy to install. 


Think of all the extra sales opportunities this 
new, competitive Mueller Climatrol Suburban- 
aire line opens up for you! Get set to cash in on 
’em fast — send coupon right now for further 
information. 





Here’s the new Suburbanaire line-up: 


| Type 117 Gas-fired highboy. 80,000 and 100,000 eine stiri acti 


| Btu input. Rear location of burner manifold and flue 
outlet simplifies connection to chimney, minimizes 
n floor space required. 

2050N W. Oklahoma Avenue, Milwaukee 15, Wisconsin 


Tell me more about the n¢w, money-making Mueller 
Climatrol Types 117-217-118-218-119-219-165. 


Type 217 Oil-fired — otherwise identical to Type 
117 described above. 80,000 and 110,000 Btu input. 
f __ Type 118 Gas-fired counter-flow, winter air con- Name eae - alerts Mn no 
ditioner. 100,000 Btu input. Compact, attractive. Only 


‘ 6544” high, 2514” wide. Pre-wired, shipped assembled. 
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Type 218 Oil-fired — otherwise identical to Type 
118 described above. 100,000 Btu input. 
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circulated early in November and a 
Federal Trade Commission hearing on 
them took place in Chicago on Novem- 
ber 29. 

Other parts of the program will pro- 
vide information dealing with mer- 
chandising, freight claims and adjust- 
ments, heating dealers management 
courses, multiple group insurance, ac- 
counting, procedures design for whole- 


salers operation, and group business | 


sessions. 
Registration should be made at the 
Bellevue-Stratford as soon as possible, 





| 


and if members plan to stay for the 
ASHVE exhibit January 24 to 28, reser- 
vations should be made at the Walt 
Whitman Hotel in Camden, N. J. 


Massachusetts OHA discusses 
oil heat promotion Plan 


“WHAT IS BEING DONE by The Eastern 
Mass. Section of the proposed New 
England Oil Heat Promotion Program” 
was the title of a discussion held by 
the Massachusetts Oil Heat Associa- 
tion, at its 205th meeting November 9, 





A GOOD TIP 


“94” & “48” Nozzle Boxes 


Don’t jumble your nozzles 
loosely in your tool box 
like ‘‘nuts and bolts’’ if 

you expect them to he 
usable, Carry them se- 
curely in these sturdy, 
compact steel boxes. 








FLAME MIRRORS 


Until you can see the 
flame you can't tell 
whether or not a 
burner is_ firing 
properly! With a 
Monarch Flame 
Mirror you can 
see to check that 
the flame is bal- 
anced, the elec- 





trodes prop- 
erly located, 
and that 
there is no 
flame im- 


on pingement on 
ure — firevox 
or air cone. 


by 


|. Every Tip individually tested for Spray Angle 
and Capacity—your guarantee of uniformity. 


2. Self-Centering internal assembly always pro- 
duces a balanced spray—No lopsided fires. 


3. Micro-Finish of Tip and Disc seats plus ex- 
tremely close manufacturing tolerances insure 
accurate capacity control. 


4. Will handle any domestic oils currently being 
supplied in the United States or Canada. 


5. Tip, Dise and Locknut are made of a High 
Chrome Stainless Steel for maximum heat and 
wear resistance. 


6. Five different series available for producing 
various spray characteristics — all developed 
through hundreds of fire tests in both Laboratory 
and Field work. 


WRITE FOR CATALOG ''O"' 


DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents: (Except B.C.) Canadian General Filters Ltd, 


2679 Danforth Ave 
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1954 at the Hampton Court Hotel, 
Boston. 

The report provided a number of 
statistics of importance to the industry, 
along with covering the opinions and 
feelings of every segment of the field 
with regard to this important problem. 


IPAA Meeting considers 
FPC natural gas Controls 


THE PROBLEM of Federal Power Com- 
mission price controls on natural gas 
at the well-head was the chief topic 
discussed at the recent Independent 
Petroleum Assn. of America’s annual 
meeting at Tulsa, Oklahoma, October 
24-26, at the Mayo Hotel. 


W. M. Vaughey, president of the 
organization, pointed out that “For 
the first time in the history of the oil 
and gas industry, the federal govern- 
ment is prepared to control the price 
of gas at the wellhead.” He continued 
by emphasizing, “Beyond any question 
of doubt, this is one form of socialism. 
Morally, it just is not right.” 

Following Vaughey’s remarks, L. F. 
McCollum, president of Continental 
Oil Co., Houston, Texas, the next day, 
referred to the FPC’s move as a “can 
cerous growth of Federal bureau con- 
trol.” 

McCollum, commenting on the im- 
portance of various fuels to the Amer: 
ican way of life, noted that fueloil and 
natural gas “furnish 65% of the nav 
tion’s fuel requirements, with natural 
gas alone supplying 24%.” 

In conclusion, McCollum warned 
“Harm either of these energy sources, 
and the effect is bound to be felt 
throughout the country in reduced 
productivity and a lower standard of 
living.” 


Warm Air group discusses 
total business Picture 


BROKEN DOWN into three sub-cate’ 
gories, profits, markets, and techniques, 
general business conditions constituted 
the main topic of the annual conven 
tion held by the National Warm Ai 
Heating and Air Conditioning Asso 
ciation at the Hotel Cleveland, Cleve’ 
land, Ohio, on December 1-2, 1954. 


Speakers and subjects for the first 
(Please turn to page 124) 
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New ARCOFLAME 
OIL BURNER 








@ The all-new American-Standard 
Arcoflame Oil Burner has improved 
performance, yet it costs less. This 
high pressure burner fits all residen- 
tial boilers and furnaces no matter 
what the size or make; there are four 
gun lengths and three mounts — 
hanger, pedestal, flange. 

Capacity of the new Arcoflame 
Tfanges from 34 up to 3 gal./hour, 
with 14 nozzle sizes available. Direct 
drive makes the Arcoflame extra 
quiet, eliminates belts and boosts effi- 
ciency. New front end flame and air 
mixture controls make adjustments 
easier and more accurate, too. 


It’s lighter, easier to install! One 
man can easily handle the new Arco- 
flame, because it weighs only 52 
pounds. Its housing is fabricated 
from durable 14-gauge steel. 

To assure dependable operation, 
each burner is rigidly tested and in- 
spected before leaving the factory. 











...delivers the exact amount 





of heat for your residential jobs! 


All burners are listed by Under- 
writer’s Laboratories, Inc., for Nos. 1 
and 2 fuel oils. 

For more details and descriptive 
literature about the new Arcoflame 
Oil Burner, check your American- 
Standard wholesale distributor or 
write to us direct for Form 44-8. 





American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 
Serving home and industry: AMERICAN-STANDARD © AMERICAN BLOWER © CHURCH SEATS & WALL TILE © DETROIT CONTROLS © KEWANEE BOILERS © ROSS EXCHANGERS © SUNBEAM AIR CONDITIONERS 
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Manufacturers’ 
jetivities 


Penn previews educational 


Show on automatic Controls 
ON NOVEMBER 18 in South Bend, Ind., 


Penn Controls, Inc., Goshen, Ind., pre- 
viewed the first presentation of its 
“Controlorama,” all-new educational 
show for heating, airconditioning and 
refrigerating engineers and servicemen. 

The South Bend premiere was the 
first of a series of such shows that Penn 
will sponsor throughout the country in 
the coming months. R. H. Luscome, 
Penn general sales manager, explained 
that the South Bend show was an ex- 
periment to try out a unique concept 
in automatic control shows before it 
starts a tour in the spring. Eventually 
the circuit covered will include some 
40 cities. 

Penn has been conducting educa- 
tional shows for heating and refrigera- 
tion personnel since 1934, with the 
show continuously redesigned to keep 
pace with control industry advances 
and visual presentation improvement. 


“Controlorama,” Luscome reports, “‘is 
no exception. It is an entirely different 
show, with more emphasis given to the 
rapidly expanding airconditioning mar- 
ket than ever before.” 

The South Bend audience, for ex- 
ample, saw live demonstrator operat- 
ing systems showing residential heat- 
ing, airconditioning and refrigeration 
systems in simulated operation. Also, a 
new idea in visual aids supplements 
the animated charts and giant operat- 
ing controls. 

In the past, a heating show was con- 
ducted one night, followed by a cool- 
ing show the next evening. This year, 
the shows have been combined, made 
possible by a 5:30 P.M. starting time. 
The program includes a break for a 
buffet dinner and permits a service 
roundup question and answer session 
to be added. 

The South Bend presentation at- 
tracted an audience of 600, invited by 
wholesalers in South Bend, Misha- 
waka, Elkhart and Goshen, Ind. This 
same routine is to be followed when 
the regular schedule of meetings gets 
under way. 


Construction is started 


on UNARCO office Building 


CONSTRUCTION of a modern one-story 
ofice building located next to the 
Bloomington, Illinois plant of the Un- 
ion Asbestos & Rubber Co., Chicago, 
Ill. was started early this month. 
The new structure, which has a 4, 
400 sq. ft. floor area, will house the 
company’s Fibrous Products Division's 
Sales Department, Specification and 
Quality Control Department, and 
Production Control and Scheduling 
Department, currently located in the 
company’s main offices in Chicago. 
Aimed at consolidating all functions 
of the Division, the new building will 
be completely airconditioned. Approx- 
imately 50 employees in the Chicago 
office will be affected by the move. 


Veritas Co. announces liquid 
Fertilizer for fueloil Dealers 


A NEW LIQUID FERTILIZER, Virilium, is 
being introduced by the Veritas Co., 
Medway, Mass., to be used by fueloil 
dealers during the summer months. 
The perennial problem of utilizing 


“We Make More Profit 
When We Install 
REXOIL OIL BURNERS....” 


. . that statement represents the conclusion reached by an 
independent survey organization after interviewing a representa- 
tive group of Oil Burner Dealers in two sample cities. 


You, too, can make more profit by selling and installing the 


quality oil burner—REXOIL. 


REXOIL DEALERS MAKE MORE MONEY IN 4 WAYS! 


*FREE ENGINEERING SERVICE 


*25% LESS INSTALLATION COST 


This is really an extra clear profit for the REXOIL 
dealer. There's no Sin ue to make money than jest 


not to spend it, 


*PRACTICALLY NO REPAIRS 
Repairs are always ex 


repairs. 


JOBBER AND DEALER INQUIRIES INVITED! 
* Conclusions resulting from independent survey of ofl burner dealers. 


ive to the dealer and 
to the customer. Seldom does any REXOIL ever ne 


*ADVERTISING ASSISTANCE 
Prepared mailing pieces, newspaper mats, point of pur- 
aa displays, oP 4 are supplied to REXOIL dealers 
FREE. You pocket this saving, tool 


For those hard-to-figure jobs—REXOIL engineers will 
prepare ali plans and specifications without cost to you. 





REIF-REXOIL, 


imc. 
37 CARROLL ST. 


BUFFALO 3, NEW YORK 
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You get MORE for LESS with 


LAU Single lalet Wheels 


Oil Burners 
Air Conditioners 
Automotive Uses 


You get efficiency plus versatility Wheel Widths 134” t0 434” 


Diameters 41/,” to 9” 


LAU Single Inlet Wheels give you better air delivery. You get the Bore Rinoes ,” te m4 
greatest effective blade length to overall wheel length of ANY blow- | 
er wheel! Each Wheel Dynagraph balanced to assure smooth, true neo seepapte with Guarda 

or Lovejoy Hubs. (Wheel 
running and extremely close tolerances. The back plate may be pied- widthclless than 13/0 
out or solid, as desired. Available in Baked Enamel or Ruspruf available only upon special 
(special finishes on request). application. ) 





Lau engineering experience and know-how 


What’s your problem? 225 jou: disposat, Woite for catalog 707 


THE LAU BLOWER COMPANY ~* Dayton 7, Ohio 


LAU World’s Largest Manufacturers of Air Conditioning Blowers 


A 








trucks and holding good drivers be- 
tween April and September finds a 





partial solution by developing a profit- 
















able side line. 

According to the company, one oil 
truck can be converted to carry Viri- 
lium at the cost of approximately $300 
for hose, nozzle, and cleaning. One 
truck during the season can service 300 
customers with lawns averaging 4,000 
square feet. 

Using these figures as a base, 72 ap- 
plications would pay for the conver- 
sion and operating costs of the truck, 
driver's wage and cost of materials. 
Gross profit per truck might average 
$500 a week. 

The fertilizer program gives dealers 
an added opportunity to contact their 
regular customers during the off sea- 
son, and can develop new prospects 
for fueloil. 

The fertilizer concentrate is shipped 
in 55 gal. drums and its formula in- 
cludes 12% nitrogen, 8% available 
phosphoric acid, and 4% potash. 

Veritas plans to back the program 
with national advertising in shelter 


magazines and in local newspapers. 
Direct mail pieces are available to 
dealers. 

Lordon and Edwards (John T. Lor- 
don and Don J. Edwards), 103 Morse 
St., Watertown, Mass., are the manu- 
facturers’ representatives in New Eng- 
land. Frank P. Harbin, 6903 Marl- 
borough Rd., Baltimore 12, Md., will 
set up dealerships in Pennsylvania, 
Delaware, Maryland and the District 
of Columbia. 


Minneapolis-Honeywell makes 


Division personnel Changes 
MARSHALL B. TAFT has _ succeeded 


Stephen A. Keller as general manager 
of the Valve Division of Minneapolis- 
Honeywell Regulator Co., Minneap- 
olis, Minn, Keller has been named gen- 
eral manager of the new Heiland di- 
vision of the company in Denver. Taft 
was formerly assistant to the president 
of the firm’s Industrial Division in 
Philadelphia and now will have re- 
sponsibility for all phases of the divi- 
sions activities. 

Another appointment in the valve 
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division was Ralph A. Rockwell who 
is now chief engineer. He was director 
of engineering for the Mason-Neilan 
Co., Boston, before joining Honeywell, 
During his 30 years of association with 
the control industry, Rockwell has been 
responsible for a wide variety of valves 
and control systems. 


Infra publishes Booklet on 


metal Insulation for Attics 
A BROCHURE, recently published by 


Infra Insulation, Inc., New York, 
N. Y., gives installation instructions 
on insulating attics for maximum pro- 
tection against heat and vapor flow 
and timber rot with aluminum insula- 
tion. 

In addition to a condensed explana- 
tion of the laws of heat and vapor 
flow, such subjects as “How and where 
to install multiple accordion aluminum 
insulation generally; where to venti- 
late for proper heat and vapor circu 
lation; etc.” are also included. 

The brochure is obtainable, without 
charge, from Infra Insulation, Inc., 
525 Broadway, New York 12, N. Y. 
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FUEL OIL FILTER 
Model 2A-700 for aver- 
age size jobs. 








FUEL OIL FILTER 


jobs, 
j 


Replace Every General Cartridge 
You Sell— At Least Once Each Year. 


See us in Booth 
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FUEL OIL FILTER 
Model 2A-300 for big, 





Over a million GENERAL FUEL OIL FILTERS have been sold since General 


PROFITS WERE NEVER BETTER! 








introduced America’s first domestic fuel oil filter in 1939: A million individual 


profit possibilities at the time of the initial sale . . 
leads each year in the form of seasonal cartridge replacements! 
No wonder heating contractors are saying profits were never better. 


. An additional million sales 


/ The Original Domestic Fuel Oil Filter 














Model 1A-25 for small 


\_ Every oil burner . . . every service call . . . every oil delivery provides a 

\ potential additional sale— when you stock and sell fast-moving Generals. 
They’re available in three popular models —so there’s always one to fit the 
job. If you’re not already profiting from the General line, ask your jobber 
about details. 


General Filters carry 
this Underwriters’ 





CLEAN RIGHT SOOT REMOVER 


is a profit-maker, too! For any type heat- 
ing plant. Burns without flash or intense 
heat. Made for General Filters, Inc. 






Laboratories Seal at 
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GENERAL FILTERS, INC. 


43800 GRAND RIVER AVENUE - NOVI, MICHIGAN 


Canadian General Filters, Ltd. * 39 Crockford Blvd. * (Scarboro) Toronto, Canada 


6 at the A.S.H.V.E. Show, Philadelphia, January 24-28. 
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Station Wagon Displays 
featured by Bell & Gossett 
HEATING WHOLESALERS and contrac- 
tors in the Chicago area recently had 
an opportunity to inspect the products 
manufactured by Bell & Gossett Co., 
Morton Grove, Ill., when the company 
recently utilized a station wagon for 
display purposes. 

Originally conceived by Bornquist, 
Inc., district representatives for Bell & 
Gossett in the Chicago area, the unit 
exhibited forced hot water heating and 
cooling equipment, centrifugal pumps, 
heat exchangers and refrigeration 
equipment manufactured by B. & G. 

Mounted on a special platform in 
the rear of the station wagon, many 
of the units were exhibited in cut-away 
models. 

That’s George Bornquist showing 
the station wagon to E. J. Gossett, 
president. 


Dealer, Airconditioner Plans 
offered by Perfection Stove 
AMONG THE features of the new dealer 
profit protection plan recently an- 
nounced by Perfection Stove Co., 
Cleveland, Ohio, is a guarantee to 
dealers against price reductions on the 
1954 line of oil space heaters, portable 
heaters, and water heaters, along with 
the provision that there would be no 
changes in this line for 1955. 

Listing the 1954 models as 1955, 
D. S. Smith, president, explained, 
eliminates the problem of obsolete in- 
ventory which might otherwise have to 
be sold at a loss. 

The price reduction guarantee runs 
from October 1, 1954 to September 
30, 1955. In addition, the company 
has set up a schedule of datings and 
discounts of benefit to dealers. 

Perfection also announced that it 
has planned February deliveries for a 
new builders’ model 53,000 Btu oil 
heater with top flue opening for flush- 
to-wall installation. 

At the same time, Perfection inau- 
gurated a new airconditioner program 
aimed at benefiting the nation’s build- 
ing managers. As part of this program, 
the company will merchandise its air- 
conditioners on a 5-year cost amortiza- 
tion plan. It will also lease aircondi- 
tioners on a 5-year basis or longer. 
Additionally, Perfection under these 

















FUEL-TRON:...\ 


Oe & 
the amazing new product that y 


REMOVES the CAUSE of —s. s 
FUEL OIL TROUBLES Rt 


impROVED 







NEW 


. a good PRODUCT for your customers [x 


FUEL-TRON really works . . . be- 
cause it removes the cause of trouble 
in oil burners, tanks and lines. 


* Removes water and sludge 

* Prevents rust, corrosion 

* Keeps burners and tanks clean 
* Saves fuel and servicing 





YOUR COST AND YOUR PROFIT 
fet ole] ») PROFIT Size To Case LIST Dealer Dealer 


Price cost PROFIT 
for the dealer! Pint “a 6 (1 6 6h OO 
Gol. 6 


6.50 ea. 23.40 15.60 
PLUS 
FREE LOCAL ADVERTISING 


of dealer’s own choice! 


THIS CERTIFICATE, WORTH $1.50 
in advertising, is packed with every case of 
FUEL-TRON. Dealer may use it in either 
individual ads, or in combination with other 
items in his regular local advertising. 





DEALER ADVERTISING 
ALLOWANCE 

















Manufactured by 
RADIATOR SPECIALTY CO. 
1700 Dowd Road + Charlotte, N.C. 


In Canoda: Radiator Specialty Co. ltd., Toronto 
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plans finances wiring costs and pro- 
vides five years of free service with 
parts. 

In line with the expanded opera- 
tions, Perfection has opened a new 
airconditioner headquarters in New 
York City, located at the 270 Park 
Ave. Building. Murray Albaum has 
been appointed to head the Metropol- 
itan New York Commercial Air Con- 
ditioner Sales area. 

Also, E. J. McGrannahan is acting 
as commercial room airconditioner rep- 
resentative for Perfection in Kansas 


City, Mo. He will contact building 
managers and maintains headquarters 
in Perfection’s Midwest regional of- 
fice, 1200 Union Ave., Kansas City. 


Peerless Electric acquires 
Sherman Electric Company 


THE PURCHASE of the physical assets 
of the Sherman Electric Co., Inc., 
Warren, Ohio, by the Peerless Elec- 
tric Co., also of Warren, was an- 
nounced recently. At the same time it 
was revealed that Peerless had obtained 















DELAVAN TYPE A 
HOLLOW CONE 






spray quality. 






ELAVAN 


To Cut Down on ‘‘Call Backs’’ 


Replacing carboned nozzles 
with new DELAVAN nozzles 
has paid off for thousands of oil 
burner service departments. 
You'll save valuable time, re- 
duce service costs sharply, be- 
cause “no heat” calls and “call 
backs” are kept to a minimum. 
Install Delavan Nozzles with 
Hally Filters Attached. 


Every DELAVAN nozzle 
is spray-tested and 
proved accurate for rate 
of flow, spray angle and 


ONTOR LABORATORIES LTD. 
111 TYCOS DRIVE PARK ROAD 
P. O. TORONTO 10, CANADA 


new 





Write for 
Catalog 148B 










MANUFACTURING CO. “""” 
OHI 


Grand Ave. & 4th St. * West Des Moines, lowa er 
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an exclusive license to manufacture 
and sell all products covered by Sher. 
man patents. The Sherman Electric 
Co., however, remains as a royalty 
holding company. 

Alex and Arnold Sherman have 
joined the Peerless organization to 
form an Electronic Division, which wil] 
continue to produce Sherman products 
and design and manufacture electronic 
equipment other than that covered by 
the acquired patent rights. 


Sherman patents cover a number of 
electronic devices, among which is the 
“Restorer”—a device developed to 
quickly check and correct faulty ther- 
mocouple circuits. 


M-H magazine reports Research; 
‘Automation’ makes Dictionary 


THE CURRENT ISSUE of “Instrumenta 
tion,” technical publication of Minne- 
apolis-Honeywell’s Industrial Division, 
Philadelphia, reports on a walk-in test 
chamber that can artificially reproduce 
temperature, humidity and _ altitude 
conditions found anywhere in_ the 
world. 

The article describes how electronic 
instruments control environmental con’ 
ditions to test the Navy’s shore-based, 
shipboard and air-borne equipment. 
The test chamber is located at the Navy 
Electronics Laboratory at San Diego, 
Calif. 

Other articles describe how radia’ 
tions from the sun are recorded; the 
use of electronic instruments to regu’ 
late heat-treating operations; a. pulp 
bleach plant that is operated by one 
man through utilization of a graphic 
control panel; and the use of micro 
wave recording-telemetering system to 
centralize control of power generation. 

The Industrial Division recently 
surveyed engineers, technicians and in” 
dustrial executives and found that 82% 
of them favored the word “Automa 
tion” when they needed to describe 
automatically controlled operations. 
According to the 400 industrialists 
“automation” includes: automatic hat’ 
dling of materials, control of tempera’ 
ture, pressure and velocity; auto 
matic processing; assembly of parts: 
measurement of variables; receiving, 
storing and shipping function; comput 
ing and data handling; control of 





























STAINLESS STEEL SHAFT 
Won't corrode! 

High finish for better lubrication! 
Longer life and wearability! 


POROUS BRONZE BEARING 
Lubricates surface of shaft! 

Holds shaft in perfect alignment! 
im kolfok Me) mm lolale la 






































TACO GIVES YOU RUGGED PERFORMANCE— 


- 

@ Specially selected rugged motor ® Strong flexible drive spring elimi- 
gives lowest possible electrical alohi-x NA) o}dehitolaMmolale mmol +10] a-1 Mme | UIT-1) 
consumption... operation... 


SMa ali-iaearolale(-to] ol (-Milolalel-tMelelololeMolal- 
® Patented rotary seals eliminate circulator to four (4) sizes—% °, 
stuffing boxes and grease... ba ie or be 


Better Heating-Better with Taco 
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household devices and cost accounting. 

The study revealed that most of the _ plant. 
engineers and technicians do not con- 
sider “control” to be a part of instru- 
mentation. To industrial engineers, in- 
strumentation is descriptive of measur- 
ing and controlling instruments. 


The Trane Co. completes 

new factory Addition 

TO FACILITATE the fabrication and dis- 
tribution of its expanding aircondi- 
tioning and refrigeration lines, The 
Trane Co., La Crosse, Wis., recently 


completed another new addition to its 


The additional production area, 
which totals about 50,000 square feet, 
is needed primarily to permit a more 
integrated, production line operation 
on remote airconditioning units and 
unit ventilators, sales of which have 
increased during the past year. 

At the same time, it was revealed 
that Trane’s total sales have increased 
229% during the period 1946-1953, 
to $45,500,000, and that 1954 sales are 
expected to run at about $50,000,000, 

































Unrestricted 
Flow 


PHILADELPHIA 
HOSE REEL 


proves 
leakproof 
after 

1% million 
revolutions 





Hand-wound reel for rear 
box installation 











Electric driven reel for side box installation 


Self-tightening seal enables it to stand 
up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
wens gases and chemicals. Will never wear out. Ex- 
austively tested. 

No leaking, no sweating after a million revolutions at 
pressure from zero to 100 lb. per sq. in. 

A new, self-tightening seal in swing joint is the secret. This 
seal is easily, quickly replaced without breaking lines. 

Features tnclude light weight (85 lb.); holds 100 ft. of 114” 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 

This hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE e¢ PHILADELPHIA 34, PA. 
Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif, 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif. 












or about 260% more than the 1946 
figure. 


Heat-Timer introduced in 
Mid-West by Enterprise 


THE HEAT-TIMER system of heat regu- 
lation has been introduced in the Mid- 
West area by Enterprise Heat and 
Power Co., Chicago, Ill. The decision 
to promote the system in the area was 
the result of a survey in the New York 
area which reported favorably on its 
utilization in that section. 

The Heat-Timer system automati- 
cally regulates heat furnished to a 
building based on outdoor temperature 
and on the actual heat requirements of 
the individual building, and is aimed 
primarily at the commercial-industrial 
field. 

Enterprise has scheduled an exten- 
sive advertising, public relations and 
direct mail program to tie-in with 


Heat-Timer in the area. 





Constructed entirely from Lamneck 
Air Distribution Pipe and Fittings 
manufactured by Clayton & Lambert 
Mfg. Co., Louisville, Ky., this twelve 
foot, four inch high mechanical man 
named Rog Lamneck will be intro 
duced as part of the company’s display 
at the Air Conditioning Exposition in 
Philadelphia, January 24-28, 195). 
Symbolizing all Lamneck products, the 
robot-like figure will stand on a 1 
volving platform. A six-foot replica of 
the figure will be loaned to Lammeck 
wholesalers for display purposes. 


December 
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Autocar 
COST RECORD BOOK 










ia ANNUAL 
EDITION 





The Autocar Cost Record Book is a tradition 
among Autocar users. For the past thirty-two 
years, Autocar has made this book available to 
operators of heavy-duty trucks. The Cost Record 
Book has been continually edited and revised to 
keep pace with changing methods in accounting 
and in truck operating. It provides a simple and 


accurate system for keeping a record of operating 
ty EFA DY costs for each vehicle in a fleet, and for comparing ‘ 
costs, one with another, month by month. 


The thirty - third edition of this book is now 
available. A copy can be obtained by mailing in 
the coupon below. Our object in publishing it is 
not entirely altruistic, for it usually serves to re- 
veal to the operator the outstanding economy of 
his Autocars. 








Autocar Division of The White Motor Company, Exton, Pa. 


Please send me a free copy of the 
Autocar Cost Record Book for 1955 


Name 








Company. 








Street Address. 








AUTOCAR TRUCKS 


AUTOCAR DIVISION OF THE WHITE MOTOR COMPANY 
EXTON, PA. 


City. County State. 
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Honeywell “Acapulco Derby” 
won by 25 home Builders 


THE ACAPULCO DERBY, a contest spon- 
sored by the Minneapolis-Honeywell 
Regulator Co., Minneapolis, Minn., in 
conjunction with the National Associa- 
tion of Home Builders, was won by 25 
home builders. 

Of the total, 20 builders were award- 
ed the Mexican fishing holiday for ex- 
cellence of their merchandising during 
National Home Week in their NAHB 
regions; five others from the nation at 


large were chosen for outstanding work 
in developing and merchandising the 
trade-in home idea. 

The contest, in which more than 800 
builders competed, was judged at the 
fall meeting of the directors of the 
NAHB. 


Carlin burner Dealer tells 
Customers of his Services 


HARTFORD OIL HTG. CO., Hartford, 
Conn., has prepared a folder that ef- 
fectively tells its customers and pros- 
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G.ve Yourself A Christnas Present 


of the extra profit that can so easily be yours 
if you merely make sure there is a FULFLO 
FILTER on every oil burner you sell or service. 





COMMERCIAL FILTERS CORPORATION 








2 MAIN STREET, MELROSE 76, MASSACHUSETTS 
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Call wpams 2-1736 


HARTFORD OIL HEATING CO. | 
161 SO. WHITNEY STREET ps he 
HARTFORD, CONN. “gt 


pects the advantages of doing business 
with reputable dealers. Bert Watling, 
sales manager, The Carlin Co., Weth- 
ersfield, Conn., whose U.S. oilburners 
are one of the products handled by 
Hartford Oil Heating, regards the 
folder as an outstanding example of 
good selling performed by a piece of 
literature designed to improve dealer’ 
consumer relations. 

The three-fold folder, whose front 
cover is reproduced, contains on its 
inner pages a brief description of the 
25-year history of the company, found 
ed and still headed by Arthur T. Fine. 
It follows with an outline of the “4 
Way Heating Service” offered, which 
includes scientific analysis of heating 
requirements; complete specifications 
of material; careful, expert installa’ 
tion by trained workmen and contin 
ued service in the years to come. 

The folder shows also the trade 
marks and trade names of some of the 
products handled. In addition to the 
Carlin burners they include: Ameri’ 
can-Standard boilers, baseboards and 
radiators; National-Airoil industrial 
oilburners; Minneapolis - Honeywell 
controls. 


Applied Mechanics has moved 
to new Location in Boston 


COMPLETION of a move to larger and 
more modern quarters at 381-389 Con 
(Please turn to page 127) 
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There’s money in the air... 


when you sell CHRYSLER AIRTEMP! 















THE RIGHT HEATING AND 







































































































SS 
‘ COOLING’S YOUR ANSWER! 
rs 
YY 
he Chrysler Airtemp heating and cooling units are 
TT “made for each other.” Not only do they give your cus- 
itn willl tomers perfectly balanced Year "Round Air Conditioning, 
7 HM 
U TITAN but they simplify your job of installation. You will find, 
TAL , , 
| too, that widespread preference makes Chrysler Airtemp 
he cooling easier to sell—for installation with the furnace or 
d at any later date. Either way, it’s “twice the profit” for you! 
1e. 
* This ready-made opportunity to sell heating plus cooling 
h 
3 is only one of many plus features you will find 
of f ~~~ ready to work for you in the Chrysler Airtemp Franchise. 
. Write today for complete details. 
in’ 
Airtemp Division, Chrysler Corporation, Dayton 1, Ohio. 
_Chrysler Airtemp Hi-Boy Space Saver 

de (above) and Lo-Boy Space Saver (below) with 
he inverted “’V” cooling coil. 
he Le 
ri . 
nd , oT ae ee 
“al Air Conditioning’s 
et PNT a 

Chrysler Mirtemp 

DIVISION OF CHRYSLER 

d OP 
nd HEATING * AIR CONDITIONING FOR HOMES, BUSINESS AND INDUSTRY 
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Ever Lose a Job 


on Price ? 


Sure you have... and we’re not going to tell 
you that B&W lightweight Refractories will 
help you be the low bidder. 

But we can tell you this—it’s easy to justify 
the additional cost of a B&W Insulating Fire- 
brick Firebox, even to the customer who buys 
on price. In fact, his very attitude toward 
cost makes him easier to sell. When you tell 
him that your quotation is based on the best 
available equipment to give him low fuel bills, 
long life and freedom from repairs, he’ll listen. 
Give him an example. For instance... 

“I can buy a combustion chamber for as 
little as $3.95. However, the one I’m putting 
into this job costs about $9.00. Why is it 
worth the extra money? Because it insulates 
better and saves you as much as 25% on fuel. 
For you that’s $50 or more every year—just 
like putting money in your pocket!”’ 

And there’s another strong selling point in 
your favor, too—quieter operation. The same 
lightweight structure that enables B&W In- 
sulating Firebrick to cut fuel bills also absorbs 
combustion noise. No nerve-shattering “‘explo- 
sion” when the burner goes on. Your customer 
can fully enjoy the comfort of oil heat. 







Send today for the 
B&W FIREBOX HANDBOOK 


a valuable guide 
for every installer 
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New Prod: ucts 


Each New Products item has an identifying number. 
If you want more information on any equipment described 
here send the coupon on page 122 to FuELom & On 
HEAT, 2 West 45th St., New York 36, N. Y., and identify 


the product by circling its number on the coupon. 


OPW submerged tight Fill designed 
for Deliveries to underground Tanks 


OPW TIGHT FILL features simple mechanism and easy opera: 
tion. After removing fill cap from adaptor, the operator 
snap-locks the elbow into place. Bronze ? 
arms open automatically and engage 
the locking flange of the adaptor when 
the elbow is pressed onto it. To dis- 
engage, press the arms and lift the 
elbow. 

The coupler elbow, made of hi-ten- 
sile aluminum alloy, incorporates a 
plexiglass sight flow glass at the inlet 
end, enabling the operator to identify 
product, check flow during delivery 
and prevent disconnection of elbow 
while fueloil remains in the fill line. Elbow moves in a 360° 
arc. 

The adaptor has a straight thread, equipped with gasket. 
When a submerged filling tube is used, the adaptor screws 
down until the gasket seals against the flared tip on the sub- 
merged tube; if the tube cannot be used, the gasket seals 
against the upper edge of the fill pipe. The adaptor’s verti 
cal sealing surface prevents collection of foreign particles. 

Made by: OPW Corp., 2735 Colerain Ave., Cincinnati 
25, Ohio. 

Circle El on coupon, page 122 


Maid-O’-Mist manufactures automatic 
Humidifiers for convector Radiators 


AUTOMATIC HUMIDIFIERS are being made especially for 
modern, cabinet type hot water and steam convector radi 
ators by Maid-O’-Mist. They are available in two and fout 
trough units in ten different sizes with evaporating capac’ 
ities up to five gallons per day. Separate 94” copper water 
troughs which hold the evaporator pads are spaced to allow 
free flow of heated air between the pads with a minimum 
of air restriction. Humidifiers are completely automatic 
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with water supply taken directly from hot water convector 
and controlled by float valve. On steam installations, water 
is taken from nearest water supply through small copper 
tubing. Brass and copper construction throughout. | 
Made by: Maid-O’-Mist, Inc., 3217 N. Pulaski Rd., | 
Chicago 41, IIl. | 
Circle E2 on coupon, page 122 


Thrush air Eliminator recommended 
for panel or baseboard Installations 
INSTALLED in the return main, the Thrush air eliminator 


collects and eliminates air from water in a hot water heating 
system. Recommended for all 


floor and ceiling panel radiant 
systems, as well as baseboard 


systems, the eliminator does | ain isason | 
away with the need for con- enero 
tinual venting of a panel or 
baseboard system to purge out 
alr. 

After the system is filled Md, . 
with water and fired, air often is trapped in small pipe or 
tubing. By breaking the water flow in the air eliminator, | 
air flows with the circulated water to be trapped in the | 
eiminator. Each one is factory-equipped with a Thrush | 








No. 5 air vent, which releases air automatically and main- 
tains the proper water level in the eliminator, 


Made by: H. A. Thrush & Co., Peru, Indiana. 
Circle E3 on coupon, page 122 


Airtemp introduces ‘Space Saver,’ 
year-round airconditioning System 


AIRTEMP DIVISION has announced a new year-round resi- | 
dential airconditioning combination, the “Spacesaver.” | 
Incorporated as part of the furnace, 
the “V™ type cooling coil provides air- 
conditioning with no loss of floor space 
because it requires only 14144” of addi- 
tional height above the furnace. The 
“space saver” includes the “V-coil” 
(available in four models), an Airtemp 
waterless or water cooled condensing 
unit, and an Airtemp Lo or Hi-Boy 
furnace. Seamless copper tubing is used 
to pipe Freon refrigerant between the 
coil and ¢ondenser. The latter can be 
located outside the home, in the ga- 
tage, in the sub-floor crawl space or basement. 

Made by: Airtemp Division, Chrysler Corp., 1600 Web- 
ster St., Dayton 1, Ohio. 


Circle E4 on coupon, page |22 | 








Fueloil deodorant in aerosol Container 


marketed by Stewart-Hall Chemical Corp. | 


0DORGON, fueloil deodorant in an aerosol container, is being 
marketed by Stewart-Hall Chemical Corp. Designed to | 
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NEED 


FILTERS ? 
be 


sure 





... the filter that filters out oil burner 
troubles. Big capacity— big sump— 
long life. It’s interchangeable, 
light-in-weight and sturdy. 








Write for latest price sheets 


and information. 


EDDINGTON METAL 
SPECIALTY CO. 


Eddington, Pa. 


STRAINERS ¢ SPRAY NOZZLES ¢ VALVES ¢ FILTERS 
AIR CONES ¢ STABILIZERS ¢ INSPECTION MIRRORS 
COMBUSTION HEADS 


Hit 


Cuts Filling Time In Half! 


Fits All Boxes! Stops Spillage! 
















































SAFE-FILL® TAPERED 
NOZZLE PLUG 


(Reg. U.S. Pat. Off. No. 2545233) 


PLUG ONLY 


SAFE-FILL® patented nozzle plugs 
prevent build-up of dangerous 
pressure. It permits faster filling 
under pressure, instead of by grav- 
ity flow. The Vented SAFE-FILL 
plugs pop off at approximately 5 
pounds P.S.I. The SAFE-FILL plug 
without safety valve pops out at 
10 pounds pressure. 


Since SAFE-FILL plugs fit all 
boxes, they end the nuisance of a 
different fitting at every stop. They 
end all danger of ruptured oil 
tanks, stop blow-backs spillage or 
ruined lawns and shrubbery. SAFE- 
FILLS are sturdily constructed of 
synthetic hy-car rubber designed 
to stand up under long, hard usage 
in contact with oils, gasoline and 
similar liquids. 
GUARANTEED 


SAFE-FILL Tapered Nozzle Plugs 
are guaranteed for one year 
against defects in workmanship 
or material, under normal use. 
They are ABSOLUTELY SAFE! 


PLUG WITH VALVE 


B3 
PLUG 


ON TUBE 


POPULAR SIZE! a, SOLD 


1.11/32" Hole In Plug THROUGH 
or 1-3/8” O.D. Nozzle 

Tube, Plug Only (BI LEADING 
Type) .. rt Fs $1.95 Ea. JOBBERS 


Plug Including Safety 
Valve (B2 Type)......... 
$3.95 Ea. 
SAFE-FILLS for 1-1/32” 
1-9/32”, 1-15/32” and 
1-5/8” Hole are Available 
@ $1.95 each, for plug only. 


Manufactured 


7 ° V ¥ Ws 
Kin g sl ey MANUFACTURING CO. 


420 HOWARD AVE NEW HAVEN, CONNECTICUT 
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WITH VALVE 








. New Products 


fit into a pocket for easy carrying, it can be used for oj 
spills of any size. It can be sprayed on vertical surfaces 
and can reach into corners. The deodorant is invisible and 
leaves no stain. One can will wipe out odors over an are 
of 348 square feet. Each container can make more than 58 
applications. 

Made by: Stewart-Hall Chemical Corp., 550 S. Fulton 
Ave., Mount Vernon, N. Y. 

Circle E5 on coupon, page 122 





Delco Appliance introduces Conditionair 
reversed flow, forced warm air Furnace 
A REVERSE FLOW forced warm air oil furnace— the oBc7}. 
HR Conditionair—has been announced by Delco Appliance, 
The furnace is 67!4” high and 25” 
square, engineered for mass production 
the two sides and back are stamped 





from one piece of steel. 

The Conditionair is equipped with 
the new Delco-Heat H-200 oilburner 
which incorporates a hinged transform- 
er to allow instant access to the nozzle- 
electrode assembly. Swinging the trans- 
former up automatically breaks the 
electrical contacts and returning it to 
the close position remakes the contact. 

Made by: Delco Appliance, Division of General Motors ™ 
Corp., Rochester, N. Y. A 








Circle E6 on coupon, page 122 rs 

su 

New replacement-type Transformer m 
is introduced by General Electric : 
A NEW REPLACEMENT-TYPE ignition transformer, designed . 
to fit almost any type of domestic oilburner, has been an’ n’ 
nounced by the y' 
General Electric . in 
Company’s Spe- % ¥ Pr he 
cialty Transform- St 
er Department. A @ Es 
choice of three O 
heavy-duty _ base = ™ 
plates adapts the 2 
transformer to the ‘ 
majority of do- fc 


mestic in- 
stallations 
without modification. 

Equipped with high voltage bushings mounted on either 
the bottom or the end of the unit, the transformer contail 
an electromagnetic shield, in addition to electrostatic shield 
ing for maximum suppression of radio and television intel 
ference. Where other high-voltage connections are required, 
spring-clip and thumb-screw terminal adapters are avail 
able. Designed for continuous or intermittent domestic duty 
on 60 cycle circuits, the transformer is rated at 100- 120 
volts primary, 10,000 yolts secondary. 

Made by: General Electric, Schenectady, N. Y. 

Circle E7 on coupon, page 122 
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AUTOPULSE .. fips the|\scales 
to get you more sales 


You will sell more oil burning appliances 
when you sell each one equipped with an 
Autopulse Electric Fuel Oil Lifter because 
any oil burning appliance becomes more 
desirable when you add the automatic fuel 
supply feature. And Autopulse is fully auto- 
matic, it turns on when the burner needs 
fuel — off when the supply is replenished. 
Even when you are facing a customer who 
really needs the equipment — but just does- 
h ar n't seem to be able to make up his mind — 

you can tip the scale in your favor by show- 

ing the prospect how little it costs him to 

have the extra convenience of automatic fuel 

supply — and the sale too, is automatic. 
7 Especially when the Autopulse Electric Fuel 


‘otors 





igned 








Oil Lifter is not only the best, but it is also 
the lowest priced. Stock the Autopulse Elec- 





tric Fuel Oil Lifter and you will not only 


make more sales — you will add extra dol- AUTOPULSE helps you meet 
} {urs to every sale you make. Write today eampetition from other automatic fuels 


for complete information. 


@ Your Customer gets automatic fuel supply for less 
money than he would have to pay for any other 
Electric Fuel Oil Litter. 


© The extra comfort and convenience that Autopulse 
offers, helps you sell in competition with other 
automatic fuel systems. 


ither 
tains 
ield: 
nter’ 
ired, 





© Autopulse is easy to install. 


vail 
duty 
120 


Stock Autopulse and you increase both your sales and your profit. 


AUTOPULSE 70 auiomatic fucl supply 


AUTOPULSE CORPORATION 218 €. Dowland St., Ludington, Mich. 
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this 
can really do” 
a nice piece 
of selling 
for you... 


He's dry heat — and a devil in 
any heating system. 

A skulker — but use him right and he'll bring you out on top of some 
neat profits. 

Your customers know about him through advertisements in House 
Beautiful and Today's Health. They are really wising up to this mean 
little guy who plays such fiendish tricks in their homes during the heat- 
ing season — ungluing their furniture — sparking their lamps — making 
the house seem cold when the thermostat is set at the right place. 

You'd better get to know how to handle him, Then you'll be making 
extra money out of every kind of heating system. In addition to your 
regular installation profits. For there is a way to do it simply and 
completely. With a Walton Humidifier, 

For there's a Walton Humidifier designed for each heating system. 
You can easily sell one to every last customer who uses any kind of heat. 

It's a money-making story for you, the heating man. All contained 
in a thrilling story called ‘The Driftwood Story." Send coupon for your 
free copy today, And get that skulker — dry heat — working for you! 





We POSITIVE 
“AUMIDIFICATION SYSTEM 


a 
Dept. FO-12 t 
Walton Laboratories, Inc. 














Irvington 11, N.J. ‘ 
Please send me ‘‘The Driftwood Story.’’ b 
Name i 
Address i 
City Zone ' 
=e eP eae ek Ge eB ew ew ees aS ae ee es as = well 
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. . . « New Products 


Hev-E-Oil burner Line augmented 
with a new small capacity Model 


999 


HEV-E-OIL burner line now includes a new “3” model, de. 
signed for installation in small commercial or industria] 
applications, with 
requirements of 
3,800 sq. ft. of 
net standing radi- 
ation or 35 boiler 
hp. Burner con’ 
sumes up to 11 
gph and like other 
models in the line 
is a low pressure 
air atomiz- 


ing type, with all 





electric 
burning No. 4 or No. 5 fueloil, without sili 

The “3” is a complete package, shipped wired and ready 
for service connections. A box, mounted on the burner, 
houses electrical controls and installation requires no front 
plates, secondary air door or checker work hearth. 

Made by: The Cleaver-Brooks Co., 326 E. Keefe Ave, 
Milwaukee 12, Wis. 


Circle E8 on coupon, page 122 


ignition, 


| Type D Superior steam Generators 
deliver up to 40,000 Lbs. per Hour 


TYPE D Superior steam generators are packaged units, com 
pletely assembled and fire tested at the factory before ship: 
Designed 


for gas, oil or 


ment. 


combination _ fir’ 
ing, the 
are perform 


units 


ance-rated at ca- 
pacities up to 40,- 
000 Ibs. per hour 
continuous steam- 
ing. They may be combined in batteries for any required 





total output. 

Among design features is an exclusive rear-mounted 
forced draft fan providing air-cooled furnace roof and 
leaving the firing front clear for access by operating per’ 
sonnel. Plenum chamber between fan and wind box per’ 
mits installation of steam-air preheater. Other important 
features include tangent tube waterwall construction, sit’ 
gle or multi-burners, optional soot blowers, manhole and 
inspection openings and air shielded observation port. 

Made by: Superior Combustion Industries, Inc., 147) 
Broadway, New York 36, N. Y. 

Circle E9 on coupon, page 122 


Radiator Specialty announces 


Fuel-tron Additive for Tanks 


FUEL’TRON additive has been announced as a highly com” 
centrated detergent solvent, intended to disburse carbo, 
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1 CAN SELL 
MORE BUILDERS EASIER \ 
BECAUSE OF NEW LOW PRICES 


AND GM MERCHANDISING 
VALUE ! 


1 CAN SELL 
HOME OWNERS EASIER 
BECAUSE OF DEPENDABLE 
COMFORT WITH LOWER 
FUEL BILLS ! 


| AM ASSURED 
OF FULL PROFITS 


BECAUSE OF SIMPLIFIED 


INSTALLATION AND 
SERVICE ! 


And here’s what a DELCO-HEAT franchise can do for you! 


Only Delco can bring you the increased 
profits made possible by General Motors 
automobile production line techniques. 
Techniques that give you top quality 
products at lower unit cost—more heat 
from fuel, thanks to GM precision engineer- 
ing—a complete, yet compact gas-fired line 
that fits today’s modern building needs. 


And to top it all you’ll have the support of 


GM advertising and merchandising meth- 
ods. Yes, indeed, a Delco Franchise is your 
surest way to bigger profits! 

Compact oil-fired “Builder Model” is 
the value leader model OBC 75H, a Con- 





GENERAL 


(AY) DELCO-HEAT 


ditionair package unit with 84,000 btu out- 
put. Designed for space-saving installation. 
Features exclusive Delco wrap-around de- 
sign, steel cabinet and Circle-Air Radiator 
that adds extra heating surface —improves 
efficiency. Quik-Action stainless steel com- 
bustion chamber, Delco-Heat Pressure Oil 
Burner. Low models and reverse flow models 
for perimeter heating also available. 


Get the facts about the new franchise 
territories available now. Write Delco 
Appliance Division, Dept. FO, General 
Motors Corp., Rochester 1, N. Y. 





For a good deal... 
DEAL WITH DELCO 


...acomplete line of automatic oil and gas-fired conversion burners, Conditionair forced warm 
air furnaces and heating and cooling units, boilers, water heaters, and electric water systems. 


‘MY UNITS ARE 
PRE-SOLD BY BIG 
NATIONAL AND LOCAL 
ADVERTISING PROGRAMS! 
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ENGINEERING 


PRODUCTION 
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HEAT-RESISTING STEELS 


~ SHEARED - 


TO SIZE FOR YOUR 





Exceptional Forming Qualities 


Ingersoll specializes in producing heat- 
resisting stainless steels—of exceptional 
forming qualities—specifically for oil burner 
combustion chambers. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer 
exceptional service by custom shearing to 
your own specified combustion chamber 
blanks, or multiples thereof. 


Advantages 
OF HEAT-RESISTING STEEL CHAMBERS 


@ No breakage in shipment or handling 
e Lighter weight lowers freight costs 


e Quicker heating—greater efficiency 


Write, wire or phone for details 


Ingersoll STEEL DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois 
Plant: New Castle, Indiana 






. . « « New Products 


dissolve sludge and other deposits that accumulate in fuel- 
oil storage tanks. It contains an emulsifying agent that 
holds dissolved material in suspension and disburses water 
into fine droplets. 

Introduction of Fuel-Tron is accompanied by a plan 
whereby dealers are able to advertise the product locally on 
a no-cost basis. 

Made by: Radiator Specialty Co., 1700-1900 Dowd Rad., 
Charlotte 1, N. C. 


Circle E10 on coupon, page 122 


Morrison Steel presents truck service 
body Line in 4 to 1144 ton Capacities 


THE NEW LINE OF Morrison Service Bodies has been de- 
signed to fit Chevrolet, Ford, Dodge, Studebaker, GMc and 
Internation 

al chassis. The stipe, 
bodies are built in 
WY, %, 1 and 1% 
COs “Capa C7 
ities with single or 





dual wheels of 
bonderized, all-steel, welded construction with double lap- 
type joints. Compartments can be arranged in 18 different 
ways and are all locked with the same key. Compartments 
are completely weather-proofed by the use of lap seals 
and gutter drains on all doors. The fender panels are 
hinged for easy access to wheels and spring shackles. 

Made by: Morrison Steel Products, Inc., 601 Amherst 
St., Buffalo 7, N. Y. 


Circle Ell on coupon, page 122 


Dunham electronic control Panel 
added to its Vari Vac Equipment 


AN ALL ELECTRONIC temperature control panel, announced 
by Dunham, has been added to its Vari Vac line of auto 
matic temperature control equipment and systems. All 
moving parts of the panel are contained within a single, 
compact amplifier unit, held in place by two thumb screws 
and a plug type electrical connection. No wiring connec’ 
tions need be broken within the panel when installing or 
removing the amplifier unit. 

Ruggedness of the panel has been displayed during the 
last eight months when it traveled over 13,000 miles in 
Dunham's mobile demonstration unit, being in almost con- 
tinuous operation. 

Made by: C. A. Dunham Co., Dept. c, 400 W. Madison, 
Chicago 6, IIl. 

Circle E12 on coupon, page 122 


Worthington adds air-cooled 
residential condensing Unit 


WORTHINGTON airconditioning products introduced fe 
cently include 2, 3 and’5 hp residential air-cooled com 
densing units, enclosed in fibreglass insulated cabinets. 
Units are dehydrated and charged with refrigerant at fac’ 
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The REGULATOR 
YOU CAN PRE-SET 
ACCURATELY 
AND 
EASILY 


That is why more and more dealers are installing 
the Steinen DRAFT REGULATOR. 
























Try one on your next installation and judge for 


FREE: A NOZZLE KIT to any dealer sending Yourself. 2 models fit 6 smoke pipe sizes. 
us an order for 6 Regulators. Please include 


the name of your jobber. Sale Onby 


Through Jobbers And Manufacturers 


MANUFACTURERS OF ACCESSORIES FOR O!L HEATING AND AIR CONDITIONING 


_ PROFITABLE NEW BUSINESS 
i FOR FUEL OIL DEALERS... 


EARN °200 to “500 per WEEK 
PER TRUCK SPRAYING 


FERTILENE 


NATIONALLY FAMOUS LIQUID FERTILIZER 


ON LAWNS, GARDENS, FLOWERS, TREES ETC, 


VALUABLE EXCLUSIVE 
TERRITORIES OPEN... 
ACT now! 


FERTILENE CORPORATION OF AMERICA 


51 CENTRAL PARK WEST - NEW YORK NY $U 7-3320 








CHANGE DULL, 
OFF-MONTHS 

10 BUSY 

PROFIT SEASONS! 


FERTILENE, FAMOUS LIQUID FERTILIZER, PLUS 
YOUR TRUCK AND EQUIPMENT EQUALS A NEW 
BUSINESS FOR YOU—TURNS OFF-SEASON LULL 
INTO A PROSPEROUS, BIG-PROFIT BOOM SEASON! 
SEPTEMBER TO MARCH YOU DELIVER FUEL OL! 
FROM MARCH THROUGH SEPTEMBER SPRAY FERTILENE! 
YOUR EQUIPMENT MAKES PROFIT FOR YOU 






























12 MONTHS A YEAR! ' Gentlemen: I’m interested. Send me full particulars. 
DOU oes din dna tds eh Re a 
Get in on the ground floor of this fast-growing IMPORTANT P 
Profit-making business! Put your equipment i ADDRE 
and organization to work for you 12 months ai pee aa phone ia ' DS nee ee cree eeeeere reer seesceecens 
@ year! To those who can qualify, there are : . ENR AA Rene g. ZONE . STAT 
some exclusive territories open — territories Spring, servicing orders sah letuan erie + os whadie 
that will make money for you now and grow you con be toking om TS yb oak owa et roto lee 
{into valuable franchises as the years go by. winter! ' 
1 . I operate ...... +++ trucks FOH-12 
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Install Fin-Tube 
Radiators 
Faster... 


once al 









GEneRAL 


'*Special-Tee’’ 
vent-or-drain 
fittings 


Ml 
| 


OEE 


Used as drain—connects in line like 
regular elbow 


Used as air-vent—connects in a jiffy 
between riser pipe and fin-tube 


You save time and money on fin-tube baseboard 
radiator installations with GENERAL'S “ready- 
to-install”’ Special-Tee Fittings. These 3-way 
reducing tees come to you with factory-tapped 
opening for venting or draining. Just screw 

in the air valve or plug, connect tee into line 

— and the job’s finished, that quick! No drilling, 
tapping, or bushings needed. 


Why not standardize on these Special-Tees? 
They’re available in Bronze Solder-Type, 

or in Cast Iron for both supply and return ends. 
(Fittings for supply end furnished without 
vent-or-drain opening.) Illustrated folder gives 
sizes and detailed information. Write General 
Fittings Co., 125 Georgia Ave., Providence 5, m.1. 


” GeneRAL FITTINGS 


COMPANY 
TANKLESS AND INDIRECT 


WATER HEATERS AND HEATING SPECIALTIES 
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. .. +» New Products 


tory, feature Worthington’s “million-dollar compressor,” | 


Also announced was a line of air-cooled condensers for 


2, 3 and 5 hp application with standard packaged condi | 


tioners. Also remote duct evaporators, available in the same 
sizes and shown at the same time, feature full capacity 


coils based on standard 400 cfm per ton. Lightweight con | 
struction permits installation in horizontal or vertical duct | 


runs. Units operate with Freon 12 or Freon 22. 
Made by: Worthington Corp., Harrison, N. J. 
Circle E13 on coupon, page 122 


B&G “Drain-O-Tank” for 


waterlogged compression Tanks 


BELL & GOSSETT has intro- 
duced a low cost valve for 
recharging waterlogged com- 
pression tanks. An important 
feature makes it virtually im- 
possible to waterlog an ex- 
pansion tank except by loss of 
air from a leaky tank or nor- 
mal air absorption into the 
water itself. 

The valve is 1” size and 
has a standard 34” hose con- 
nection for a drain. 

Made by: Bell & Gossett 
Co., Morton Grove, III. 

Circle El4 on coupon, page |22 








One, two and three Element feedwater 
control Systems manufactured by Hays 
ONE, TWO AND THREE element feedwater control systems 


are manufactured by the Hays Corp. The electronic opera’ 
tion of the con- 








. ¥ 4 4 
troller provides steam —> Po a —_— 
speed of transmis- ever et 
4 Sag © Cae 
sion and accuracy 1 awn 


of control, and is 





independent of ef- 
fects due to nor- 


WATER 


LEVEL SENSING 
ELEMENT 


FLOW POWER 
RECORDER unit 
- co 


mal variation in 
voltage and fre- 
quency. Present 
instruments can be utilized and pressures up to 2,500 psig 
can be accommodated. The positive valve drive cannot 
freeze. The system is operative on cold boilers. 
Made by: The Hays Corp., Michigan City, Ind. 
Circle E15 on coupon, page 122 


TRANSMITTER | FEEDWATER | 
7 REGULATING TR 
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Bendix Ultra-Viscoson represents 
process Control through Viscosity 


CINCINNATI DIv., Bendix Aviation Corp., has developed 
the Ultra-Viscoson, viscosity measuring instrument, rep’ 
resenting a new approach to process control through vis 
cosity. Offered in a complete line of indicating, recording 
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“Proving grounds” for petroleum meters had their begin- 
nings many years ago, when Neptune engineers first 
devised “round-the-clock” endurance tests. By compress- 
ing the long lifetime of a meter into a relatively short 
time, every detail could be examined quickly and pain- 
stakingly for unsuspected weaknesses. Newest step in 
Neptune’s continuing search for improvement is this Test 
Plant at Wallingford, Conn., capable of challenging the 
biggest meters made. 

Red Seal users have benefited in many ways. For 
instance, early tests proved that wear . . . and meter 
inaccuracy caused by wear . . . could be controlled if 
machining techniques were developed to a higher degree 
of precision than existed then. The tests guided us in 
pioneering the required new machining techniques, gaug- 
ing and quality control. They have helped develop many 
new materials, simpler, sturdier register mechanisms, 
high-flow Auto-Stop valves, and hundreds of other tested 
details. The results can best be summed up in Red Seal’s 
nation-wide record for sustained accuracy and low 
maintenance. 

You can select with confidence Red Seal meters for all 
your tank trucks and bulk plants . . . for accuracy you 
can bank on. 


NEPTUNE METER COMPANY 


19 WEST SOth STREET - NEW YORK 20, N.Y. 


Branches in: ATLANTA * BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. » LOS ANGELES + LOUISVILLE » PORTLAND, ORE. 
SAN FRANCISCO 
CANADIAN FACTORY: NEPTUNE METERS LTD., 

30 LAKESHORE RD., TORONTO 14, ONT. 





















What Neptune’s New Pr 











Simultaneous endurance tests 
can be run on several meters in 
this maze of pumps and pipes. 
At right of center is a new 4-in. 
650 gpm. Red Seal bulk plant 
meter through which more than 
35 million gallons have been | 
pumped without appreciable 
change in calibration. Modern 
meter provers are shown in 
background. 


oving Grounds 
Mean to You 











Neptune’s new Test Plant sim- 
ulates actual conditions of pe- 
troleum bulk plants .. . it’s 
practically a complete bulk plant 
in itself. With extensive me- 
chanical and metallurgical test- 
ing facilities at Neptune's main 
factory, it gives Red Seal users 
benefits of finest liquid meter 
proving grounds in the world! 





Accuracy, viscosity, pressure- 
loss, and other operating tests 
are being conducted continu- 
ously on this equipment inside 
the building. New engineering 
data will be helpful to you in 
selecting and installing Red Seal 
meters most efficiently. 





Thirty of these Neptune testing 
units are strategically located 
throughout the country for check- 
ing and calibrating tank truck 
and bulk plant meters. They are 
supplemented by portable test- 
ing equipment. Though they 
don’t serve a “proving grounds” 
function, they are vital in keep- 
ing your meters always on 
the job. 














with combination 


/VENTALARM ° GAUGE 


Underwriters’ Approved 





































The famous whistling tank fill signal and 





easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 


less tank opening needed. One item to 
install instead of three. 










Specify tank depth and opening 
when ordering. 


“BUTTON-LIFT” 
INSTALLATION 


Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 


even in partly filled tanks. 6) 
f ® 
or the SULLY ° GAUGE 


Underwriters’ Approved 


A modern convenience in every way. 
Big figures, adjustable face, jam-proof 
lever arm, cork float. Accurate serv- 


ice-free operation. 


Specify tank depth 
when ordering. 





and the famous 


VENTALARM 


1 m REG US. PAT. OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 
home entry. Truly automatic fills for 
~~} the householder. Makes oil supply as 













clean and convenient as any other fuel. 


A variety of models for 
new and old tanks. 












Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 





“Just fill while 
the whistle blows.” 


See your regular Supply House. 


: . . . « New Products 








and controls systems, Ultra-Viscoson is employed in a 
variety of applications, including the control of fueloil 
blending. 

Consisting of a probe and electronic computer, the in- 
strument measures viscosity by exciting a thin alloy steel 
blade on the end of the probe with a short electrical pulse, 
causing layers of the material to slip back and forth. The 
computer converts the energy thus expended into viscosity 
measurements. 

Made by: Cincinnati Div., Bendix Aviation Corp., 203 
W. Third, Cincinnati 2, Ohio. 

Circle E1& on coupon, page 122 


Quincy Stove Manufacturing Co. adds 
new wall Furnace to Monogram Line 


DESIGNED for both conventional and pre-fab house con- 
struction is a new flush mounted “in-the- wall” ' furnace by 
Quincy. The furnace retains the 
‘“Magic-Mixer” oilburner and will be 
added to the Monogram line. A bulb- 
type limit control prevents over heat- 
ing in the event of electricity shut 
down, but permits a small flame to con- 
tinue burning and maintain some heat 


in the home. 

Three heavily scored areas can be 
knocked out with a hammer for fast 
installation of one to three take-off 
ducts. The forced draft arrangement = 
with flue outlet at the top operates eicieny with ae 03 
w.c. chimney pull, and is adaptable to nearly any kind of 
chimney installation. 

Made by: The Quincy Stove Manufacturing Co., 
Quincy, Ill. 

Circle E17 on coupon, page 122 


F lare-Matic 
made by Century Products 


Line of self-flaring, 
Fittings 


CENTURY PRODUCTS is making available a complete line 
of self-flaring, pressure tight, Flare-Matic fittings. These 
fittings, 
which are 
made in 1/7”, 
¥" and Yy” 
sizes in a 
variety of 
types and 
materi- 
als,  elimi- 
nate the 
need for 
reflar- 
ing the tub- 
ing. The op- 
erator inserts the tube into the fitting and tightens the nut 
with ordinary wrenches. The tube is flared automatically 
inside the fitting, forming the standard 37° seat. Since tub 
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oil 
HEATING PROBLEMS |5 NOW! 
. Only DELTA Makes All 3!\} . Convert standard 
<1 (@) tees into balancing valves! 
ity ie lowest cost industrial heating. Ideal for fac- - ES 
tories, warehouses, commercial buildings, and ; 
03 locations requiring high velocity air delivery. 





DELTA 
SUSPENDED-HORIZONTAL 
FURNACE 


Especially shallow for narrow crawl spaces and 
attics. Larger models for offices, partitioned 
spaces, stores, gas stations. 


DELTA GUN-TYPE 
FLOOR LEVEL FURNACE 


Provides an extremely effective, 
yet extremely economical central 
heating system for small 
cellarless homes. 


it 


: MAID-0’-MIST ° 
FOR THE FACTS! 
YOU can beat all your competition with this profit-packed trio | 
of fine heating equipment . . . made exclusively and only by DELTA! \ p A p T a 4 Uj N , T S 


DELTA HEATING CORPORATION, TRENTON 8, NEW JERSEY 

Representatives in all major cities Phantom view above shows how Maid-O’-Mist 
Adapter Unit makes any copper, bronze or cast 
iron tee into efficient balancing valve. Note there 
is no reduction of inside pipe diameter, an 
advantage which assures full free flow of water 
through the tee. This, plus low cost, permits use 
of additional balancing in hot water heating 
systems without preliminary planning. Precision 
made of brass and monel metal. Packed stem 
construction. Balancing adjustment requires only 
screwdriver. 




















No. 14 for sweating or soldering 
into copper and bronze tees. 
Nominal pipe sizes 7/2”, /2”, 3/4”, 1” 


ne 


| WIBTTES 
FLEXIBLE COUPLINGS 


Build smooth, quiet operation, efficient performance, 
and enduring service life into your fans and pumps 
with LOVEJOY Flexible Couplings. Quickly installed. 
Easily serviced. Ideal for close-quarter applications. M A N Y 


> 


No. 15 for threading into cast iron 
tees. Sizes '/2”, %4”, 1”, 1%”. 





For return header. 
Special rubber center increases flexiblity . . . damp- 
ens out noise and vibration. Most manufacturers 


supply fans with Lovejoy jaws on fan hubs at no USES 


For radiant header. 


For baseboard radiators. 
extra cost, 


For convector radiators. 


elnvestigate today. Send for literature on com- 
plete line of Lovejoy Double Flex Flexible Couplings. 


Variable Speed Trammissions | MN ee ee 
LOVEJOY FLEXIBLE COUPLING CO. —— se 
4812 W. LAKE ST. & CHICAGO 44, ILL. 
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CHICAGO 4I, ILLINOIS 































inside... 
or outside 




















Xiochedle WNIVERSAL? 


oil tank gauge saves you money 
on ALL installations 


STOCK ONLY ONE GAUGE! It’s weatherproof ... ideal 
for both indoor and outdoor service. Newly improved 
construction provides long, trouble-free operation. 
Saves you money two ways: in reduced inventory, 
and in lower maintenance costs. 


ELIMINATE NUISANCE CALLS. New type plastic head is 
hermetically sealed ... makes it absolutely leakproof, 
dustproof and shockproof. Pressure-tight, too. 


NO FUMES OR SEEPAGE. There are no holes in the 
ROCHESTER UNIVERSAL Oil Tank Gauge. A 
permanent magnet transmits float-arm action from 
tank to indicator. 


EASY-TO-READ “‘DUAL-DIAL” saves time and effort in 
checking and filling tanks. 


EASY TO INSTALL and stocked by lead- 
ing wholesalers everywhere for all 
standard oil burner storage tanks. 
Underwriters’ approved. Rochester 
Manufacturing Co., Inc., 8 Rock- 
wood Street, Rochester 10, N. Y. 


MANUFACTURING COMPANY, INC. Sls ‘ 








DIAL THERMOMETERS AMMETERS 


GAUGES 
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. New Products 


ing does not rotate during tightening, tube installation may 
be formed before assembly. 

Made by: Century Products, 315 S. 15th St., 
phia, Pa. 


Philadel- 


Circle E18 on coupon below 


Republic redesigns vertical tube Boiler; 
claims faster, more economical Operation 


VERTICAL TUBES have been located in a rotary position 
directly over the combustion chamber, and the domestic 
water coil has been centered within 
this circle of the REPCO Thrift-Master 
Vertical Tube Boilers. 

Available in 105,000 and 135,000 
Btu/hr capacities, the boiler is com- 
pact and adapted to limited space such 
as utility rooms. Both models are 43” 
high and 21” wide. The tubes have 
turbulator baffles which are removable 
for cleaning the tubes. The domestic 
water coil is copper and has 3 gpm 
capacity. The boiler is elevated from the floor by metal 
legs, and the refractory is built-in and is removable. Boiler 
is available with square-flush jacket, extended deluxe jacket 
and in optional packages with or without burner and 
controls. 

Made by: Republic Products Co., 7420 State Rd., Phila- 
delphia, Pa. 

Circle E19 on coupon below 








READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD DECEMBER 
Mail Now—Card Expires Feb. 28, 1955 





Circle numbers of new product items on which you 
want more information: 


NEW PRODUCTS 

: &@&eit + &8 S&B fF Bs 
EIi0 Ell E12 E13 E14 EIS E16 EI7 E18 
E19 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 
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Check Classification of principal dollar volume: 
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OJL BURNER - 
IGNITION CABLE: 
FOR DAMP - 


LOCATIONS ° 
UL APPROVED 
















The CHESTER label on your 
wires and cables is assur- 
ance of an extra measure 
of reliability because CHESTER 
ruggedized plastic coatings give 
you maximum immunity to 
water, abrasion, oil and destruc- 
tive chemical attack. CHESTER 
Wires and Cables offer easier 
working qualities, are built smooth to 
pull through conduit with minimum 
effort. All CHESTER constructions are 
laboratory and field tested to exceed’ 
service requirements. 


= te | 


STANDARD OIL BURNER IGNITION CABLE 

















TE oe 
FLEXIBLE STEEL CONDUIT 
————————— | 
| 
PLASTICOTE THERMOSTAT CABLE 
Eas 
TW BUILDING WIRES 
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INSTRUMENT WIRE 
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USE THIS CHECK LIST 


See if you’re selling 
a really up-to-date 
low pressure oil burner! 

























DOES THE BURNER YOU'RE SELLING HAVE: 





Thorough atomizing F 
of | of ibe oil with primary | aff it og ss) 2 


and secondary air at 
the nozzle? : for 15 years? 





Simple oil metering ad- : 

justment over complete p on Sev0-stage 

Y range from .50 to 3.00 Vv ~ unit that purges 
gallons per hour while sme — = of air 

the burner operates? from the oil 


“Free Floating” piston : os 
oY for dependable air-free of Oil operated positive 


; : : 
oil metering? shut-off valve: 


“Flo-Mist” nozzle to 
¥ form a vapor that is \g model dLP 
almost a gas? 































If it doesn’t have 
all these features, 
it isn’t the last word 

in oil burners! 


It’s easy to see why the new Combus- 
tioneer Low Pressure Oil Burner is 
revolutionizing the industry — it’s a 
tested, ‘“‘bug-free’” low pressure burner : 
that’s designed to take the service headaches out of the business. 
And it’s loaded with fuel-saving, sales-making features! 

Get all the facts about this sensational new burner! Get a 
demonstration of its advantages! You'll see why we're so excited 
about it, and why Combustioneer Dealers are so pleased with it! 


Combustioneer is priced right—lets you make a real profit! 
Backed by selling and promotional help in your market! 


© Cnbustionesr 


Combustioneer Division, The Steel Products Engineering Co. 
Springfield, Ohio 


Low and High Pressure Oil Burners © Gas Burners 
Stokers ® Humidifiers ® Oil Furnaces 


MAIL COUPON for all the facts on the 
Profitable Combustioneer Franchise! 









Combustioneer Division 
The Steel Products Engineering Company 
1213 W. Columbia St., Springfield, Ohio 


I want more facts on the money-making Combustioneer Franchise, 
and on the sensational Combustioneer Low Pressure Oil Burner. 



































































Industry Groups 
(Begins on page 88) 


day were: C. B. Phillips, vice-presi- 
dent in charge of sales, Surface Com- 
bustion Corp. and Association presi- 
dent on “Progress and our Opportu- 
nities”; J. R. Doscher, assistant to the 
publisher of Life Magazine on “Re- 
habilitation and Modernization Mar- 
ket”: Ned Cole, chairman, Aircondi- 
tioning Committee, National Associa- 
tion of Home Builders on “Objectives 


of Airconditioned Village’; C. W. 


Nessell, Minneapolis- Honeywell Regu- 
lator Co., chairman, Field Investiga- 
tion Committee, on “Preliminary Re- 
sults Airconditioned village Investiga- 
tions”; H. E. Riley, chief, Division of 
Construction Statistics, Bureau of 
Labor Statistics, on “The Building 
market Outlook for 1955”; Edith Braz- 
well Evans, editor-in-chief, Living for 
Young Homemakers on “Design for 
Comfort,” John D. Corrigan, business 
economist, New York, N. Y. on “How 
to build profit Value in your sales Dol- 
lar”; and Harry C. Gurney, sales man- 




















Send for 
Complete 
Catalog 
Available From Headquarters and 32 SID HARVEY Stores | 


December 
1954 
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Made especially for 
SID HARVEY, Inc. 

by 
Jefferson Electric 


WD WARNEN WC, 


VAXLNLEN STREAM, REW NORK 


ONLY SID HARVEY'S 
PACKAGE “7A 


Give You 
Exact 


TRANSFORMER 
REPLACEMENT 


For over 650 
Oil Burner Models 
2 Transformer Bodies 
with 14 
Interchangeable Bases 


an 
See Attachable 


Terminals 
COST LESS 


# 
DOES MORE 


Equip Every Service Car 








Buss Bar 













ager, Heating and Air Conditioning 
Div., Surface Combustion Corp, 
chairman, Publicity and Merchandis 
ing Committee on “Now is the Time 
to Decide.” 

The morning of the second day of 
the Convention was devoted to vari- 
ous committee reports, while research 
reports given the group at the lunch, 
eon session were: H. T. Gilkey, Uni 
versity of Illinois, on “Investigation of 
small pipe perimeter Heating in Re 
search Residence No. 2; C. F. Chen. 
University of Illinois on “Cooling Re- 
search using a perimeter-loop duct 
System in Research Residence No. 3;” 
D. R. Bahnfleth, University of Illinois 
on “Small pipe perimeter cooling In- 
vestigation in Research Residence No. 
2.” Gilkey concluded with ‘Pressure 
Losses in perimeter Fittings and Dif- 
fusers.”” 

More complete details of conven 
tion proceedings will appear in the 
January issue. 


[Hinois Chapter ASHVE hears 
Hattis on heating Systems 


IN DISCUSSING the problem of evaluat 
ing forced hot water and steam heating 
systems for large commercial and in 
dustrial buildings before a meeting of 
the Illinois Chapter of the American 
Society of Heating and Ventilating 
Engineers, at Chicago, III. on October 
19, Robert E. Hattis, heating expert, 
pointed out that the basic factors of 
comfort need to be considered before 
deciding upon the heating system. 

After considering a number of ex’ 
amples, Hattis concluded by emphv 
sizing that the fundamental require’ 
ment in all problems is the ability of 
the ability of the heating system to 
supply heat for any specific area at 4 
rate equal to the heat loss. 


New England OHI starts 


Group II service School 


THE TENTH annual Oil Heat Service 
School, Group m area, sponsored by 
the Oil Heat Institute of New Eng 
land, Boston, Mass., will start on Janw 
ary 3, 1955. 


Courses to be given include talks o1 
such subjects as controls, combustion 
testing, and Low Pressure Burners. 
The speakers will include Robert W. 
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Hundley, William Steinen Mfg. Co., 
Newark, N. J.; Victor Krouse, Eureka- 


and 


new low installation price of $1,000 
for the complete installation of an in- 


Plumbing and heating Men 


gather at annual Meeting 











































ndis Williams Div., Bloomington, IIL; tegrated chilled-water type summer 
Time Walter R. Leander, Regional Man- cooling system for medium sized | THE THEME of the 35th annual meet- 
ager, U. S. Machine Div., Lebanon, homes. ing of the Plumbing and Heating In- 
ry of | Ind.; along with representatives from Among other announcements made _‘dustries Bureau in Chicago on October 
vari- the Minneapolis-Honeywell Regulator before the meeting were expansion of 14 was “The More You Tell, the Fast- 
earch Co., Minneapolis, Minn. and the Bach- the industry’s program of technical et You Sell.” 
inch- arach Industrial Instrument Co., Pitts- education to include short courses for Reporting on how more information 
Uni- burgh, Pa. contractors, installers, etc. These is being given to the public through 
on of Classes in the Group I section will courses have been designed to advance publicity, Bureau officers explained 
. Re. be held in Providence, R. I., Brockton, installers technically in the newest how this information helps to ex- 
Yhen, Wollaston, Malden, and Newton, methods of installation of year-round pand the market for the products and 
x Re- Mass. Ten classes are to be held in each heating-cooling systems. services of the plumbing and heating 
duct town. auuaiedcece 
». Be The schedule, location, and local OH! 
linois Industry Committee chairmen are as FXACT REPLACEMENT xa 
g In. follows: Providence, Narragansett 
> No. Electric Co., Auditorium, Melrose St., TRANSFORM ERS 
ssure Mondays starting January 3, 1955, 
Dif- Joseph Olney, Jr.; 2 bh il B 
Brockton, Vasa Hall, 863 Main st., € Ul t y 
Wel Tuesdays starting January 4, 19595, | s 
1 the Stanley A. Hultman; | SID HARVEY S 
Wollaston, Glenwood Hall, 684 
Hancock St., Wednesdays starting ANY KIND 
ars January 5, 1955, Mrs. Catherine 
Woodbury, 46 Franklin St., Quincy, | ANY MODEL 
luat ooun | 115 or 230 Volts S A V a 
ating Malden, Knights of Pythias Hall, | 5,000, 6,000, 10,000 
d in- Maplewood Square, Thursday start- 12,000, 15,000 Volts T i MW c 
1g of ing January 6, 1955, E. L. Kimball: 
a > in YMCA Auditorium, 276 | SINGLE POLE 
ating Church St., Fridays starting January | DOUBLE POLE Get the job done— 
= 7, 1955, George O'Neil. | Send tor the first trip 
|) | Complete NO WAITING 
ofore BE et ods wera : Catalo IMMEDIATE EXCHANGES on nearly 
1. * semi-annual Meeting og every Make & Model. Available at all 
oo 33 SID HARVEY STORES. Mail orders 
hee DOMINATING the discussions at the | go out the same day as received. 
a semi-annual meeting of the Institute | 
aie of Boiler and Radiator Manufacturers SAVE LABOR 
m to at Absecon, N. J. on November 12, No mounting or wiring changes when you 
ee were questions and talks devoted to use a SID HARVEY REBUILT EXACT 
new methods of obtaining low cost, REPLACEMENT TRANSFORMER. They 
more efhcient summer cooling for resi- fit right, from start to finish. 
dences in combination with forced hot | 
water and steam heating systems. | SAVE MONEY 
Methods suggested for reducing | SID HARVEY REBUILT TRANSFORMERS 
rvice costs included new techniques, such as__| Look Like New 
d by more accurate calculation of cooling Work Like New 
Eng’ loads or the amount of heat to be over- And: Caney Se Ane: ROG tee 
. , ; new transformer. 
anu come in a home, and more precise Save a THIRD and MORE. 
sizing of equipment as the best means 
cs On to lower costs and more efficient op- 
stion eration. : At all Q\) AEN AY tN 
ners. A report on the Institute’s Research 33 stoves NALLEN STREAM BREW beogess 
OW. Program included announcement of a 
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- . « » Industry Groups 


Big value H.C.Lit 


TYPE DF-AC DOWN-FLOW OIL FIRED FORCED AIR 
FURNACE — 24” x 3034" x 74”. Easy access to blower 
and controls. Return air intake at the top can be 
straight down or come in at either side or back. 
Bottom discharge opening 18” x 18”. Highly effi- 
cient.Extremely quiet. 92,000 BTU/hr. output. 


TYPE U-AC UP-FLOW OIL FIRED 
WINTER AIR CONDITIONING 
FURNACE — 2714” x 30” x 60”. 
Optional front or top smoke pipe 
outlet. Pull-out blower mounting. 
Quick accessibility to burner and 
controls upon removal of front 
panel. 82,000 BTU/hr. output. 





H. C. Little offers the ONLY vapor- 
izing oil furnaces U. L. listed for 
low-cost, high-heat No. 2 oils. 


industries, noting that advertising plus 
merchandising plus publicity equals the 
perfect sales promotion formula. 

The reports concluded by empha- 
sizing that a larger budget would en- 
able the Bureau to tell the industry 
story more often in more media thus 
stepping up the tempo of sales. 

New officers elected at the meeting 
were: John H. Ewald, president and 
general manager, James E. Degan & 
Co., Detroit, president; W. O. Brown, 
manager, plumbing division, Crane 
Co., Chicago, vice-president; George 
O. Toepfer, president, The Maag Co., 
Milwaukee, treasurer; and Norman J. 
Radder, Chicago, secretary. 

Among those newly elected to the 
Board of Directors was: R. S. Ricka- 
baugh, Tuttle and Bailey, Inc., New 
Britain, Conn., representing the Con- 
vector Manufacturers Assoc. 


Included in the group that was re- 
elected to the Board were: John M. 
Dumser, manager, Wolverine Tube 
Division, Calumet & Hecla Consoli- 
dated Copper Co., Detroit, represent- 
ing the Copper and Brass Research 
Assoc.; Arnold H. Goelz, chairman of 
the board and treasurer, Kroeschell 
Engineering Co., Chicago, represent- 
ing the Heating, Piping and Air 
Conditioning Contractors’ National 
Assoc.; Earl J. Gossett, president, Bell 
& Gossett Co., Morton Grove, Ill., rep- 
resenting the hot water heating spe- 
cialty manufacturers; Elbert M. Pal- 
mer, vice president, Kewanee-Ross 
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fuel economy. 


1. Lille 


TUT al <3 et Ololaal of: tak sm lalom 


H. C. Little Burner Co., Inc., San Rafael, Calif. 
Send facts on U-AC and DF-AC oil furnaces to: 


Name 


tle oil furnaces 
-easy to sell at high protit! 


New eye appeal. Compact design. Easy to service — front 
panels remove by turning handle. Very quiet operation — no 
hum, no vibration, no “blow-torch roar.’ H. C. Little Air-Jet 
ignitor — provides fast, positive starting, greatest fuel economy 
and long ignitor life. Fully automatic —thermostat control, 
on-and-off operation, no pilot light. Insulated blowers 
—cushioned for quiet. Extremely high efficiency — rea| 














Head Office: San Rafael, Calif. | 
Distributors in Principal Cities a 






Corp., Kewanee, IIl., representing the 
Steel Boiler Institute, Inc. 


ASHVE votes to change Name 


to include Airconditioning 
AS PART of its program to broaden the 


scope of its activity, the American So- 
ciety of Heating and Ventilating Engi- 
neers, New York, N. Y., has changed 
its name to the American Society of 
Heating and Air-Conditioning Engi- 
neers, Inc. 

Of a total of 5,519 eligible ASHVE 
voters, 4,081 cast ballots with the tally 
showing 3,280 for the name change, 
654 against the proposal, and 147 in- 
valid. 

Holding the proxy votes were Peter 
B. Gordon, New York, Walter Fleish- 
er, New York, Alfred Offner, New 
York, and L. N. Hunter, president of 
the organization. Tellers were Joseph 
C. Fitts, Hackensack, N. J., Walter 
Heebner, Newark, William Olvany, 
Jr., New York, and Charles R. Hiers, 
New York. 


Calendar of Meetings 


DECEMBER, 1954 

16—Atlantic Cooling & Heating Assn., 
Penn-Atlantic Hotel, Atlantic 
City, N. J. 

20—Fuel Oil Dealers Assn. of B. C., 
Hotel Georgia, Vancouver, B. C. 

20—Rockford Fuel Oil Dealers Assn., 
Lafayette Hotel, Rockford, III. 

21—-O. H. I. of Greater Washington, 
D. C., DuPont Plaza Hotel, 
Washington, D. C. 

22—Oil Heat Assn. of Gary, Hotel 
Gary, Gary, Indiana. 


JANUARY, 1955 
10—-Delaware Valley Oil Heat Assn., 


Buck Hotel, Feasterville, Pa. 
11—-South Jersey Fuel Merchants Assn., 
Silver Lake Inn, Clementon, 


N. J. 
12—Richmond Oil Heat Assn., William 
Byrd Hotel, Richmond, Va. 
16—20—Nat’l Assn. of Home Builders (An- 
nnual Convention and Exposi- 
tion), Conrad Hilton, Palmer 
House, and Sherman Hotels, 
Chicago, Ill. 
19-20—Kentucky Petroleum Marketers 
Assn. (Annual Meeting), Brown 
Hotel, Louisville, Ky. 
19-22—-Nat’] Heating Wholesalers Assn. 
(Winter Meeting), Bellevue: 
Stratford, Philadelphia, Pa. 
20-—21—Oil Heat Inst. of America (Board 
of Directors Meeting) Hotel 
Warwick, Philadelphia, Pa. 
24-25—Plumbing & Heating Wholesalers 
of New England, Hotel Statler, 
Boston, Mass. 
24-27—American Society of Heating & 
Air - Conditioning Engineers 
(61st Annual Meeting), Belle 
vue-Stratford, Benjamin Frank: 
lin Hotels, Philadelphia, Pa. 
24-28—International Heating & Ventilat: 
ing Exposition, Commercial Mu 
seum, Philadelphia, Pa. 
25—Central Suffolk Fuel Dealers Credit 
Assn., Peaks Tavern, St. James, 


New York. 


FEBRUARY, 1955 
4—Florida Petroleum Marketers Assn., 
George Washington Hotel, Jack: 
sonville, Fla. 
19—20—California Petroleum Distributors 
Assn. (Annual Meeting), Sacra’ 
mento, Calif. 


MARCH, 1955 
2~ 3—Wisconsin Petroleum Assn., Hotel 
Schroeder, Milwaukee, Wisc. 
15-17—Ohio Petroleum Marketers Assn. 
(Spring Convention and Trade 
Exhibition), Deshler-Hilton Ho’ 
tel, Columbus, Ohio. ie 
17-19—Pacific O. H. I. Convention, Civic 
Auditorium, Seattle, Washing’ 


ton. 
17-19—Texas Oil Jobbers Assn. (Annual 
: Convention and Trade Exhibi 
tion), Gunter Hotel, San An 
tonio, Texas. 


December 


1954 
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Manufacturers’ Activities 


(Begins on page 98) 


gress St., Boston, Mass., has been an- 
nounced by Applied Mechanics Co. 
H. J. G. Rudolph, president, explains 
that the move not only will provide 
enlarged manufacturing space, but also 
will facilitate further expansion. 
Applied Mechanics makes a line of 
fueloil gauges including Galongage 
float type, International lever arm 
type gauge and Fil-thru, gauge, vent 
and fill in one unit for 55 gal. drums. 





Fire Brick Construction Co. 
enlarges Warehousing area 


NEW warehousing facilities in Garden- 
ville, N. Y., have been acquired by 
Fire Brick Construction Co., 70 Lud- 
wig St., West Seneca, N. Y., repre- 
sentatives for J. H. France Refrac- 
tories Co., Snow Shoe, Pa. 

Aimed at providing increased cus- 
tomer service in the Buffalo sales dis- 
trict, shipments will be made from the 
Gardenville address, although offices 
are still being maintained at West 


Seneca. 
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THE MERCOID CORPORATION 


4291 BELMONT AVE., CHICAGO 41, {LLINOIS, U.S.A 
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Bell & Gossett promotes 


-six to sales Positions 


SIX NEW APPOINTMENTS have been 
made in the sales staff of Bell & Gos- 
sett Co., Morton Grove, Ill. They in- 
clude the promotion of W. A. Boone, 
a vice president of the company, to 
sales manager; A. B. Meeg to assist- 
ant sales manager. E. F. Ford has been 
made manager of national accounts. 

Also advanced were M. H. Hof- 
meister as manager of the Original 
Equipment Sales G- ae 
Towns as manager of Heating Prod- 
ucts Division, and H. H. Barclay as 


Division; 


assistant manager of the Industrial 
Products Division. 


Aero Supply Co. to make and 
sell Eckel solenoid Valves 


AN AGREEMENT has been concluded 
between V. W. Eckel, Northridge, 
Cal., and Aero Supply Mfg. Co., Inc., 
Corry, Pa., whereby Aero Supply will 
manufacture and sell Eckel’s solenoid- 
operated shutoff valve. 

The valve, which is of compact de- 
sign, can be used in any end product 
that has fluid handling problems. Be- 
cause of production limitations, sales 
of the unit have been limited to the 
West Coast, but now as the result of 
the agreement, it will be possible to 
offer the unit for sale on a national 
basis. 

Vincent W. Eckel is president of 
Eckel Valve Co., and Eckel Engineer- 
ing Co.; William H. Coleman heads 
Aero Supply. 


Naming of sales Representatives 
near completion by Walker Mfg. 


WALKER MFG. & Sales Corp., St. Jo- 
seph, Mo., has announced virtual com- 
pletion of a program during which a 
number of sales representatives and 
distributors were appointed in the 
United States and Canada. Andrew 
H. Ziph, general manager, announces 
that there now are 14 representatives 
in the United States, plus two in Can- 
ada; five stocking distributors in the 
United States, three in Canada. All 
handle the Walker line of draft regu- 
lators, including automatic and indus- 
trial models, plus Venturi chimney 
caps. 
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Lower Initial Cost 


Actually costs less than any other remote reading tank 
gauge. Design is based on the proven principle 
that the vacuum developed in lifting oil increases 
as the vertical distance of the lift increases. FUEL- 
GUARD translates vacuum into depth reading on dial 
face. No maintenance required—accurate, dependable. 


| THE R. S. TEESDALE CO. 


You'll $AVE and PROFIT with Teesdale FUELGUARD 
remote reading 












ven 105. WA UP: 


Write for Details Now! 



























Recent appointments include these 
representatives: 

H. J. Nicholson, 53 West Jackson 

| Blvd., Chicago, Ill., covering Chicago, 
northern Illinois and northern Indiana; 

E. J. Colley & Associates, 225 La- 
fayette St., New York 12, N. Y., cov 
ering southeastern New York and New 
Jersey; 

Miller Products Co., 3045 Rolfe 
Rd., Lansing, Mich., covering Indiana 
and Ohio. 

Also, R. E. Michel Co., 1011-17 
Greenmount Ave., Baltimore, Md., has 
been named a stocking distributor. 


John Wood Co. is building tank, 
water Heater assembly Building 
A NEW STRUCTURE, connected to an 
existing building recently acquired at 
the rear of the John Wood Co. plant, 
is being built for the assembly of tanks 
and water heaters in Chicago. The ex- 
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@ If your jobber cannot supply you, use this handy 
coupon to order direct. Supplied postpaid anywhere 
in the U.S. A. Normal discounts in dozen lots. 

; Send the coupon today! 


EXPORT DIVISION — 


400 MONTGOMERY ST. * SAN FRANCISCO 4, CALIFORNIA L 


OCEANIC EXPORT COMPANY if 


tank gauge 


You save time and money installing FUELGUARD. No 
pipe to lay ... no wires to string ... no tank opening 
to dig up. FUELGUARD can be installed with a tee at 
any point along the suction line to the pump—even 
on an upper floor level if desired. One size FUEL- 
GUARD indicates any size tank — any distance away. 


1809 Amhurst St., N.E., Grand Rapids 3, Mich. 









Lower Installation Cost 





pansion will increase manufacturing 
and storage area by 85,000 square feet. 

A passage and conveyor tunnel, 120- 
feet long under Oakley Street, will con- 
nect the new building with the plant 
on Western Avenue. 


Watts to Head new Perfex 
Refrigeration Division 

W. K. WATTS has been named manager 
and will head the new Refrigeration 
Division of the 
Perfex Corp., 
Milwaukee, Wis. 
which was 
formed as a result 
of the company’s 
decision to enter 
the refrigeration 
and aircondition- 





ing fields. 
The new Divi- 
sion will manufacture coils for room 


Please send the following, postpaid. 


drum or tank. 


ALL control valves. 


NAME 


Profitable Sales! Fewer Sewice Calls! 


SELL AND INSTALL 





MARQUART MANUFACTURING COMPANY 
1241 High Street - Oakland 1, California 


___Doz. *Model F-10B—List Price $2.80 each. 


For small to medium installations. Fits 


___ Doz. *Model Z-1—List Price $2.80 each. 


For small to medium installations. Fits 


and residential airconditioning units, 
self-contained equipment, automotive 
cooling units, chilled water systems, 
hot water heating, portable refrigera- 
tion and airconditioning units. 

The Refrigeration Division will of- 
fer a complete range of condenser and 
evaporator coils. 





A. R. Webber issues new Catalog 
listing Prices and Accessories 


A FULLY ILLUSTRATED catalog has been 
issued by A. R. Webber Co., New 
Haven, Conn., for the heating indus- 
try with selected accessories for the 
electrical, airconditioning, industrial 
ventilating, and building trades. 

All the items are listed at Webber 
prices in the 160-page catalog. For ad- 
ditional information write the com 
pany at 424 Howard Ave., New 
Haven. 


Microstone® Element 


FILTERS | 


___Doz. *Model MS-3—List Price $3.95 each. 


For medium to large installations. 


___Doz. Model KS-3—List Price $7.80 each. 
Features Pre-Screening. Designed for the 
largest, dirtiest jobs. 
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Importance of combustion 
Testing 
(Begins on page 57) 

ing, and who point out the only stack 
temperature readings they get are over 
600° F. or 700° F. Many of these 
men ask, “How in the world can you 
talk about stack temperatures below 
400° F. and 500° F.? Are there really 
such low stack temperatures on actual 
installations, or do they exist only in 
magazine articles?” 

Another way to see extremely low 
stack temperature readings is to in’ 
stall thoroughly good baffles of the 
types described in detail in the May 
and August issues of FUELOIL & OIL 
Heat. The flue baffles I call “heat 
rakes,” shown in Diag. 1 on p. 82 of 
the May issue, have reduced stack 
temperatures from above 900° F. to 
below 400° F., 
consumption by as much as 45%. 


and have reduced oil 


Just as the stack thermometer re- 
ports on the effectiveness with which 
the heating surfaces of the furnace or 
boiler are absorbing the heat released 
in the firebox, the COs analyzer re- 
ports on the quality of combustion of 
the flame. 

Adjusted to produce a proper smoke 
reading, say two, an installation hav- 
ing an excellent flame gives a high 
CO, reading, say 10%—while an in- 
stallation having a poor flame gives a 
low reading, say below 5%. 

Excellent flames and the high CO. 
readings they produce are the result 
of installing excellent oilburners, ex- 
cellent fireboxes, and of making proper 
adjustments. Sealing air leaks also 
counts. So does the installation and 
proper adjustment of a good smoke- 
pipe draft regulator. 

The importance of the CO, reading 
shows up in the stack loss table that 
accompanies this article. Suppose you 
arrive on a job and find the stack tem- 
perature is 700% F. and the COs is 
4%. At the bottom of the column 700 
(°F. stack temperature), the table 
gives 45.9% of the heat in the fuel as 
the stack loss. Deduct this stack loss 
from 100%, and you learn the furnace 
or boiler is absorbing 54.1% of the 
heat in the oil. Be precise in the choice 


of your terminology, and say that the 
“absorption efficiency” of this installa- 
tion is 54.1%. 


ol 


Suppose that you tune this burner 
differently, set up for a number two 
smoke reading, and manage to achieve 
12% COs together with the same 
stack temperature of 700° F. Accord- 
ing to the stack loss table, the flue gas 
loss now is reduced from 45.9% of 
the heat in the oil to 21.3%. Deduct- 
ing 21.3% from 100% leads you to 
78.7% as the improved absorption efh- 
ciency. Merely by raising the CO. 
from 4% to 12%, you have increased 
the job’s absorption efficiency from 
54.1% to 78.7%. 


ee 
DELIVERY 


anywhere in the U.S.A. 


Norfolk, Va. 





The term “absorption efficiency” is 
stressed above because efficiency fig- 
ures obtained through use of stack tem- 
perature figures and COs figures 
should not be confused with efficiency 
figures obtained using other testing 
methods. 

Your on-the-job testing may show a 
furnace operates at 80% absorption 
efhciency. Tested in a laboratory and 
operating exactly as it did on the job, 
this furnace will produce a different 
efficiency figure when its Btu input is 
checked against its Btu output during 


Danbury, Conn. 





TERMS ARRANGED 


Trades accepted 








Ask for prices and specifications on 


YOUR CHOICE OF ANY MAKE CHASSIS 


1050 Gallon — !'/ ton Dodge with 
7:50x20 8 ply tires; complete $4,078. 
1350 Gallon — 2 ton Dodge with 
8:25x20 10 ply tires; complete $4,488. 
1500 Gallon "Special" Dodge; V8 
engine; 133 h.p.; complete .... $4,773. 
1600 Gallon — 2!/2 ton Dodge with 
9:00x20, 10 ply tires; complete $5,286. 
1750 Gallon — 2'/ ton Dodge with 
9:00x20, 10 ply tires and 19,000 Ib. 
G.V.W. chassis; complete .... $5,478. 























Philadelphia, Pa. 


be ‘ 1 


Richmond, fad. 


ing 


eo 


Rochester, N. Y. 


2100 Gallon — 3 ton Dodge with 10:00x20, 12 ply tires: complete ................ $6,882. 
2500 Gallon—3!/2 ton Dodge with 11:00x20, 12 ply tires; 100% air brakes; comp. $7,916. 


3300 Gallon — 4 ton Dodge; specifications on request; complete ................ $11,890. 


All base prices Include 2 compartments, 
full skirting, top shrouding, electric or 
“Fluid Drive’ reel, 125 feet of I'4" 
hose. Rear or side installed equipment 
and variations in basic specifications 
available in all sizes. Other tank sizes and 
prices on request. Consideration given to 
state and local requirements. 





| DY=Yol '<=34 
Brothers 





All prices above include Fed. Tax. Tank prices 
on other make chassis and trailer prices with 
specifications on request. 


300 LINCOLN AVE. HAWTHORNE, N. J. 


: 
Save 


ee Whales Seeded aun 





*includes aides tank, pumping i 
and metering equipment 













Serid for FREE CATALOG FO 







HAwthorne 7-2100-01-02 
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‘Take 1t From a 





SOOTMASTER 
Vacuum Cleaner 








Sp8 


¥ 
Le 


SUPPLY CO., 


HAVERSTRAW, NEW YORK 
Manufacturers of SOOTMASTER Vacuum Cleaners and SOOTMASTER Filter Units 





Old Bag Master..: 


ALWAYS INSIST ON SOOTMASTER 


The Filter Bags designed to fit every make and 
model vacuum cleaner used for cleaning oil- 
fired boilers and furnaces. 
special-woven fabrics, triple-stitched with leak- 
proof seams. 


They are made of 


Every bag carries a replacement 


guarantee if found defective in materials or 
workmanship. 


JOBBERS: Let us send you literature and de- 
tails on Sootmaster Products. 


MASTERCRAFT 


INC. 








a standard test to determine its “‘over- 
all efficiency.” 

Draft tests are made to make certain 
the over-fire draft is slightly negative, 
a reading of a “trace” (negative draft, 
but lower than .01”) to .02” is suit- 
able for most domestic installations. 
Observe this time-tested thumb rule, 
that’s appeared many times in FUELOIL 
& Om Heat: Adjust the smokepipe 
draft regulator for the lowest draft 
that does not give the troubles of in- 
sufficient draft. Included among the 
troubles of insufficient draft are smoke, 
oil odors, and traces of soot in the 
equipment room—flame noise and pul- 
sation may be included also. 

Although the over-fire draft is of 
prime importance, you read the smoke 
outlet draft also. This takes but a few 
seconds; you take the reading using 
the same hole in the smokepipe used to 
obtain the COz and stack temperature 





readings; and there is some significance 
to the smokepipe draft reading. For 
one thing, deducting the over-fire draft 
reading from the smokepipe draft read- 
ing gives you the draft-drop figure of 
the furnace or boiler. Particularly after 
installing flue baffles, be on guard for 
excessive draft drop. 

Of the combustion testing instru- 
ments mentioned in this article, today 
the smoke testing instrument is of 
greatest interest. It has the glamor of 
being the newcomer to a well estab- 
lished group of combustion testing in- 
struments. It has the ability to end 
arguments about smoke, which had to 
be endured for years and years until 
the smoke testing instrument appeared. 
Just as years ago you could not be an 
expert without a COs 
analyzer, draft gage, and stack ther- 


oilburner 


mometer, today you are not an expert 
without a smoke checking instrument. 


J. B. Griffith named assistant to J. F. 
Ray, vice president in charge of sales 
for General Con- 
trols Co., Glen- 
dale, Calif. With 
responsibil- 
ities primarily in 
the field of cus- 
tomer __ services, 
Griffith has had 


nearly twenty 





years of experi- 
ence in the design, sale, and manufac- 
ture of heating and airconditioning 
devices. 
Se 

Wesley T. Dorsheimer and Barry 
V. Cornwall have been named assist- 
ant managers of the Eastern and Gulf 
Coast Regions respectively for the 
Petroleum Chemicals Division of E. I. 
Du Pont de Nemours & Co., Wil- 


mington, Del. 
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API Convention 
(Begins on page 55) 
trol other fuels to protect the interests 
of the one that it is regulating. 

Rippel emphasized the fact that 
while gas has only recently started to 
get its prices up to reasonable market 
value in relation to other fuels, a Gov- 
ernment regulation now threatens to 
disrupt this competitive position. 

In closing, Rippel again emphasized 
the oil industry’s interest in both fuels 
since most gas comes from oil wells, 
and made a plea for healthy competi- 
tion between the two fuels. 

The third speaker was M. N. Vin- 
ing, of Diesel Oil Sales Company, 
Seattle. His paper was called “How To 
Make More Families Want Oil Heat.” 
He described in considerable detail the 
effective promotional program of the 
State of Washington which is now in 
its fourth year. In 1954 Vining’s group 
is spending $135,000 and he feels that 
by the time natural gas arrives in the 
State of Washington it will be neces- 
sary for the oil industry to spend 
$350,000 to offset the impact of the 
free publicity that gas always gets. 

The full text of Vining’s paper ap- 
pears elsewhere in this issue. 

Of special interest to fueloil market- 
ers, the new API vice-president for 
marketing is J. G. (Doc) Jordan, of 
Shell Oil, New York. Jordan was pre- 
viously chairman of the program com- 
mittee of the Marketing Division and 
in that capacity arranged for the three- 
man presentation on oilheating that we 
have described. Incidentally, this pres- 
entation was under the sponsorship of 
API's Fueloil Committee. 

In another session of the convention 
John W. Boatwright, of Indiana 
Standard, predicted that 1955 should 
see a 4.3% rise in total demand for all 
dils to a level of 8,460,000 bbls. a day. 
He estimated that gasoline demand will 
be up 3.6% to average 3,500,000 bbls. 
daily; kerosene up 1.5% to 330,000 
bbls. per day; distillate fueloil up 
8.6% to 1,560,000 bbls. a day; jet 
fuel up 35.3% to reach 180,000 bbls. 
per day; residual fueloil up 2.7% to 
1,500,000 bbls.; all other products 
1,110,000 bbls., up 7.3%. 

It is customary at the annual API 
‘Aventions to award certificates of 
appreciation to industry men who have 


conspicuously and unselfishly helped 
their segment of the industry. In the 
Marketing Division there were seven 
such awards to the following persons: 
R. M. Bartlett, Gulf Oil Corp., Pitts- 
burgh, Pa.; James E. Dyer, Sinclair 
Refining Co., New York; B. I. Graves 
(retired), Tide Water Associated Oil 
Co., New York; A. L. Nickerson, 
Socony-Vacuum Oil Co., New York; 
Adrian M. Ogle, National Congress of 
Petroleum Retailers, Berkeley, Calif.; 
Henry L. Schwartz, Paragon Oil Co., 
Brooklyn, N. Y.; Russell S. Williams, 





Gasateria, Inc., Indianapolis, Ind. 

The midyear meeting of the Market- 
ing Division is to be at St. Louis in 
May, then the fall meeting will be at 
San Francisco in November. 

We mentioned earlier that J. G. 
Jordan, of Shell, was the new chairman 
of the Marketing Division. The Nomi- 
nating Committee also proposed as 
vice-chairman Stanton Smith, Smith 
Oil & Refining Co., Rockford, Ill. and 
for secretary Howard Vesper, vice 
president, Standard Oil Company of 
California and both were elected. 
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Gorton Valves combine the best in design 
—for the best in performance. Heat sensi- 
tive thermostatic bi-metal actuator provides 
faster closing action and insures dependable 


operation. 


Oversized valve seat provides fast venting, 
and positive seating. Extra capacity valve 
case promotes fast draining, and eliminates 


water logging. 


Available in 5 sizes for proper venting and 
balancing of each radiator, and two sizes 


for venting mains. 


SEE YOUR WHOLESALER OR WRITE 













SEND TODAY FOR 


Literature and free handy ruler 
giving actual sizes of air outlets 
of fast venting Gorton valves 
for every steam heating system. 


HEATING 
CORPORATION 











The Sweetest Filter in the business 


SPARKLER OB-2 Fuel Oil Filter 
easy fo install and service 


Light weight, compact — can be installed close to the floor, in 
any fuel line without difficulty. Rayon filter element can be 
changed with new filter discs in less than a minute on a service 
call. Just a little more than hand tightening on the bow! nut, 
no excessive wrench pressure needed, 

Model OB-2 has more than ample capacity for all home 
burners. Eliminates all burner nozzle trouble due to dirt 
and water. 











Write R. J. Stastny for personal service 


SPARKLER MANUFACTURING CO. 


MUNDELEIN, ILL. 


European Plant, Amsterdam, Holland 


Approved Underwriters’ 
Laboratories 


Model OB-2 for home type burners. 
Larger sizes OB-4 and OB-8 available for 
industrial burners. For space heaters use 


Model SH-3. 


Canadian Plant, Galt, Ontario 


Engineers and manufacturers of a complete line of industrial filtration equipment. 




















Make Them want oil Heat 
(Begins on page 49) 

fields of advertising, public 
relations, or research. 

b. To initiate and conduct studies 
of successful avenues utilized 
by the industry or others in 
competing with natural gas. 

c. To co-ordinate industry mem- 
bers’ ideas and suggestions on 
methods or approaches to the 
problem. 

To marshal industry mem- 


— 


a. 
bers’ market-wide organiza- 
tions—technical and operat- 
ing—in unearthing restrictive 
codes. 

e. To counsel the organized dis- 
tributor group generally in its 
development and implementa- 
tion of over-all advertising 
and public relaions activities. 

f. To assist in the promotion of 
organized distributor action 


by providing speakers or other 
assistance to the organized dis- 
tributor group in its efforts 
to organize, or otherwise 
strengthen its collective action. 
g.To recommend financial as- 
sistance to be given by the in- 
dividual companies to the or- 
ganized distributor group. 

In conclusion, I would like to point 
out that the heating oil business can 
go on for years whether or not we get 
behind it as I have suggested. Both the 
suppliers and the marketers can coast 
along doing their best to keep their 
present customers happy and lose only 
a moderate percentage to other fuels. 
By tightening their belts, they can 
probably avoid sales losses. But, and 
this is a very important “but,” if the 
fueloil industry loses its forward mo- 
mentum, if it loses its attractive annual 
return and growth, then we are in for 
trouble. 


If the individual marketer can only 
grow by taking accounts away from 
his industry friends—if he can no long. 
er create new users in any significant 
number, then we can expect a far less 
satisfactory stability of prices; and we 
can expect fueloil to encounter the 
price wars that have cursed the gaso- 
line picture in many markets from 
time to time. We can expect this very 
healthy child of the great petroleum 
industry to develop unmistakable signs 
of pernicious anemia. We are at the 
clinic now. You and I will determine 


the child’s future health. 7 


>, 
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Robert W. Hundley has. been pro 
moted to the position of sales manager, 
Accessories Div., Wm. Steinen Mfg. 
Co., Newark, N. J. Hundley, whose 
appointment was announced by Jesse 
Tankel, Division general manager, 
formerly was assistant sales manager. 











PRECISION MADE—AIl parts are ma- 
chined and assembled, resulting in 
long life. 


RUGGEDLY BUILT—Constructed of cast 
aluminum housing, and factory tested. 


TRULY QUIET—No radio or TV inter- 
ference, 


Years ahead in design and simplicity to provide years of 
dependable — trouble free oil heat for home or business. 


STANDARD AUTOMATIC OIL BURNERS 


GUARANTEE! 


A Silent Standard Auto- 
matic Oil Burner is guar- #% 
anteed to be free from all 
mechanical defects for a 
period of one year. 


DEPENDABLE — Thousands of these 
burners in use the world over. 
THRIFTY—Squeezes every bit of heat 
out of every drop of oil. 

GOOD LOOKING—Modern design en- 


hances the appearance of your heating 
plant. 


A Precision Product of ... 


ALLIED FEDERAL INDUSTRIES, 14-28 Mitchell Place, Newark, N. J. 


‘'Precision and Performance 





¥ 







are Allied 


Bigelow 3-1617-8 
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Why make 
combustion efficiency tests 
the hard way? 


You don’t need a whole bag full of gadgets to make a quick, 
accurate test. Only the “VECO” battery operated combustion 
analyzer (in seconds) gives you three readings on a single dial: 
CO2, stack temperature and draft. Light, compact, rugged and 
simple, the “VECO” is a one-piece job. No messy chemicals or 
complicated set-ups to do. 

The accurate, dependable “VECO” is worth the difference 
and will soon pay for itself. You'll never go back to old-time 
methods. Ask your jobber or write for complete details. 


Victory 
Engineering Corporation 


01-A Springfield Road, Union, New Jersey 
aus 3=— Tel, UNionville 2-7150 






THERMISTORS * VARISTORS 
TEMPERATURE SENSING DEVICES 


ELECTRONIC AND THERMAL 
CONTROL INSTRUMENTS 





THIS MAY SOLVE 
YOUR TOUGHEST 
DRAFT PROBLEM 


quickdraft 


DRAFT CREATOR 


A dream come true for the heating instal- 
lations formerly considered “‘sick.’’ Pos- 
itively stops chattering and pulsation 
(oil), condensation (gas), puffing and 
sooting (coal). Doesn't obstruct the smoke 
pipe, can be vented through walls or 
short stacks. 

Get all the facts. Ask your jobber—or 
write us for name of Quickdraft jobber 
nearest you. 


QUICKDRAFT COMPANY 


Dept. C, 1150 So. Erie Bivd., Hamilton, Ohio 














Another first with FUELOIL & OIL HEAT— 


“FUNDAMENTALS OF OILBURNER 
CONTROLS” 


Just off the press—we have just printed a manual 
consisting of a series of articles which appeared 
during 1953 and the first half of 1954 published 
by FUELOIL & OL HEAT (by John Schulz on 


oilburner controls). 


The title of this 64 page book is “FUNDAMEN- 
TALS OF OILBURNER CONTROLS.” It will 
prove extremely helpful in increasing your knowl- 


edge of the principal makes of oilburner controls. 


Price only $1.00 postpaid—8!/, x 11—64 pages 


HEATING PUBLISHERS, Inc. 


2 W. 45 St., New York 36, N. Y. 
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LOOKING FOR WAYS TO 
IMPROVE YOUR BURNER? 


We invite you to test an Acme Electric transformer 
under any conditions that will match actual service 
by all electrical standards. Acme Electric ignition 
transformers will provide maximum performance to 
assure customer satisfaction. 


ACME ELECTRIC CORPORATION 
Main Plant: 5012 Water Street © Cuba, N. Y. 
West Coast Engineering Lahoratories: 1375 W. Jefferson Bivd., 


Los Angeles, Calif. 
In Canada: Acme Electric Corp., Ltd., 50 Northline Rd., Toronto, Ont. 


Acmo<@>Flectric 
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LEAKY OIL TANKS? 





REVOLUTIONARY NEW 
TABLET GIVES POSITIVE 
PROTECTION AGAINST 
OIL TANK LEAKS 


at an average cost of just 5 g per year 


TESTED AND PROVED BY 2 WORLD 
RENOWN TESTING LABORATORIES 





TANK-LIFE 


TABLETS TANK-LIFE treatments 
© Six-tablet treatment | have arrested com- 


protects for three ee 
- Proved seth: tee pletely, tank leaking, 
leading testing labo- | says Douglas Howe, 
* Gone ts leading | City Fuel Company, Ta- 
oil companies! 


@ Not soluble in oil— 


reacts only on con- 
tact with water 
SOLID TABLET CAN- 
NOT CAUSE CLOG- 
GING 


Prevents premature 


coma, Washington. “Am 
very pleased with the 
results,” 











Don't let your customers go another day with- 
out this priceless protection. Low cost TANK- 
LIFE TABLETS will create goodwill for you for 
pennies. Complete details on request. 


200 treatments @ 18¢ each 
500 treatments @ 16¢ each 
1000 treatments @ I5¢ each 
2500 treatments @ 14¢ each 
5000 treatments @ 12¢ each 
10000 treatments @ 10¢ each 
Packed 50 treatments to a can. 
(6 tablets=one treatment) 


ORDER THROUGH YOUR FAVORITE JOBBER 
—OR DIRECT 





To date, enough Tank Life Tablets have been 
sold to treat every Fuel Oil Tank in every home 
in 25 States. 


a SEND COUPON TODA, s==—— 











I 
| STEWART-HALL CHEMICAL CORP. | 
Mount Vernon, New York | 
| C] Ship treatments @ ——¢ | 
j (J Send Complete Details of TANK-LIFE | 
| TABLETS I 
RE le INT 5.0. s'0:0 <b cin.ds 40s) co porcees | 
| | 
| ET Pe er | 
| Address Teas ud ily Sinn’ Bhd Moat oils 5 Seis 
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Oilheating Trends 
(Begins on page 12) 
The second is from a large fueloil 

marketer in Washington, D. C.: 

“In order for us to properly express 
our views on the liquid fertilizer busi- 
ness and its relationship to the fueloil 
industry, it will be necessary to provide 
you with the proper backdrop of its 
development here in Washington. 

“We began a search for the facts. 
The extensive research center of the 
U. S. Dept. of Agriculture is located 
just outside of Washington at Belts- 
ville, Maryland. We contacted numer- 
ous professional people in the field of 
agriculture and slowly began to gain 
a grasp of the problems at hand. The 
more we talked to these experts, the 
more we realized a deep need for 
knowledge if we were going into this 
business. The first thing we discovered 
was that as far as home lawns were 
concerned, liquid fertilizers were very 
new and no one could provide the an- 
swers we needed. We then elected to 
employ a well-qualified turf expert as 
a consultant to advise and guide us 
towards the goal. 

“Our consultant provided us with 
a formula and an experimental pro- 
gram to carry out. Under his direction 
we began a series of experiments on 
1,000,000 sq. ft. of test plots over a 
period of three months. I might add 
that another two years of work will be 
required before we will feel well quali- 
fied to serve the homeowner complete- 
ly. During this entire period we talked 
to more people, read leading turf 
books, and subscribed to other leading 
publications concerning this field. At 
every turn we have come to see that 
the field is highly complex and our 
knowledge is still very limited. 

‘In addition to the scientific side of 
the question, you can appreciate that 
a complete new series of technical 
problems have evolved. They are, of 
course, equipment, personnel training, 
application methods, and sales tech- 
niques. We have not found these prob- 
lems easy to overcome as some would 
indicate. In fact, we have a multitude 
of new ones to face, as well as old 
ones to improve upon. 

“The foregoing has led us to but one 
conclusion; i.e., the lawn business is a 
highly complex field. Any organization 








ARE YOU WILLING 
TO GIVE UP 1%... 


on your C.O.D. sales? 


If the answer is "YES"—you can 
use our capital. 


Lexington's records show that 
actual charges for 80°/, advances 
on the security of accounts receiv- 
able average less than 1% of 
credit sales. 


Loans go up and down with your 
receivables, keeping you in a 
liquid position at all times. 


Write Today for Booklet H-126 


LEXINGTON 
CORPORATION 


Fuel Financing 
in the New England Area 


M.S. Lurio, Pres. D. A. Robinson, Treas. 


10 Milk Street, Boston 8, Mass. 
Liberty 2-6878 














THERE’S NO SEAL LIKE 


RECTORSEAL 








@ service 


© leak-proof 
sealing 


— 


You can be absolutely sure of “no- 
leaks” in your fuel oil installations 
when you make-up the connections 
with Rectorseal #2. 
Thin in the can, it thickens in the 
joint to prevent leaks for the life of 
the connection. 
It is economical — easy to apply 
from brush-top cans. 
Compare the quality—compare the 
price, and you'll know why there’s 
no seal like Rectorseal. 
Try it at our expense. Write for 
FREE SAMPLE. 

RECTORSEAL, Dept. O 
2215 Commerce St. Houston 2, Texas 
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Beal: Mm > 40-111°(-1-| 
Baseboard 
Perimeter Diffuser 


Smartly styled for new or old 

houses. Assures better air dif- 

fusion for complete comfort. 

Exclusive features for easier 

installation, including mechan- 

ical built-in damper. Four foot 
and two foot -sizes. 


for _J 
HEATING 
and 
COOLING 








Lima Square . 
Step-Down Design 
Ceiling Diffuser 
Popular for rectangular rooms and 
square block ceilings. Lima-engineered 
for complete 4-way diffusion without 
drafts. Full center damper opening. 
Perfect for perimeter return air. Avail- 
able in’ six sizes. 













Write for literature and catalog on the 
complete Lima line of quality dif- 
fusers, registers and grilles. 
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sold exclusively through 
heating wholesalers 
and manufacturers 
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4 register co. 


INDOOR COMFORT 














BEACON RADIATION BOOK 


The second printing of the BEAcoN RADIATION 
REFERENCE Book & Heat Loss GuibE is now avail- 
able. A reprint of the original edition, published 
in 1946, the new issue reproduces the entire series 
of tables showing heat loss requirements for rooms 
of various sizes. Range of rooms covered begins 
with those measuring 5 ft. x 5 ft. and continues 
up to rooms with 20 ft. x 30 ft. dimensions. $4. 


HEATING PUBLISHERS, INC. 
2 West 45th Street New York 36, N. Y. 











HAY WARD 


Rotary Atomizing Burners 
¥%, to 12 Gph 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 
%, to 10 Gph 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 
Write for franchise information: 


HAYWARD OIL BURNER CORP. 
86 Kirkland Street, Cambridge, Mass. 
Factories in Brooklyn, 

N.Y. and Taunton, Mass. 
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L give my customers 
the BEST/ 


APTHORP TRUE ALIGNMENT 


NOZZLES 
BOTH ARE PERFECT 


but one may be BETTER 
for a PARTICULAR BURNER 
than the other 




















HOLLOW SPRAY SOLID SPRAY 


Every burner has a certain air pattern that is gov- 
erned by the design of its particular head. Either 
an Apthorp Hollow Spray or Solid Spray Nozzle 
will mate best with this air pattern. By use of 
the right type, CO. will increase from 2% to 4%. 


WRITE FOR COMPLETE NOZZLE BULLETIN 


BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 


































"Instrument check. 
ups open the doors 
to profitable equip- 
ment sale. 


FYRITE 


S897 QUALITY INSTRUMENTS 
tie that Pay for Themselves 


The FYRITE Service Kit provides a complete set of accurate, 
quality-built combustion-testing instruments at the lowest cost. 
It includes the FYRITE CO? Indicator which is unsurpassed for 
fast, accurate flue gas analysis; and also contains the popular 
DRAFTRITE Draft Gauge and the 950° F. 

mercury Stack Thermometer, all packed in 
a sturdy steel instrument chest. 

















The chest is equipped with brackets for the mercury 
thermometer, and the TEMPOINT 200°-1000° F. Dial 
Thermometer shown at the right which may be sub- 
stituted for the mercury thermometer at slight extra cost. 


Ask your Jobber or Write for Bulletin 730 


BACHARACH industrial instrument Co. 


7301 PENN AVENUE PITTSBURGH 8, PA. 
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For 
Dependable 
Performance... 





Specify... 


BERKSHIRE 









i x You'll find the highest standards of 
: engineering and dependability built 
into every BERKSHIRE you purchase. 
Each transformer is individually test- 
ed, and adjusted. U.L. Approved. 
Shielded. 


guaranteed. 


Interchangeable. Fully 





Write for full Information: 





Phitadelonta 6. Penna. 


BERKSHIR 


i ag | ‘| ASSOCIATES 


Ignition meeeers sar 


TRANSFORMER CORP. 
15 South Ave., New Milford, Cona. 


CLISBY & ASSOCIATES 
P.O. Box 654 
York. Penna. 








either in this field or contemplating en- 
tering it may as well decide that time, 
money, and effort will be needed in 
order to develop the highly specialized 
skills necessary for the establishment 
of a sound business. 

“In conclusion, if companies are not 
willing to develop this business, our 
suggestion is to continue to direct their 
efforts towards a superior heating in- 
dustry and leave lawn problems to 
lawn experts. 

“We intend to continue in this ven- 
ture on a long range scale, and it is our 
belief that it can be developed into a 
profitable business that will stand on its 
own.” 

The third letter was from a large 
Long Island marketer who has also 
taken a very intelligent approach to the 
problem: 

RIKER OIL COMPANY, INC. 
Garden City, New York 
Editor: 

I have done only experimental spray- 
ing on the lawns of a few key em- 
ployees via the water tap-garden hose 
method with Monsanto's ‘‘Foliator”— 





tween two Seat oe hose and dees 
the spray concentrate into the water 
stream. As a result, we all have better 
lawns than we ever had before, and we 
didn’t get started until July. I am de- 
pending on another marketer for the 
answers on the practical side—outfit- 
ting tankwagons, pump and meter cor- 
rosion, etc., and I have agreed in return 
to give him the benefit of my investiga’ 
tion into the efficacy of various water 
soluble foliar sprays and other allied 
materials. Both of us are using Mon- 
santo Chemical’s “Folium.” In fact I 
have taken the distributorship for the 
petroleum trade for Queens, Nassau 
and Western Suffolk. 

You may not know that in years past 
we had some experience in the horicul- 
tural field, allied to the present activ- 
ity. We know some of the pitfalls. As 
distributors, therefore, we can be some- 
thing more than a warehouse for our 
dealers. I propose to select only good 
operators at strategic spots who will 
do a representative job for Monsanto 
and other manufacturers whom we 
may represent. 








quickly, and signed up for expensive 
inventories of unkown brand materials 
in exchange for exclusive areas of op- 
eration. They will be exclusive all right, 
because few other dealers will be fool: 
ish enough to fall for the deal. 

Of course, there are many, many 
fertilizers on the market and there is 
a lot of competition. We are not start 
ing out in a new field. 

I am most enthusiastic about the 
possibilities in this field for the fueloil 
dealer. I expect to do a good volume of 
spraying next spring and summer, and 
will be prepared for it with the com 
version of one, possibly two, 2,500 gal- 
lon tankwagons. A questionnaire to my 
customer list brought a response indi 
cating that 25% of my total list is in 
terested in a spraying service. 

I propose shortly to have a man who 
literally “knows his onions.” He is an 
agricultural institute graduate who will 
call on people during the winter, while 
the rest of our organization is busy 
keeping them warm, to sign them up 
for lawn spraying next spring. 

NORMAN D. RIKER 





a plastic suction gadget which fits be- Some dealers moved into the field too President 
TONGUE & GROOVE 
JOINTS 
LITE: CAST ° LINE UP FOR MORE BUSINESS | 

HIGH 

ey TURRET]. Mel ay-Wi,t:34°S9 | SIDE WALLS ilb 9 

QUICK HEAT LONG LIFE ° with Gi arco s 

DOUBLE SEAL 
~MONOGRAM has... BETWEEN complete line of 


Furnaces. 


U.S. Pat. No. 2075433 
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137 Standard Designs and ° 
sizes of LITE-CAST Insulating 
Refractory Combustion Cham- * 
bers for ALL Boilers and 


-75 TO 12 GALLONS PER HOUR 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4, PA 





FLOOR & WALLS 
PRE-CAST FLOOR 


AIR SPACE 
BENEATH FLOOR 











@ OIL BURNERS 

@ BOILER-UNITS 

@ WARM AIR CONDITIONERS 
@ SUSPENDED FURNACES 


for every size and 
type of building. 


Gilbert & Barker 
West Sringfield, Mass. 
Toronto, Canada 
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‘‘Galongage builds customer 


ser: seme and anes MORE OIL BURNER & 
meni 7, | ACCESSORIES pry 


Those two words, “By Buckeye,” are a familiar guaran- 
tee of thoughtful engineering and good construction; 
the performance and long life your dollars should buy. 
Pictured here are a few of the many 
items that make up the Buckeye com- 
plete line of Oil Burner Accessories. 


No. 623 Flush Fill Box 
Sturdy but light, cast iron body, 
brass lid. Made in 2” size for fuel 
oil installations. 











No. 440 Vented Fill Cap 


Heavy cast iron, Extension 
arm on body quickly locates 
cap for padlocking. Removable 
vented cap. 


No wonder more and more dealers today are using Galongage. With 


° . . . | ee " No. 628 
Galongage you cut installation time and service calls to a minimum. You Hinged Vented Fill Cap 











will find customers appreciate its greater accuracy and appearance too —— Heavy iron. Used when fill 
— a constant reminder that you have given them the best in heating equip- bs [+ lle ypenanglicag Wy — & 
ment. Remember their good will is your greatest asset. No. 631 No. 714A Sludge Pump 
' oe seas > . 5 Double-Opening T Vent All brass with malle- 
re 1s —_ able iron handle, Easy 
€ Do justice to a quality job by installing the best — Galongage. Write sia’ euidaes as “aa - eae haw ott aay 
tart: today for complete details. fire screen protected by a “Zu gle without a foot 
heavy galvanized hard valve, Expels about 1 
Also INTERNATIONAL, now Underwriters’ approved, a pint per stroke. 
the for the finest in lever arm type gauges. For oil burner installations, Buckeye also makes foot 
lal valves, bushings, strainers, check valves and shut-off valves. 
ia APPLIED MECHANICS COMPANY 
1e O 
: 381 CONGRESS STREET, BOSTON, MASSACHUSETTS BUCKEYE IRON & BRASS WORKS, Dept. F 


and P. O. Box 883, Dayton 1, Ohio 
con 
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- ee SEASON'S great performers 
= | RANA AIOE | ccowomy twins 


shile Designed for furnace-burner 
Dusy ae ond burner-boiler applica- 
1 up A N D —_— tion. Capacity—.6 to 2.0 


GPH. One piece cast alu- 


eR the very best of everything | > gta. ~ Sitiiemmuuaies 


duty motor with overload 
aes protector. Flange or pedes- 
to all our x —_ tal mounting. Quiet, trouble- 
oT ae Model Hv-O free operation. 
fuel oil industry Developed for low pressure 
° a one operation. Capacity—.4 to 
friends and their families 1.5 GPH. Features new Sund- 


strand LP fuel unit. Combus- 
tion head and nozzle spe- @ 





cially designed. Delivers low 

GPH rates at high CO2 read- 

ings. Either adjustable or cal 
non-adjustable metering. Model LO-O 


BOTH HY-LO BURNERS MEET U. L. CS-75 AND CSA OF CANADA SPECIFI- 


WLE OIL . OR Pp oO R ATI oO co CATIONS. BOTH ARE ECONOMICAL, RELIABLE, EFFICIENT AND OF SUPERIOR 


WORKMANSHIP AND DESIGN. WRITE FOR COMPLETE INFORMATION 


GULF REFINING COMPANY HY-LO BURNER CO., Inc. 


Eddington, Pennsyivania 


137 







































CUT NUISANCE CALLS 25% 


with NEUTRODA 


, KILLS ODORS DUE TO OIL SPILLS & LEAKS 


“HARBOT” BX CABLE CONNECTORS 


tso-~ 





















NO SPECIAL 
OPERATES ON INSTALLED TOOLS FUEL OFL on0t ; ° Only known product which neutralizes oll by chemically 
NEUTRALIZER > 7% inhibiting vaporization—thus eliminating odor. 
PATENDED AFTER NEEDED... é e Just sprinkle it on! A little goes a long way. 
CAM -WEDGE 
WIRING IS ONLY A | ON WARM AIR INSTALLATIONS 
PRINCIPAL COMPLETED SCREWDRIVER THe oes 4 cons OT e A light sprinkling of Neutroda on the air filters kills all 
pps % fuel oil odors that have penetrated to rooms thru ducts, 





in 2 to 5 min. 


Available at your ¢ A lizht sprinkling of Neutroda on the air filters at the 
supply house only beginning of the season when unit is started up—destroys 
mildew odors—prevents call-backs. 


or write for information and name of nearest distributor 


tHe TANKIT hy 174 GOLDSMITH AVE. NEWARK 8, N. J. 


ork! 


WRITE US TODAY 


UNIMATIC CORPORATION 


| O00 ayy ae. a GO) ol Ge LO) Pn | A) dO) 


bends 20 gauge 
mild steel 












. » « the Portable Sheet Metal Bending Brake 
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Keep all your 
ductwork profits! With 
this one tool, you can both form 
and lock ducts and fittings. Enables you to 
keep up to 35% more profits on each warm air or 
cooling job. Compare specifications and construction — 
WEBCO is an exceptionally strong, precision unit, engineered for 
simplicity, low in cost. 


Let us Show You! Write: 


HALLMOR INC.—McMurray Road, Bridgeville, Pa. 














THEY 
HAVE STOOD 
- | THE TEST 
a Versatile! a OF YEARS 








ee Attractively Pr 


HE best testimonial to the dependability of 
Dongan Transformers is that they have for 
years been standard equipment on _ leading 
makes of oilburners. Acquaint yourself now 
with the Dongan’s many outstanding features. 








Voltages from 5,000 to 20,000 
A variety of sizes and mountings 





KING ENGINEERING CORP. 


Box 410 » Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 


Dongan Electric Manufacturing Co. 
WRITE FOR 2981 Franklin D 7, M 
“The Dongen Line Sesce 1909” 
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ROCKWELL TESTS METERS UNDER 

Crenaring COmiriRh o.6c oecaveshves bbnnas . July 
So You BOUGHT A NEW TRUCK ....Edwin L. Grif. Sept. 
SHOULD FUELOIL MEN MOVE TO CANADA? L. F. Becker. . Mar. 
WHAT DOES IT COST TO ADD AN OIL CUSTOMER? ...... Nov. 
Wuy PERCENTAGE Marcins ...Howard H. Ingersoll. . Mar. 
Wuy “NoT PERCENTAGE MARGINS?” 


RP Ges: eal bal! Dyer. . Nov. 
Carl F. Stevens. . Dec. 


F. Raymond Kraemer .. Apr. 
STATISTICAL 
1950 Census SUMMARY WITH DATA ON 
CENTRAL HIBATING. .coccccccwdwcncccctcdscene - July 
DEALERS IMPROVE AS MARKETERS ....... <oerer Jan. 
DISTRIBUTION OF OIL BOILERS AND FURNACES ....... May 
FUELOIL BUSINESS KEEPS GROWING ....-+eeeeeeees Jan. 
FUELOIL MANAGEMENT STUDIES beswdeéucd ve . - Sept. 
Gas Heat ESTIMATES GASFIRED INSTALLATIONS ......Oct. 
1953 INSTALLATIONS WERE 823,365 .....++++-- oc coh 
OHI surveys MANUFACTURERS ON OUTLOOK ......Mar. 
Or RESERVES RISE ...... . ee Tee eee Apr. 
OILHEATING FINISHES STRONG ..... cPiav an’ ¢ were 
SALES OF DISTILLATE AND RESIDUAL HEATING OILS . ; Sept. 
SERVICE CONDITIONS IMPROVE .....+eseeeeeeceee . Jan. 
SOME OPERATING DATA FOR NEw YORK MARKET . ++ «Mar. 
THE CASE FOR LARGER TRUCK TANKS .......+-++++ Sept. 
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WATER LEVEL CONTROL 
SOLVES TRADE PROBLEMS 


Amazing New Cut-off Has No Moving Parts 
Cannot hang-up or leak—has no float or bellows 
Not affected by surging—has built-in time delays 
One model fits all jobs—through handiest 34" opening 
Lowest first cost—ask your jobber or write us 
Lowest installation cost—you choose most convenient location, make 
one wire electrical connection 


Nothing Moves But The Water! 


any clock-thermostat to 


Ingenious control uses less electric current than replace 
moving parts. 

Detector centered in %4” well, measures level of water. The 
can be removed from mounting box to facilitate installation. 

The contacts are sealed in a glass tube from which the air has been removed to 
prevent oxidation of the contacts, thus assuring your customer of lifetime trouble-free 
service, 

See your jobber or write 


Detector Assembly 


us for detailed information. 


Watermatic Mfg. Co., 852 Rogers Ave., Brooklyn 26, N. ¥. 


Ws 


FIRE BOX 
fueloil & oilbeat 


CLASSIFIED ADVERTISING 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 


No Advertising Agency Commissions. No discounts. 
NOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 


“K” FACTOR CALCULATOR. Handy, compact slide-rule. Eliminates cumber- 
some charts. Speedy. Accurate. Single setting gives both K-tactor and degree 
day of usable oil. Only $5.50. Degree Day Systems, Dept. FO, 3930 58th 
Street, Woodside 77, New York. 

SALESMEN GET THE MOST OUT OF YOUR CALLS. Your customers may 
be able to use our product, As long as you are already talking to them why 
not see if they can use our fuel oil sludge-solvent. May handle as a side line. 

Exceptionally profitable for you. Your commission on a single drum would be 
$55.00. This is repeat business so you can see how lucrative it can be. For 
information write Box 1157. 

DECALS—Service, nameplate or truck lettering and trademark decals made to 
your order, Easy to apply, uniform, distinctive, economical for small or large 
needs. Write for catalog. Mathews Co., 827 S. Harvey, Oak Park, Ill. 

SAVE UP TO 60% ON YOUR CONTROL REBUILDING. No control obso- 
lete with us. Write for price list. You will be amazed at the saving. Our 10th 
year rebuilding controls for the trade. Distributors wanted. Atlantic Burner 
Supply Co., Inc., Ozone Park 16, New York. 

GOOD NEWS FOR OIL BURNER SERVICE MEN. You can now eliminate 
high vacuum in clogged oil lines due to sludge and dirt by using the Oil Line 

Snake without replacing new lines. Tried and_ tested. Order now. Oil Line 
Snake with instructions $5.00. American Made Products Co., 28 Merchant St., 
Newark 5, New Jersey. 

OIL BURNERS—Major heating equipment manufacturer seeks services of 
manufacturer's representative handling non-conflicting allied lines in Middle 
Adlantic, New England and Northern New York States. Write Box 1194. 
WELL ESTABLISHED FIRM with over 30 years in jobber sales, would like to 
represent manufacturer of heating specialties and equipment. Prefer to sell to 
jobbers, only. Can provide excellent warehouse facilities. Personnel has wide 
acquaintance with both jobbing, heating, and oil burner trade in Metropolitan 
New York. Write Advance Utilities, Inc., 1137 Prospect Avenue, Bronx 59, 
New York. 

MANUFACTURER'S AGENT WANTED. Manufacturer’s Agent to represent 
well known manufacturer, Several choice territories available on exclusive basis. 
Manufacturer has complete line of approved residential gas and oil furnaces, 
Sennen priced. Write Box 1197. 

SALES MANAGER AND MANUFACTURERS’ AGENT with Boston office 
and sales facilities available. Willing to cover N.E. States for reputable company. 
Experience from manufacturer to dealer level. Qualified to manage both whole- 
sale and retail in heating equipment and gt oil a A number of accounts 
transferable. Best of references. Write—G. . O, Box 55, Cambridge 38, 

ass. 





ules 








REGA 


— 
FILTERS 





@ Oil flows upward—ailowing dirt and water to separate. 
@ Big 12” sludge and water trap prolongs life of cartridge. 
@ Oil cannot by-pass filtering element. 

@ Cartridge easily changed by removing thumb screw. 

@ The answer to bottom-outlet tank problems! 


SEND FOR FULL DETAILS NOW! REPS: GOOD TERRITORIES OPEN. 
REGA._MFG. CO., 99 MT. HOPE AVENUE, ROCHESTER 20, N. Y. 


Positively trap } | 
Sludae and | 
WATER! 
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EXTRA PROFIT 





| Oey A SOOT DESTROYER 





FOR FUEL OIL SOOT ONLY 


Keep a supply on every service truck. Sell 
cleaning jobs. E-Z does a thorough, safe job 
with just one application. Saves time. Pays 
extra profit. Sell one—Ib. cans to customers. 
if your distributor cannot supply you, order 
direct. Regular trade discounts to dealers and 


servicemen. 

No. 1 Pkg. (1 Ib.) Retail Price—$1.50 
No. 5 Pkg. (5 Ibs.) Retail Price—$6.25 
Special discount to distributors 
on quantity purchases 


NORMAN CHEMICAL CO. 


478 No. Cleveland } Ave., St. Paul 4, Minn. 


SALE SME N—Progressive » Ohio furnace manufacturer needs two top ealesmen: for 


new sales territories opening January lst. Salary and car plus commission. 
1—Southwestern Ohio and Kentucky, 2—Greater New York and Northern New 
Jersey. In reply state age, experience and income expected to Box 1199. 

OPPORTUNITY OF A LIFETIME, For a successful salesman in the home 
heating and cooling equipment field. If you are at present a successful salesman 
or sales management executive in the home heating and cooling industry but 
must look elsewhere for promotion and higher income, we have an unusual 
opportunity for the right man between the ages of 35 and 45, to build a 
future with this long established, progressive, triple A, national organization. 
High School education necessary. We will provide intensive training in our 
company school. Adequate salary with expenses, plus incentive income. Give 
details of your experience. Our salesmen know of this ad. Address Box 1201. 


FUEL OIL METER TICKETS printed with your advertisement in two colors, 
delivered to you in 30 days or less, Write for our catalogue and samples of 
Budget Coupon Books and our Special Budget Envelope. Ali types of printing 
for the fuel oil dealer. Cromwell Printery, Inc., 61 Hudson Avenue, Albany 1, 
New York. 

LINES WANTED FOR CANADA. Established Canadian distributor of auto- 
matic heating equipment desirous of adding additional lines. We cat guarantee 
complete coverage of the Canadian Market to any product of merit allied to 
the heating and plumbing trade. Write Box 1202. 

SALESMEN—Salary and commissions, car furnished, company insurance, to 
sell the new line of Rybolt furnaces, coal, oil and gas, packaged Summer Air 
Conditioners, Incinerators and several new items to be introduced early Spring. 
Call or write Rybolt Heater Co., Ashland, Ohio. 

DO YOU WANT TO INCREASE YOUR SALES? Do you want to build a 
top-notch jobber organization? Sales executive with over 20 years’ experience in 
the industry—contacts with over 1,000 jobbers in 31 states—many of the 
outstanding Manufacturers’ Representatives and most of the original equipment 
manufacturers desires position as Sales Manager or to act as Merchandising 
Counsel to a small group of manufacturers on a nominal fee basis, where the 
manufacturer does not feel they can afford a full time Sales and Advertising 
Manager. Write to Box 1203. 


WHOLESALE SALES REPRESENTATIVE AVAILABLE: Complete experience 
in organizing and training dealer operations in the sale of residential heating 
equipment in various territories. Past record of successful performance in this 
industry for last eight years available. Compensation may be based on terri- 
torial potential. Available for immediate interview. Write Box 1204. 


CAPABLE, ENTERPRISING AND DEDICATED INDIVIDUAL desires situ- 
ation in sales and/or management, with equipment manufacturer or fueloil 
marketer. Domestic, commercial and industrial experience as retail salesman, 
heating contractor and factory salesman, Army discharge in January. Prefer 
New Jersey area. Write R. N. Barratt, 12 Branch Brook Drive, Belleville, New 
Jersey. Available for interview. 

DISTRICT SALES MANAGER DESIRES TO CHANGE EMPLOYMENT. Now 
representing one of the largest manufacturers of heating and cooling equipment 
in the industry. Interested in a Sales Manager’s position or good District Manager 
position. Must be a progressive company with definite policy. Willing to relocate. 
Reply Box 1200. 

TURN YOUR SURPLUS INVENTORY of stoker, oil burner or gas controls 
into cash. Mail list and price to Box 885. 

MANUFACTURERS’ REPRESENTATIVES—Salary and commissions, car fur- 
nished, company insurance, to sell the new line of Rybolt furnaces, coal, oil and 
gas, packaged Summer Air Conditioners, Incinerators and several new items 
to be introduced hound epee: <4 Call or write hecavsaih Heater Co., Ashland, Ohio. 


Fast Installation 
everything clicks for a smooth job. "=m 


Easy Servicing 


—— all surfaces and accessories quickly accessible. 


Sizes to heat the smallest home or largest building. 


Fitzgibbons Boiler Company, Inc. 101 park avenue, NEW YORK 17, NY 
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Fewer failures of Sundstrand 
Fuel Units mean less servicing 


Mr. R. F. Doepel heads Doepel Supply Co. (now a division of Oil & Gas Ltg. Equip. 
Corporation), which has used Sundstrand Fuel Units throughout its 29 year history. 


Burners equipped with Sundstrand 
Fuel Units do the best job of satisfying 
customers—they have fewer failures, 
thus require less service, according to 
Mr. R. F. Doepel (shown above.) 
Dozens of other Sundstrand advan- 
tages were pointed out by Mr. Doepel 
andhisService Manager, Richard Barth. 
They liked the compact, modern de- 
sign of the unit, the ease of installa- 
tion and cleaning, the interchange- 
ability of mountings for different mod- 
els. They mentioned that frequently 


R. F. Doepel, President 
Doepel Supply Co., Winnetka, Ill. 
Division of Oil & Gas Ltg. Equip. Corporation 


the single-stage unit operates success- 
fully where other makes fail. 


Quiet operation was attributed to 


the time-proved Rota-Roll pump and 
the new anti-hum diaphragm. The 
elimination of leakage, the large bear- 
ing surface for the 7/16” diameter 
shaft, the longer life of the piston- 
type valve were commended. 


Get latest data bulletins—see why 


Sundstrand is first with dealers, whole- 
salers, service stations, and manufac- 
turers. 


SUNDSTRAND 







Mr. Richard Barth, Service Manager of Doepel Sup- 
ply Co., adjusts oil pressure on Sundstrand Model “J.” 


HIGH-PRESSURE UNITS 


Single- and Two-Stage for 3, 6, 10, 14, 20 
gph firing rates... Strainer capacities—6, 
10, 15, 20 gph. (Can be furnished for either 
fuel oil or gasoline). 


LOW-PRESSURE UNITS 
Two-Stage with fixed or variable metering. 
For .4 to 1.5 gph firing rates. 


SUNDSTRAND MACHINE TOOL CO. 


Hydraulic Division, Rockford, Illinois 
Made in Canada by John Inglis, Ltd. 
14 Strachan Ave., Toronto 
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BNEW UNITS! NEW LOW PRICES! 





‘at these new 
low prices! 


Yes, Williams OIL-O-MATIC, the original Low Pressure heating, 
is available now at popular prices—with every famous feature of 
OIL-O-MATIC’s superb quality included. This complete line of 
efficient, space-saving units is fired by the time-proved Model 
Fifty-Ten burner; materials and construction are of the first qual- 
ity throughout; the efficient wrap-around heat exchanger is of 
heavy 14-gauge steel; complete wiring harness and junction box 
are attached to each unit at the factory. 


A Complete Line of Oil Heating, Gas Heating, and Year- 
round Air Conditioning for Homes of Every Size and Type 


Where price alone is the consideration, all OIL-O-MATIC units 
are available with the low-cost AX High Pressure burners. 


Full stock also at Boyertown, Pa. warehouse. 


GET THE FACTS! GET THE SALES! 
MAIL COUPON TODAY! 





WILLIAMS DIVISION 


= tC) 
Eureka Williams 
COMPANY 
Division of 
HENNEY MOTOR COMPANY, INC. 
Bloomington, Illinois 





adds new low-cost units to famous 







Available in... 


_ Hy-bOY 
_Lo-boy 
— Counter How 


~ SYD ep Go 
"ype : 





NEW 80,000 B.T.U. 
Lo-boy illustrated. 


(New low cost 
<——— Qil-O-Matic 
boiler-burner units 
also available. 
Write for details.) 
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Eureka Williams 
OIL-O-MATIC 
Winter air conditioners, 
boiler-burner units, 
conversion burners. 













Eureka Williams 
GAS-O-MATIC 


Winter air conditioners, 
gravity furnaces, 
conversion burners. 






Eureka Williams 


AIR-O-MATIC 
2, 3, and 5 ton units 
for installation with 

forced warm air heating 
systems for complete home 
air conditioning. 


Williams Division, Eureka Williams Company 
Division of Henney Motor Company, Inc. 
Bloomington, Illinois 


Please rush me complete information on new low- 
cost furnace-burner and boiler-burner units. 


| 
| 
| 
| 
( Oil-O-Matic [1 Gas-O-Matic [J Air-O-Matic | 
NAME : 
FIRM NAME 
ADDRESS l 
CITY STATE FO-I2 | 
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Assembled Oil Horizontal 


Coal Flo-Warm 





Assembled 
Gas Horizontal 


Gasaver DeLuxe Lo-Boy 


seco 
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TU Assembled Oil 
, R 8 Counter-Flo 
ed, 
Assembled Assembled GRAVITY —_LO-BOY HI-BOY COUNTER-FLOW HORIZONTAL 
Gas Lo-Boy Oil Lo-Boy 3 Models | 3 Models 3 Models | 3 Models 1 Model : 
ol Available 100,000 to | 100,000t0 | 100,000t0 | 105,000 B.1.U. Gas Flo- A 
ASSEMBLED Later 145,000 B.T.U. | 145,000 B.1.U.| 145,000 B.1.U. | 1 model Warm Gravity ‘ 
available later i 
ons 3 Models 4 Models 4 Models 5 Models 4 Models ? 
s ) ASSEMBLED Available 70,000 to 70,000 to 70,000 to 60,000 to $ 
. Later 140,000 B.1.U. | 140,000 B..U.| 140,000 B.T.U. | 120,000 B.T.U. a 
on 2 Models § Models A Models 2 Models b 
nomen 105,000 to | 105,000to | 105,000t0 | 105,000 to ‘ 
&@ 133,000 B.T.U. | 250,000 B.1.U. | 189,000 B.7.U.| 140,000 B.7.U. z 
s 
2 Models 7 Models 3 Models - 
; alouan 105,000 t0 | 105,000 | 105,000 to ’ 
Here’s the most complete 133,000 B.7.U. | 250,000,8.1.U. | 189,000 B.T.U. 5 
line of i 3 Models 7 Models 1 Model i 
of furnaces, fittings a 85,000 10 | 85,000 to | 85,000 B.1.U. bd 
and air conditioning units 140,000 B.1.U. | 250,000 B.T.U. z 
ff GASAVER 3 Models 7 Models 8 DIA % 
ever offered. DELUXE 85,0000 | 85,000 to ; é 
Bef, FLO-WARM | 140,000 B.7.U. | 250,000 8.7.U. D p % 
efore you place your gD Fd 
d DUO-FUEL pon ; = : * 
next orders, compare 85,000 to 100,000 to . 2 
— FLO-WARM =| 140,000 B.1.U. | 190,000 B.T.U. P| 
the WILLIAMSON line 9 Models 6 Models a O é 
Sth the brand nies 65,330 to | 102,000 to onditioning ¢ 
ane you are 163,375 B.T.U. | 275,000 B.1.U. Oil Flo-Warm s 
now carrying. You'll find AIR 2 “ Aa Water-Cooled Hi-Boy : 
in 4 styles. - 
the comparison well worth SS 10 Models +0 and 3 Ton Ait-Cooled i 
- (Duct Evaporator Style) - 
your time—profit-wise. . 





VAJ/ ILLIAMSON 


WARM AIR FURNACES 






































THE WILLIAMSON HEATER CO. 
3552 MADISON ROAD, CINCINNATI 9, OHIO | 
Gentlemen: 
Yes, rush me details on the complete WILLIAMSON Line. | 
j 
Name Title 
Firm | 
| 
Address 
City eRe Air Conditioning Units 
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(Air Cooled Unit Shown) 
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announcing 
the all-new 


dual-vector 





for winter heating...for summer cooling 


a new product...at a new low price 


Of interest to dealers, jobbers and 
contractors is the new Unarco DUAL- 
VECTOR. ... the first quality product of 
its kind priced to compete with any con- 
ditioning system. The DUAL-VECTOR 
at last makes feasible the combination 
of a fine hot water heating and chilled 
water cooling system. DUAL-VECTORS 
are available for immediate delivery. 





DUAL-VECTORSare used in a series, 
one-pipe or two-pipe system, providing 
forced hot water heat in winter and 
chilled water cooling in warm weather. 
Built-in individual room control—ther- 
mostatic or manual—assures low-cost 
operation, since the DUAL-VECTOR 
allows you to cool or heat ONLY THE 
ROOMS IN USE. 


the <g> dual-vector is ideal for homes... apartments . oe 


The DUAL-VECTOR is installed easily 
and quickly, being fastened between the 
studding at any desired height. Its quiet 
efficiency and individual room control 
make it especially appealing to the econ- 
omy-minded. DUAL-VECTORS occupy 
a minimum of wall space, allowing easy 
cleaning of floors as well as the use of 
wall-to-wall carpeting. 


*TRADE-MARK 
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Patented Vapoglas Plates absorb 
more water - Diffuse more - 
Last longer without clogging .- 
Standard in Skuttle Humidifiers 


Note these test results on evaporating plates 


a 


Standardize on Skuttle — The line is complete — Parts are interchangeable 


A humidifier is frustrated 
if it hasn't good 
evaporating plates 






















No humidifier can be any better than 
its plates—because the plates are the 
only elements that can do any humidify- 
ing. The rest of the device exists merely 
for supporting the plates and supplying 
them with water. Any humidifier is 
thwarted of its life purpose unless it 
has good plates. 


_ 
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BEST PLATES —A MUST 


Hence it is of first importance that the 
humidifier you install be equipped with 
the best in plates—that the plates you 
use for replacement be the best. 


oer erat 
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VAPOGLAS — THE BEST 


By every test, Patented Vopoglas 
Plates are the best. They absorb 73% 
more water, (pound for pound). They 
have 83% open space (to resist 
clogging) against 55% for the next 
best. They are lighter, sturdier. Drop 
tests show they resist breakage etter. 


PS SP 


LEE LEGTE ROL: LOONIE, 


Patented Vapoglas Plates are made of 
pure glass wool compressed and sta- 
bilized under heat. 


All Skuttle Humidifiers in which plates 4 
are used have Vapoglas plates. § 


If it’s a Skuttle—it’s a better Humidifier 
with better plates. 


For Any Warm Air Heater There’s A 


Sr aT 








Dry 


Wet 


Gain 







Chie Skuttle Humidifier That Does H Better. 





Type Weight Weight Dry to Space In 
Plate Ounces Ounces Wet* Plate# 
Patented 
Vapoglas Lg 3.6 140% 83% 
Plate B 3.4 4.6 38% 55% 
Plate C 1.67 2.61 54% 42% 
Plate D 9 11.5 28% 27% 
























Drop test on concrete floor shows Vapoglas has greatest resistance to breakage. 


* . 
Indicates water absorption. 
tindicates resistance to clogging with water chemicals. 








MANUFACTURING COMPANY 
MILFORD, MICHIGAN 









Perrex Controls again selected by 
LEVITT, world's largest home builder 














PERFEX 
Dependability 

is proved again 
by being selected 
for the g" 
consecutive 

year on 
Levittown 
projects 






SERIES 100 
Light Duty Line 
Voltage Thermostat 











SERIES 5230 
Constant Ignition Line 
Voltage Oil Burner Primary 








PERFEX CORPORATION, MILWAUKEE, WIS. 
in Canada, Perfex Controls, Ltd., Guelph, Toronto 1 





AVAOMATIC CONTROLS FOR HEATING e AIR CONDITIONING e APPLIANCES } 
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NEW PACE SETTER = eee 
| Oil-fired “Kitchen 


in the oil-heat field! | Appliance” heating unit 
wins enthusiastic 
acceptance! 


Spencer’s new Suburban, the boiler 
burner with the conveniences and beauty 
of a kitchen appliance, is winning a 
record-setting popularity. Here are just 
a few of the reasons why: 














Saves time on installation! Just hook 
up electrical connections, oil and water 
lines. 


Fits in anywhere! Completely enclosed 
in a gleaming white. insulated beauty 
jacket. 

No special base required! Can be 
installed directly on wooden floor... 
and in minimum floor space. 


Quiet, trouble-free operation! Extra 
height of combustion chamber com- 
pletely eliminates noise and pulsation, 
cuts costly service call-backs. 


Easy to clean and service! Fire tubes 
reached easily through a plate on the 
top, working parts through door. 


Offers dependable ‘“‘code boiler” 
performance! Built to exacting ASME 
and SBI codes, the Suburban embodies 
the time-tested features that have made 
the name Spencer synonymous with 
quality in boilers. 

On your next installation save dollars 
—and guarantee satisfaction, too—by 
specifying the new Spencer Suburban. 








{| — 
SPENCER » 


7 LYCOMING DIVISION » 


NEW SPENCER SUBURBAN eesesece CLIP & MAIL eeeeeee 
Spencer Heaters, Dept. FO-12-4 
a Lycoming Division 
‘ AVCO Manufacturing Corp. 
TH E 0 | L- Fl R ED BO | LE R 33 U R N E R Williamsport, Pennsylvania 
A : H H Pl d lete inf tio d - 
with the beauty and convenience of a kitchen appliance ee Pensa pea: ln gre 
Name 


87,000 BTU Net SBI Water Rating 
GD Dimensions—Only 2112” x 32%" x 56” ‘SBI 


Oe 
Company 

Address. 

i ee State 


67 








THREE G-E MOTORS 


© circulating-pump motor @ furnace 
blower motor €) oil-burner motor can 


mean extra money in your pocket. 














You Profit Four Ways 
When G-E Motors Are Installed 
on Heating Equipment You Sell 














recognize the G-E monogram as a symbol of 
reliability. Take advantage of this unmatched 
customer acceptance by pointing out that your equipment 
is powered by G.E. — leading manufacturer of motors 
for heating equipment. You'll find it helps close sales. 


1 G-E MOTORS HELP YOU SELL. Prospects instantly 


3 smaller and up-to-50% lighter than other 

motors — for easier installation in limited space. 
Rotation of burner and fan motors can be reversed by 
changing two easy-to-reach leads. Welded-on speed nut 
simplifies conduit connection. You save on installation. 


even run special under-water tests to prove that 
superior G-E insulation will provide maximum life 
in damp basements. Unique design which doubles 
lubrication life is one more G-E feature which con- 
tributes to dependability and customer satisfaction. 


2 THEY KEEP CUSTOMERS SOLD. G-E engineers 


prompt, efficient service for your customers, every 
major area has a G-E Small Motor Service Station. 
In all, these are four profitable reasons for suggest- 
ing that your suppliers power their products with 
G-E motors. General Electric Co., Schenectady, N.Y. 


702-13 


4 THEY’RE BACKED BY LOCAL SERVICE. To provide 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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A Message From 
les Bruleurs Francia 


Oil Heating Men: 


Make More Profits Selling and Installing the Best 
Oil Burner Obtainable. 


THE PRIDE of FRANCE 


CAPACITIES OF “FRANCIA” OIL BURNERS 


TYPE RATING IN B.T. Us/hr HP APPLICATION 


74.00-295.00 | 1/6 | \Villas, Private Hote!s, Small 
1 119.000-385.000 | 1/6 | (Buildings-8-60 radiators 

2 295.000-890.000 | 1/6 | Hotels-Blocks of flats. 

-3| 750.000-1.790.000 | 1/4 | |Very large installations. 
4 | 1.390.000-3.550.000 | 1/2 | )Hotels, Hospitals, etc. 





























Write, cable or Wireless today for our prices. Tell 
us how many burners you can use. 


The highest manufacturing pr&cision of 
“ FRANCIA” is ensured by the use of the most mo- 
dern machinery by highly skilled techniciens. 


The lowcost of “ FRANCIA ” Oil Burners is made 


; P " aie possible by manufacture on a large scale 
General view of Bruleurs Francia manufacture based on the latest mass production methods. 








UNIQUE e EFFICIENT e LOW IN COST 


BRULEURS FRANCIA 


26, RUE DESSEAUX - ROUEN - FRANCE - AD. TEL. FRANCIABRULEUR 
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(With apologies to Clement Clarke Moore ) 


‘ 
Twas the night before Christmas; within and without 
Every creature was freezing—our fire had gone out! 
The burner was rusty, the grates had grown old, 
The fuel bills were hung by the chimney, so cold. 


ur heating was faulty (twas 12 below zero) 

When who should appear, but St. Nick’las (our hero). 
And when Santa arrived behind Dasher and Dancer, 

Our problem was solved; in his pack was the answer. 


inal our poor little house had grown colder and colder 

Till he dropped into sight with that pack on his shoulder. 
He was dressed all in fur from his head to his foot, 

But his clothes were all tarnished with ashes and soot. 


FES spoke not a word but went straight to his task 
And put in a Sunbeam (What more could we ask?), 
And placing his finger on one little dial, 
He gave us a wink and he started to smile. 


hen our whole house warmed up in a wonderful way— 

Why it might have been June, or quite possibly May! 
“You'll be cozy all winter—you’ll see what they mean 

When they talk about comfort that’s easy—and clean.” 


nd remember cool comfort when summer rolls round.” 
Then he turned and was into his sleigh with a bound. 
But I heard him exclaim, ere he drove out of sight, 
‘ “Warmest greetings to all and to all a good night.” 
For more information, don’t bother Santa — 
see your Sunbeam Dealer or Distributor 





American-Standard 


SUNBEAM AIR CONDITIONER DIVISION 
ELYRIA. + OHIO 


Executive Offices: 40 W. 40th Street, New York 18, N.Y. 
0 Serving home and industry: 


AMERICAN STANOARD - AMERICAN BLOWER - CHURCH SEATS & WALL TILE - DETROIT CONTROLS - KEWANEE BOILERS - ROSS EXCHANGERS - SUNBEAM AIR CONDITIONERS 
O- 
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NEW CHEVR 








keep going longer, 
keep going for less! 


From the day you first put it on the job until the time 
comes to trade, your Chevrolet truck’s going to do 
more work for you while you spend less to keep it 
going. Here’s why you can count on it— 


INCREASED POWER SAVES YOU PLENTY 


Chevrolet's high compression ratio (in each of its 
three great engines) develops tore power. That 
means you go longer before filling the tank! It means, 
too, you’ve got extra power handy whenever you 
need it—for greater acceleration, for an easier pull 
up steep grades, for steadier going through mud and 
sand on off-the-road jobs. So, you save not only on 
operating costs—you save time as well. 


GREATER RUGGEDNESS PAYS OFF IN LONGER LIFE 


Two-ton models, for example, are equipped with 
heavier axle shafts. All models have newly designed 
clutches and stronger frames. The best part of it is 
that, throughout their longer life, you spend less for 
their upkeep. For complete details about the model 
you need, see your Chevrolet dealer. He’ll tell you 
whatever you want to know, then give you the best 
news of all: Chevrolet trucks are priced lower than 
all other lines! . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 


110 








OLET TRUCKS 


CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES—The new “‘Jobmaster 261” 
engine* for extra heavy hauling. The ‘“Thriftmaster 
235” or “Loadmaster 235” for light-, medium- and 
heavy-duty hauling. NEW TRUCK HYDRA-MATIC 
TRANSMISSION*—offered on 14-, 34- and _ 1-ton 
models. Heavy-Duty SYNCHRO-MESH TRANSMISSION 
—for fast, smooth shifting. DIAPHRAGM SPRING 
CLUTCH —improved-action engagement. HYPOID 
REAR AXLE—for longer life on all models. TORQUE- 
ACTION BRAKES—on all wheels on light- and me- 
dium-duty models. TWIN-ACTION REAR WHEEL 
BRAKES—on heavy-duty models. DUAL-SHOE PARK- 
ING BRAKE—greater holding ability on heavy-duty 
models. NEW RIDE CONTROL SEAT* — eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND 
PLATFORM STAKE BODIES — give increased load space. 
COMFORTMASTER CAB—offers greater comfort, con- 
venience and safety. PANORAMIC WINDSHIELD —for 
increased driver vision. WIDE-BASE WHEELS —for it- 
creased tire mileage. BALL-GEAR STEERING —easict, 
safer handling. ADVANCE-DESIGN STYLING —rugged, 


handsome appearance. 


*Optional at extra cost. Ride Control Seat is available 

all cabs of 1\-° and 2-ton models, standard cabs only i 

other models, ‘‘Jobmaster 261’ engine available on “ton 

models, truck Hydra-Matic transmission on Y2-, 74 
l-ton models, 
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for cmarvll Oil Burners 
Satisfy dealers ... Satisfy customers 


McCorkle Controls are backed by a 
record of 18 years of dependable 
service. Dealers endorse them, because 
their rugged simple construction reduces 
service calls to a minimum. Customers 
appreciate them for their dependable, 


accurate. operation. 





SALES REPRESENTATIVE 


To Contact Original Equipment Manufacturers 
At Executive Level 


The Company—Century Engineering Corp., one of the Oldest 
Heating Equipment Manufacturers, and a leader in the field, 
the job contacting original equipment manufacturers at the 
exceutive level on a new, low priced oil burner unit of advanced 
design, requirements—you must have a following among OEM 
accounts, generally qualify for top level selling opportunity 
—this is an outstanding job in itself. 


Write To—Sales Manager, Heating Division 


CENTURY ENGINEERING CORP. 


CEDAR RAPIDS, IOWA 














Use “GRESCENT PARTS” Service 


Serving St. Louis Trade Area 
"FACTORY REBUILT" Repair Exchange con- 


trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 








Crescent Parts and 
suaoneianmaas Equipment Co., Inc. 


White- Rodgers MAIN OFFICE 

825-831 S. Boyle Ave. 

Detroit * Perfex St. Louis 10, Mo. 
Penn BRANCH 

1140 St. Louis Ave. 

East St. Louis, Ill 


CONTROLS 
OIL—GAS—STOKER 


Parts & Controls 


installations Matertals 


& Accessories 





Heating Specialties 


Mercoid ¢ General 














Write today for literature ae 
and specifications to cover a i 
your particular requirements. | 
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D. H. MICQORKLE co. 


Box E, Station A + Berkeley, California 












@ You can install 
it fast and profi- 
ably. 


@® Your customer 
can install it on 
* his present system. 


The Allen Automatic Booster Fan makes cold basements, attic, 
and other hard-to-heat rooms useful again. Install in furnace 
pipe, plug it in, set the control and forget it. The Allen Fan 
moves lots of warm air and is completely automatic! Saves heat- 
ing dollars for your customers . . . makes money for you. Write 


for low prices and complete information today! 


PARK HEATING SPECIALTIES 


6212 Goodrich Ave., Minneapolis 16, Minn. 





VARIVALVE gets heat f-a-s-t 


to cold radiators! 
list $345 


THERMO 
d-i-a-! 

the temperature desired 
in any room! 

Aorite for detailed literature C list $395 é 


MEAT -TIMER -2:0101:0n P 


Dept.6 657 Broadway, New York 12, N. Y. AL 4-5380 


Mfrs. of HEAT-TIMER electronic weather controls, Heat Recorder-Totalizer, Thermovelve, 


















. Varivalve, Motorized Valves, Smoke-Eye Smoke Alarm, Fire-Chief Fire Alarm 


for easier, money saving 
oil burner servicing .. . 


WRITE FOR OUR NEW CATALOG TO-DAY! 


HYDROVALVE CO. 


1319 UTICA AVE. * BROOKLYN 3, N. Y. 
BUckminster 4-1330 
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NEW YORK TECH 


America’s Foremost School . . . Famous for teaching 


OIL BURNER 


INSTALLATION AND SERVICING 
Also Courses in: REFRIGERATION & AIR CONDITIONING 








Remember NEW YORK TECH whether you have 
MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 
can or weite NEW YORK TECHNICAL INSTITUTE ext. 1510 


500 Pacific St., Brooklyn, N. Y. © MA 5-6220 








3 simple steps to clean: 


Remove 2 wing (€2 
nuts. 


Hold filter ele- ; 
ment under hot ~~ 
water faucet for (¢—~ 


a few minutes to a 


remove dirt and 


LIFETIME FILTER 









TRAP-IT 


MODEL 
243 SY 








GRAVITY - TYPE AND 
POWER BURNERS 
using up to 5% gph 
of No. 1 or 2 fuel oil. 


FOR ALL 








impurities. 


out of cp — 


2458 N, 
reassemble filter 


In Canada: A- 





‘Install profitable trouble-free 
Trap-it on that next job 


© 
heavy residue ALA-P CONTROLS CORPORATION 





32nd Street, Milwaukee 45, Wis. 
P Controls Corp., Ltd., Cooksville, Ont. 
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CURE DRAFT 


“Tjernlund Auto 
Draft Inducer" 


No smokepipe obstruction. 
Simple installation: just cut a 
slot in smokepipe and band 
on, either horizontally or 
vertically. 


Make customers happy! Reduce fuel costs. 


TROUBLES ! 


(THE EASY 
WAY) 





Dealers, 


Jobbers, Reps! Write, wire or phone and hook-up 


with a * 


2140 KASOTA AVE. 


live’’ outfit and sell a real profit-maker! 


TJERNLUND MFG. CO. 


(Prior 5861) 
ST. PAUL, MINN. 
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in 2 minutes with TANKIT 


necessary. 
2 Sizes: 


Available 
write for 
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@ POSITIVE RESULTS 
Not affected by tank pressures or vibrations. 


e ECONOMICAL 
Tankit can be reused indefinitely. 


nearest. distributor. 


tHE TANKIT o., inc 













No pump out 


Replace Tank At Your Convenience , 


Standard for small leaks. Giant for 


porous areas up to |8 square inches. 


at your supply house only 9 
full information and name 0 


174 GOLDSMITH AVE. 
NEWARK 8, N. J. 





















Be sure with 

















White-Rodgers Primary 


Oil Burner Controls 


Wepntlics live cl tents | For the new high-efficiency heating plants 
| operating at low stack temperatures, the 
White-Rodgers Primary Oil Burner 
Control is ideal. 


the heating plant 


you istall... 


if its performance depends Simplified wiring assures proper instal- 
on automatic controls... lation—recycles both on power and flame 
failure—automatically shuts down after 


it can be. no better than’ : ; tae 
first recycle if flame is not ignited. 


the controls with which sf ee ; ; 
Write for engineering and installation 


data on this outstanding quality control. 


it is equipped. 


FOR HEATING « REFRIGERATION 
AND AIR CONDITIONING 


ST. LOUIS 6, MO. 
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“MSDONNELL 
No. 67 





Costs Less | Installed | 
-and that’s what counts! 


You could pay a lot more for a McDonnell No. 67 and still 
sell it at a lower installed price than other low water fuel 
cut-offs! 
We have known this to be true for a long time; but we didn’t = 
know how siartlingly true it was until we conducted a number A few features that 
of installation tests in our own laboratory and in the field. Seer: x 
They definitely proved that in these days of high labor costs distinguish the No. 67 
you can give your customer McDonnell quality—the No. 67— 
and still make a longer profit on the finished job! 
Surprising? Not when you consider that McDonnell & Miller 
have always built for the installer as well as the owner: origi- 
nated the gauge glass installation; perfected the ‘““Quick-Hook- 
Up;” made a hook-up that is actually quick .. . and accurate. 
The half hard brass tubing is easily trimmed to gauge glass 
spacing, but is strong and rigid to hold the cut-off in accurate 
alignment. A special precision fitting “goes home” easily and 
assures proper location and equalization. “Quick” is the word 
for other features, too: the terminal housing adjustable to four 
positions; the conduit collar, threaded for standard electrical = (a McDonnell No. 67 interrupts cur 
connectors; the speciai, built-in blow-off valve right in place , rent to burner if boiler water 
and readyto go, not just a standard valve that has to be installed. | drops to emergency low lev 
Yes, if there was ever any doubt about what low water fuel For steam boilers of any si 
| ae , cut off to install, this removes it. A cut-off of McDonnell maximum steam pressure, 20 I 
quality costs /ess installed! Ask for latest condensed catalog 
and price sheet. 


Packless construction 

Roller & rocker action 

Four-position conduit collar 

Twin switch 

Self-closing large area blow-off valve 
Convenient pressure control tapping 
Deep float chamber 

Rugged self-aligning Quick-Hook-Up 
Durable black crackle finish 





MCDONNELL & MILLER, Ine. 
3500 N. Spaulding Ave., Chicago 18, Ill. 


MSDONNELL 

















